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Bank launches major 
client/server overhaul 


HFC invests $94M in conversion 


‘MaeWindows’ seeds sown 


Emulator to enable Apple’s PowerPC to run Chicago applications 


By Stuart J. Johnston, Microsoft Corp. officials said the | 


By Ellis Booker 


= While other financial in- 
Stitutions gingerly place 
client/server computing 
here and there, Household 
Finance Corp. has com- 
menced a sweeping, $94 
million project that will take 
80% of the processing off 
its IBM and Amdahl Corp. 
mainframes by the 

end of 1997. 


Not only is 
HFC putting 
client/server to 
work at its branch- 
es with a new cus- 
tomer service applica- 
tion — as have many others 
— but it is also moving core 
back-office production ap- 
plications such as general 
ledger to client/server. 


James Daly and Ed Scannell 





plan has not been lost on 
banking analysts who spe- 
cialize in information sys- 
tems. 

“The trend in banking has 
been to do [the move to cli- 
ent/server] around the edg- 
es, in the branch environ- 
ment or in the wholesale 
banking operation,” said 
Mary Donadoni, a research 

associate at Mentis 
Corp. in Salisbury, 
Md. She said she 

is unaware of 
any other bank 
that has made 
this kind of 
commitment to a 
client/server archi- 


Beginning this fall, users will have 
access to emulation software that 
| will let them run Windows 4.0 and 
applications on 
same Apple Computer, Inc. Power- 
PC-based system, 
closer to the best of both worlds. 

Insignia Solutions, Inc. is work- 
ing on the product, called SoftWin- 
dows for the Mace, said Paul Kerr, 
Macintosh 
manager. It will work by emulating 
an Intel Corp. 1486 processor rath- 
er than emulating Windows 4.0 
(Chicago) itself. This means users 
will still have to purchase Win- 
dows software to run Windows ap- 
plications. 


Macintosh 


Insignia’s 


Apple PowerPC shipments are 
expected to grow at a steady rate, 
helping to expand the potential 
hardware base for Windows 4.0 


the 


moving them 


product 


1994 


Source: 


Projected Apple 
PowerPC shipments 


3-4M 


1995 


“The Hartsook Letter,” Alame 


deal with Insignia gives it access 
to Windows 4.0 source code and to | 
Win32, Microsoft’s 32-bit applica- | 
tion programming interface that | 
enables a compliant application to 
run on both Windows 4.0 and Win- | 
dows NT. 


4.6M 


RAM plan | 
Apple plans to ship SoftWindows | 
for the Mac on all of its PowerPC- 
based Macintosh machines with | 
16M bytes of RAM. Insignia will 
also sell a retail version, Kerr said. 
An internal Apple source con- | 
firmed the basics of the deal. 

A nonoptimized version of the | 
emulator will probably ship by the 
end of October, which may come 

MacWindows, page 12 | 





tecture. 

“Others will say, ‘This is 
the direction we are going,’ 
but they haven’t allocated 
the dollars,” she said. 


The whole gamut 

“Ours is a soup-to-nuts ar- 
chitecture,” 
Sterba, director of business 
systems at 
Heights, Ill., company. 


During the past year, HFC 
has piloted pieces of the ar- 
chitecture, called the Vision 
, in 14 of its 467 
branches. Until now, HFC 
branches have used 3270- 
style dumb terminals con- 


said Edward F. System 


the Prospect 


The boldness of HFC’s 


Users brace for LAN mail' wars 


By Lynda Radosevich 
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HFC, page 14 
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INTERNET 


TCP/IP inventor and Internet pioneer 

Vinton Cerf says tae mother of all 
networks needs better indexing and bandwidth on demand to 
attract more business users. See In Depth, page 121. 


The problem with cost-justifying a wireless network is that 
sometimes it’s almost impossible. See Management, page 99. 
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Users already wearied by desktop 
standards wars had better get set 
for the battle of the LAN messag- 
architectures. 
last week, 
Corp. and Microsoft Corp. made it 
clear that while they are moving to 


Father of the 


In interviews 
Development 


client/server mod- 
els, they are going 
in different direc- 
tions. 


Computerized Keno: Latest bar craze 


For users, this will mean choos- 
ing between Lotus’ all-in-one ap- 
proach, which includes messaging 
and database replication and is 
based on Notes; and Microsoft's 
method, which links several prod- 
ucts. The Enterprise Messaging 
Server, currently in beta testing, 
will serve as Microsoft’s messag- 
ing platform. 

In general, the move to client/ 
server messaging could help solve 
the problems users have with to- 


day’s file-sharing electronic-mail 
systems. 


Small accommodations 

“The problem we have with LAN 
mailisit doesn’t scale well, andthe | 
management tools are weak,” said 
Durwin Sharp, an E-mail adviser | 
at Exxon Corp. While 5,000 to 6,000 
E-mail users fit on a mainframe, 
just a few hundred fit on a LAN | 
mail server. To ease management, 
LAN mail wars, page 10 





Techno-gambling 


High-tech wagering: 
Jackpot or jeopardy? 


By Joseph Maglitta 





The temperature is near zero on this Saturday 
night in Pawtucket, R.I., but in the lounge of the 
Peppermill Restaurant, Elaine Matook feels 
warm and lucky. 

“It’s my birthday,” the 35-year-old homemak- 
er explains as a waitress feeds betting slips in- 
to anearby bar-side terminal. 

On this January evening, Matook plans to 
spend between $25 and $50 on $1 tickets for the 


STELLAJOHNSON 


under attack from gambling foes 





state-run electronic Keno game played every 
five minutes until 11 p.m. in Peppermill’s bar. 
“If didn’t spend [money] here, I'd spend it on 
some other game,” she explains. 

As results from the previous game flash 


High-tech wagering, page 28 











6 . . 
Knowledge is power’ 


Francis Bacon 


__ “Everybody gets so much 
information all day long that they lose 
their common sense? 


Gertrude Stein 


yr. - 
If you don’t know where youre going, 
you will wind up somewhere else?” 


Yogi Berra 
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Unless you know what to do with it, information isnt 
knowledge. Or insight. Or the road to profit. It's simply 
a collection of data. 

That's why we want to introduce ourselves to you. 

Were a new company with the unique ability to help 
you get information, move it to where it’s needed, and use 
its insights. A company that provides information solutions 
which will help you help your customers and run your 
business more efficiently 

Were truly a new company. And yet we combine the 
strengths of both NCR, a global computer company with 


unparalleled capabilities in data collection and massively 
parallel processing, and AT&T, the one company capable of 
allowing you to communicate any quantity of information 
to anyone anywhere in the world. 

In the weeks and months to come, we'll be telling you 
more about the hows and whats. 

So stay tuned. 

Or call 1 800 203-1529. We'll tell you more. 

Now that NCR and AT&T are one, computing 
and communications have come together to help you 
get, move, and use information. 








“We know exactly where we want to go, 
because our customers will show us the way. 
Jerre Stead, CEO 
ATET Global Information Solutions 
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Compaq subnotebook to rev sales 


By Michael Fitzgerald 





Compaq Computer Corp.'s featherweight Contura Aero 
subnotebook — with its reduced weight and price — 
should lift a load off the portable market. Aero may also 
spark rapid price drops in the notebook arena, which 
has so far managed to avoid the margin-killing battles 
of the desktop price wars. 

Available now, the monochrome Aero weighs only 3'/2 
pounds, and a passive- 
matrix color version due 
in 30 days weighs 4.2 
pounds. Total travel | ero has a specially lined 
weight, including an ex- A 


ternal floppy drive and 


| toward it, making the display 


Zea ee So) 


screen that reflects light back 


The lower weight as well as prices starting at $1,399 
have caused both analysts and users to take note. They 
are predicting a shifi in buying patterns to the smaller 
machines, which were not expected to make much 
headway in the market this year. 

“The subnotebook market will take off now,” said 
Randal Giusto, an analyst at WorkGroup Technologies, 
Inc. “I thought there would be a lot more compromises 
and that it would have a higher price.” 

Some analysts were 
less impressed with the 
Aero. 

“This accelerates the 
subnotebook market, 
but . . . let’s not blow it 


“For companies looking at ways to carve out costs, 
why spend $4,000 or $5,000 when you can get a beautiful 
setup of Aero for much less?” Jurmann asked. 

Jurmann also said many managers at Baxter want 
expansion bases for their notebooks both at the office 
and at home, and this can cost more than the price of 
two desktop computers. The Aero, with its low price 
points and $99 expansion base, could cut more than 
$1,000 off those costs. 


Price is important 

John Miller, GTE Corp.’s telephone operations director 
of office systems technology in Irving, Texas, agreed 
that Aero-type products “are particularly appealing be- 
cause of the price point. It’s almost cheaper and more 
financially rewarding to buy two desktops — one for 
home and one for work.” He added that notebooks typi- 
cally last only 18 months, making them an expensive 


adapter cord, is less 
than 5 pounds for the 
base 


model, which 


brighter. Its keyboard is 95% of a 
| full-size notebook keyboard. Two 
standard batteries developed with 


out of proportion,” said 
Jeffrey Henning, an an- 


investment. 
Analysts speculated that Compaq, which has not 


shaves almost half the 


Duracell, Inc. are included. 


alyst at BIS Strategic 
Decisions in Norwell, 





weight from a normal 
notebook computer. 

Plus, Compagq’s pricing is some 25% lower than other 
subnotebooks, which tend to cost more than similarly 
configured notebooks. For example, Toshiba America 
Information Systems, Inc. is trying to position its Satel- 
lite line of notebooks against the Aero rather than 
against the more expensive Portege line of subnote- 
books. 

Aero “is priced to fly, and I think it’s stirring up the 
pot big time,” said Janet Cole, an analyst at Dataquest, 
Inc. in San Jose, Calif. 


Mass. He said the lack 
of an internal floppy would slow market acceptance of 
the machine. 

Users contacted generally said Aero’s price/perfor- 
mance could lead to revisions in their purchase plans. 

“IT would suspect very strongly that Aero will canni- 
balize a lot of the LTE Lite business,” said Glenn Jur- 
mann, section manager of office technology at Baxter 
Healthcare Corp. in Deerfield, Ill., a major buyer of Com- 
paq’s high-end LTE Lite notebook. He said Aero was 
causing Baxter to look closely at moving many ofits por- 
table purchases to subnotebooks. 


made significant revisions to its high-end LTE Lite line 
in two years, couid be readying a low-cost version of 
that product as well. 

William T. Peterson III, Compaq’s director of North 
American portable marketing, declined to comment on 
this but did say that the low-cost manufacturing efforts 
Compaq had applied to Aero ‘“‘can be spread over other 
lines.” 

Peterson said Compagq expects Aero to be its best-sell- 
ing portable this year and that it expects to be able to 
meet the demand. 

Compaq acknowledged that most corporate users 
are unlikely to pick the base model system, with its lim- 
ited 85M-byte hard drive. 





Is the PC software industry laying DOS to rest? 


By Michael Vizard 





The PC software industry appears to be 
lining up to put the final nails in the DOS 
coffin as major suppliers begin to down- 
grade the relative importance of DOS as 
a platform for new application develop- 
ment. 

As Windows expands its dominance of 
the PC industry, both WordPerfect Corp. 
and Borland International, Inc. are rele- 
gating DOS to secondary status behind 
future Windows, Macintosh and Unix de- 
velopment work. And Lotus Develop- 
ment Corp. said it is currently evaluating 
what course its future commitments to 
DOS will take. 

“DOS is dead. I love DOS and hate Win- 
dows as it exists today, but the reality is 
that all our new application development 
work is being done in Windows and 
OS/2,” said Rock Blanco, director of in- 
formation systems at Garber Travel Ser- 
vices in Boston. 

In general, IS managers report that 
they are moving to Windows because do- 
ing so makes it easier and less costly to 
support end users. Blanco, for example, 
said his staff spends considerably less 
time training end users how to run appli- 
cations on Windows and OS/2 because of 
their graphical user interfaces. 

Pushing vendors away from DOS is the 
fact that most new applications will take 
advantage of the latest object-oriented 
technologies for graphical environ- 
ments, such as Microsoft’s Object Link- 
ingand Embedding (OLE) 2.0 interface or 
the OpenDoc specification being driven 
by IBM and Apple Computer, Inc. 
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“The effect of OLE and other technol- 
ogies is that they absorb a tremendous 
amount of resources from the develop- 
ers, so they have to focus on the plat- 
forms that support these technologies,” 
said Chris LeTocgq, an industry analyst at 
Computer Intelligence/InfoCorp in Santa 
Clara, Calif. 


Transitional period 

Moreover, with Windows applications 
sales far outstripping sales of DOS appli- 
cations, most corporations will complete 
their transitions from DOS to Windows 
during the next year. As are- 
sult, industry analysts said 
the timing is right for major 
software vendors to back 
away from DOS develop- 
ment. 

“This is the way the world 
is going. There are so many 
new platforms that vendors 
have to develop for, so they 
have to start dropping some 
of the older technologies,” 
noted Carter J. Luscher, an 
industry analyst at Gartner 
Group, Ine. in Stamford, 
Conn. 

Luscher noted that while 
there are tens of millions of 
PCs running DOS, most of 
those PCs are older Intel 
Corp. 80286 and 80386 sys- 
tems that are not really capable of run- 
ning the latest memory- and disk-inten- 
sive application upgrades. 

Meanwhile, more than 40 million units 
of Windows are already installed. And 
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Backing off 


When WordPerfect 
announced it was 
scaling back on DOS 
developmentit was the 
second platform in four 
months the firm had 
backed away from. 
Late last year, 
WordPerfect said it 
would not develop 
native 32-bit 
applications for OS/2. 
Instead, it will rely on 
OS/2’s ability to run 
Windows applications. 


because Windows use is growing at a 
much faster clip, developers prefer to fo- 
cus their efforts on Windows rather than 
DOS, Luscher said. 

WordPerfect, for example, will focus 
on point release upgrades for DOS appli- 
cations but has not completely ruled out 
doing any more major upgrades for DOS. 
At the same time, the firm noted that DOS 
use today is focused mainly on older 286- 
class AT systems that are not really ca- 
pable of running large applications such 
as WordPerfect 6.0, which typically re- 
quires about 6M bytes of memory. 

Users, meanwhile, said 
they hope WordPerfect will 
apply more of its resources 
to Windows. “Their decision 
on DOS will have no impact 
on us. We’re already an all- 
Windows shop. But hopeful- 
ly, it will free up more of their 
resources to make WordPer- 
fect for Windows a leaner, 
meaner product,” said 
Norm Weiner, chief informa- 
tion officer at Duane, Morris 
& Heckscher, a Philadelphia 
law firm. 

And Lotus plans to bring 
its 1-2-3 spreadsheet offer- 
ing for DOS into syne with its 
Windows 4.0 offering in the 
first half of this year. But all 
its other major products, ex- 
cept CC:Mail for DOS, are focused on 
graphical environments. Following Re- 
lease 4 of 1-2-3 for DOS, Lotus plans to 
evaluate what the future market demand 
for DOS will be, said Jeff Anderholm, di- 





rector of marketing for spreadsheets. 

A Borland spokesman, meanwhile, 
said there will be no more significant up- 
grades to the DOS versions of its Quattro 
Pro spreadsheet and Paradox database. 
The company plans to release an up- 
grade for dBase for both DOS and Win- 
dows in the second quarter, but from 
there it will evaluate its future plans for 
dBase for DOS. 


Developers dread 32-bit OLE rewrites. See 
story page 42. 








— 


Correction 


Due to mathematical miscalcula- 
tions, the fourth-quarter financial 
chart in the Jan. 24issue contained 
numerous errors. The chart incor- 
rectly listed Compaq Computer 
Corp.’s year-end results instead of 
quarterly figures. For the quarter, 
Compaq’s revenue was $2.2 billion, 
up 55% from the same period a 
year ago. Income for the quarter 
was $151 million, up 69% from last 
year’s corresponding quarter. Uni- 
sys Corp. posted revenue of $2.1 
billion in the fourth quarter, down 
7.4% from the corresponding quar- 
tera year ago. Income for the quar- 
ter was $118 billion, down 18% 
from last year’s corresponding 
quarter. Comdisco, Ine.’s net in- 
come dropped 46% to $21 million in 
the fourth quarter, following the 
adoption of new accounting rules. 
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Server strategy 


aC emt ae eal 


Large DEC users opt for 


NT on Pentium servers 


By Craig Stedman 





Digital Equipment Corp.’s flawed 
expectation that Microsoft Corp.’s 
Windows NT would blossom into a 
high-end desktop operating sys- 
tem has left it trying to play catch- 
up on the server side with users 
who are deciding between Intel 
Corp. platforms and Digital’s Al- 
pha AXP. 

Digital plans to introduce a four- 
processor superserver in the 
spring in an effort to place Alpha 
on more equal footing with Pen- 
tium systems. But its initial em- 
phasis on a single-processor PC- 
class machine has allowed In- 
tel-based vendors to gain an early 
advantage with customers inter- 
ested in NT. 

“We're going to have to look” at 
Alpha/NT as the product line ex- 
pands, said Gene Friedman, vice 
president of applied technology at 
The Chase Manhattan Bank NA in 
New York. “But once you seta path, 
you really have to think long and 
hard about whether and why you 
would change it. Change is not al- 
ways your friend.” 


How they shake out 

Chase Manhattan tested NT on 
both Digital’s DECpe AXP 150 and 
Intel platforms last year [CW, May 
10, 1993]. Heavy tests continue on 
Intel machines from IBM, Compaq 
Computer Corp. and AT&T Global 
Information Solutions (formerly 
NCR Corp.), but the bank is “not 
actively pursuing” the Alpha tests 
now, Friedman said. 


While Alpha does appear to have 
performance advantages, “the is- 
sue for us is how many boxes do we 
want to have in-house,” he noted. 
“We're heavily standards-driven, 
and [Alpha] is not part of our stan- 
dards set right now.” 

Intel will also be the primary NT 
server platform at Bankers Trust 
Co., according to Sholom Bryski, 
managing director of client/server 
engineering. ‘We'll leverage both, 
but [Alpha systems] are going to 
be on the high end where we need 
a fast uniprocessor,” Bryski said. 

Digital will remain a “very sig- 
nificant partner in our NT quest” 
but more because of its work on 
both object and clustering soft- 
ware (see story below), than the 
Alpha hardware itself, he said. 

“No rational customer would go 
choose a RISC machine if they can 
get what they need on an Intel 
box,” said Dennis Schneider, pres- 
ident of OnPoint Marketing, Inc., a 
Nashua, N.H., consultancy. With 
the AXP 150 “skewed toward the 
lowend,” users have had little rea- 
son to go with Alpha, he said. The 
AXP 150 is rated at about 80.9- 
Specint, compared with 64.5Spe- 
cint on the 66-MHz Pentium. 

“Digital's whole strategy has 
been very much Windows NT as a 
desktop operating system,” added 
Lynn Berg, a Gartner Group, Inc. 
analyst in Stamford, Conn. “I think 
that’s why they’ve been playing 
down NT lately. They just don’t 
have anything to sell there yet.” 
This approach conflicts ‘with Mi- 
crosoft’s pitch that NT is a server 


Digital’s service and 
support 


Open VMS, DEC OSF/1 
operating system. 

Digital lost ground 
last fall when it 
dropped plans to in- 
troduce higher-per- 
formance NT servers 
based on the Periph- 
eral Component In- 
terconnect bus. It de- 
cided to wait instead 
fora lower-cost Alpha 
chip due this quarter 
[CW, Oct. 18, 1993]. 

Michel Gambier, 
Windows NT marketing manager 
at Digital, reiterated that “a full 
line” of Alpha/NT systems is in the 
works, starting with the quad sys- 
tem due out in the spring. He ac- 
knowledged, however, that Digital 
will have to deal with the obstacle 
of Intel’s installed base. 

“We do understand that if you 
have a huge investment in Intel, 
you're going to scrutinize the issue 
of going to Alpha more carefully,” 
Gambier said. He added that Digi- 
tal will point to its service and sup- 
port capabilities as one way to 
avoid being viewed “‘strictly as a 
box supplier.” 

Shell Oil Co.’s refinery in Marti- 
nez, Calif., is one customer that 
chose the AXP 150 over a dual-pro- 
cessor Pentium system last fall. 
Mark Thomson, a systems analyst 
at the refinery, said the AXP 150 
costs 25% less but added that the 
Pentium machine ran “slightly 
faster.” More formal Pentium test- 
ing is planned for the near future. 

“We're happy with Digital, but 
one of the things I like about NT is 


Layered software 
environment planned 


MT tt 
One low-end system 
Multiprocessing 
not supported yet 
Not oriented to 
file serving 
Limited application 
development tools 


Limited support 
from other vendors 





Raw CPU performance |} 


run on same hardware}) 


systems available 


Circular file 


Digital plans to focus 
its Alpha/NT marketing 
oncompute-intensive 
application server uses 

after its quad system 
ships in the spring and 

will relegate file 
serving to the 
background, according 
to marketing manager 
Michel Gambier. The 
company is putting 
together packaged 
systems for database 
and communications 
serving, with software 
and services built in, 
Gambier said. Digital 
has decided that 
Alpha’s throughput 
capabilities make it 
more appropriate as an 
application engine 
than asa file server, he 
said. 


the choice it gives us 
in” hardware, Thom- 
son said. “It’s kind of 
arace tocomeupwith 
Ua) "| the cheapest ma- 
RST ratird chine, which is fine 
Large Intel installed with me.” 
base Chemical Bank Ge- 
Multiple vendors, oserve in New York al- 
marketing systems so expects to eventu- 
ee ally buy Alpha-based 
Multiprocessor NT systems, at least 
for its operations that 
now run on Digital 
hardware, said Rich 
Lansing, vice presi- 
dent of the advanced 
technologies group at 
the unit. But Chemi- 
cal Bank Geoserve is 
already implement- 
ing Intel-based sys- 
tems while waiting 
for Digital to make Al- 
pha auseful platform, he added. 

Digital is “getting us the pieces 
that we need, but it’s obviously 
taking longer than expected and 
longer than Pentium” system ven- 
dors, Lansing said. Multiprocess- 
ing is one big missing piece, along 
with a lack of tools for moving VAX 
applications to client/server NT in- 
stallations, he indicated. 

Digital’s slow start is also keep- 
ing it from taking full advantage of 
its early entry into the NT market 
compared with other RISC ven- 
dors, analysts noted. Gambier said 
Digital still hopes to grab market 
share before NT becomes avail- 
able on other RISC architectures, 
such as PowerPC and potentially 
Hewlett-Packard Co.’s PA-RISC. 

Ironically, a silver lining for Dig- 
ital may be NT’s slower-than-ex- 
pected adoption rate. “The NT 
launch is taking such a glacial turn 
that I think DEC has time,” Schnei- 
der said. “You can’t talk about an 
NT norm for quite a while. Alpha 
still has a lot of potential if they 
market it right.” 


Ed 


Trails in 
uniprocessor speed 


Price/performance 
| lags at low end 





Digital readies clustering software for NT 


By Craig Stedman 





Take it or leave it 


Digital Equipment Corp. plans in the second 
half of this year to ship add-on clustering soft- 
ware for Microsoft Corp.’s Windows NT operat- 
ing system. The software will run on any multi- 
processor NT server, including Digital’s Alpha 
AXP machines and ones based on Intel Corp. 
microprocessors. 

The multiplatform support would allow us- 
ers to create mixed clusters or use the Digital 
software in Intel-only installations, according 
to analysts. Such openness could reduce Digi- 
tal’s ability to directly use the clustering soft- 
ware as a lever to sell Alpha machines, they 
said. 

“Digital has to treat this as a generic tech- 
nology,” said Dennis Schneider, president of 
OnPoint Marketing, Inec., a consulting firm in 
Nashua, N.H. 

He added, though, that the clustering prod- 
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The Windows NT 
clustering software 
will be implemented 
as an optional 
module rather than 
as an integral part 
of the operating 
system. In contrast, 
Digital built 
clustering support 
directly into 
OpenVMS. The 
Windows NT product 
is not expected to 
require any special 
hardware, industry 
sources said. 


uct could give Digital some technical weight 
and prompt customers to at least look more 
closely at Alpha. 

A prototype of the clustering package is run- 
ning internally and may be ready to start beta 
testing during the spring, said Dennis Saloky, 
manager of Windows NT marketing programs 
at Digital. The software may also be demon- 
strated at Comdex/Spring ’94 in May, he added. 
Customer shipments are targeted to start “‘to- 
ward the end of the year.” 


How good a move is it? 
Saloky described the clustering capabilities 
that will be provided in the first release as “a 
good first step,” but said they are not likely to 
match the functionality that Digital’s VMS clus- 
ters provide. 

Lynn Berg, an analyst at Gartner Group, Inc. 
in Stamford, Conn., said a late 1994 rollout 
could pull Windows NT into a clustering dead 


heat with Unix operating systems. “Even as a 
first step, that would still be a pretty aggressive 
schedule” for NT, she noted. 

Sholom Bryski, managing director of client/ 
server engineering at Bankers Trust Co. in New 
York, said clustering is one of the key technol- 
ogies needed in NT before it will be truly viable 
as a server. “Our applications are mission-crit- 
ical kinds of things, so clustering is very impor- 
tant,” he said. 

However, clustering is less critical to Rich 
Lansing, vice president of the advanced tech- 
nologies group at Chemical Bank Geoserve in 
New York. “It’s not on our list as a reason for 
deciding or not deciding to do things,”’ Lansing 
said. 

Digital’s approach will support load balanc- 
ing and failover between NT servers, plus man- 
agement of applications that are distributed 
across multiple servers, sources indicated. The 
more complete cluster management supported 
under OpenVMS is not as necessary with NT be- 
cause of its higher level of integrated manage- 
ment capabilities, the sources added. 





Decide how to tell the CEO you've 
outgrown your Financial Applications... 


lease 


Ne 


6 


Or use Oracle Financials, the client/server applications 
that adapt to changing business needs. 
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Novelty is fleeting 
for PC’s powers 


volution in vertebrates has been spread over millions of 

years. Evolution in computer technology accelerates year 

to year. One form of the computer seems to dissolve into 

another at a dizzying speed. At this year’s Demo’94 show 

in Indian Wells, Calif., the PC was morphing before our 

eyes into a multitude of new shapes. Before the end of the 
decade, the desktop computer is likely to absorb the telephone, 
microphone, videocamera and fax machine, integrating their func- 
tions and adding new ones. The desktop-bound PC is about to 
sprout wings and fly. 

You may think this metamorphosis is in the distant future, but 
the future is just around the corner. Take Intel’s new software ap- 
plication, ProShare, for example (see related story, page 47). For 
$99 list price or $79 street price, you can purchase an Intel package 
that allows two people using PCs equipped with 9.6K bit/sec. mo- 
dems to call up and work on the same document simultaneously. 

Because ProShare treats the document as an object and has an 
object database underlying 
it, each worker can go to any 
page of the document and 
make comments or suggest 
changes. At the end of the 
collaboration, both efforts 
are recaptured as one docu- 
ment. 

If the system is equipped 
with videocameras and mi- sprout 
crophones (the $2,499 ver- | wings and 
sion), you have personal vid- , fly. 
eoconferencing with two 7 
parties able to see and talk 
to each other while they 
work. 

The processor needed to support such a system is the 33-MHz 
Intel 486DX2. If ProShare or systems like it succeed, they will in- 
crease the demand for 1486-based machines, a thought that may 
have occurred to Intel when it brought out its first software appli- 
cation. 

Intei CEO Andy Grove called into the Demo ’94 show via Pro- 
Share and was projected onto a big screen. There was some an- 
noying trailing off of words, but the video quality was good for 15 
frame/sec. ProShare does require an ISDN line for video, and ISDN 
is capable of transmitting color, but Grove was dressed in black, 


The 
desktop 
PC is 
about to 
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Novell works out VLM bugs, but 
implementation woes remain 


By Elisabeth Horwitt 





Users of Novell, Inc.’s modular client shell re- 
port it free of all but a few of the bugs that in- 
fested its predecessors. However, these LAN 
administrators caution that implementing Vir- 
tual Loadable Module (VLM) 1.1 is still one of 
the most daunting tasks involved in migrating 
their companies’ PCs to NetWare 4.01. 

VLMs’ modular design and memory manage- 
ment allow PC clients to support some nifty but 
memory-intensive NetWare services such as 
NetWare Directory Service (NDS), TCP/IP ac- 
cess to NetWare and Packet Burst. 

The expanded choices offered by VLMs levy 
a big price in implementation hassles, LAN ad- 
ministrators said. “Configuring VLMs is aroyal 
pain in the butt,” said John Shortali, NetWare 
4.x project leader at Air Canada in Montreal. 


The good old days 
Configuring PCs was comparatively simple 
with the older, “monolithic” DOS shell, which 
provided the same set of functions for all cli- 
ents, explained Lisa Laing, network systems 
analyst at McGill University in Montreal. With 
VLMs, the LAN administrator or user must de- 
termine which ones are to be loaded for any giv- 
en client — a long, drawn-out process when a 
company has hundreds or thousands of PCs. 
“We have 1,200 desktops; we think [configur- 
ing their VLMs] will take a couple of months,” 
said Robin McCubbin, senior network planning 
analyst at Toronto-based National Grocers Co. 
Laing is in even worse shape: McGill Univer- 


sity has about 4,000 clients, and none of them 
have standardized memory and software con- 
figurations, she said. 

Novell plans with the next VLM release to 
provide “better configuration capabilities” 
such as automation features that will enable 
users to choose their own configurations, said 
Jeff Turner, a Novell product line manager. 

Today, LAN administrators can set up one 
VLM configuration file that all users can imple- 
ment, Turner said. However, this works only 
when all PCs are configured the same. 

Memory management is another VLM piece 
that needs work, users said. The current offer- 
ing saves memory by swapping modules in and 
out as needed and by loading modules into up- 
per memory whenever possible. 

However, Martin Benton, an administrator at 
Donald Jacobs & Partners, said he has found 
that VLMs’ vaunted memory management does 
not work if the PC is already using a memory 
optimizer, which tends to fully utilize upper 
memory. He said client applications took a sig- 
nificant performance hit from VLMs. “That has 
turned me completely off’? VLMs, Benton add- 
ed. 

Still, Laing summed up what seems to be a 
primarily positive perception of VLM 1.1 as a 
stable, useful product. 

“Thad a list of showstoppers that would pre- 
vent me [from] installing NetWare 4.01. Now 
VLM problems are off that list,” she said. 


NetWare versions of some databases are a tight 
squeeze. See story on page 53. 





AppWare adds bridge platiorms 


By Melinda-Carol Ballou and 
Elisabeth Horwitt 


Gradual release 


The short-term schedule for AppWare support of selected 


gray and white in an all-white room. In other words, the video was operating systems and platforms is as follows: 


similar to a 1940s movie. 


Novell, Inc. last week provided fur- 
ther dates and details on how its 
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Ata more pedestrian level, Windows applications in a pen pad 
format can move the computer off the desktop and into more phys- 
ical work settings. You may soon encounter an auto adjuster walk- 
ing around your car with a pen pad screen filled with an automo- 
bile decomposed into its parts. The picture is your make and 
model, and you get to see it exploded into its components on a note 
pad because you have just been in a collision. 

The adjuster uses his pen to touch the equivalent of your crum- 
pled fender and inner panel assembly. The parts with their prices 
go ona list, which the pen pad adds up. The adjuster brings upa 
virtual calculator, touching numbers to finish some calculations. 
Then he brings a virtual keyboard to the screen to add acomment. 

This application by Automatic Data Processing in Hoffman Es- 
tates, Ill., captures data on a Compag Concerto. 

IBM illustrated continuous speech recognition with a speaker 
who had been coached to try to sound natural while pausing be- 
tween each word. As he delivered his halting recitation, the words 
were translated with a high degree of accuracy into text ona 
screen, processed by a PowerPC. This system analyzes the sounds 
it hears in two or three word sets, whose context enables the sys- 
tem to distinguish, for example, whether “to,” “too” or “two” is 
correct. Speaker-independent voice recognition (with 1,000-word 
vocabularies) is not just around the corner. It’s here. 

The user interface is getting friendlier, the PC is changing shape. 
And what is novel in 1994 will no doubt look outmoded 12 months 
from now. 





Babcock is Computerworld’s technical editor. His MCI Mail address is 575-2737. 
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AppWare Foundation application 
development environment will 
bridge diverse client/server plat- 
forms. One key addition will be 
Universal Directory Services 
(UDS), which will transparently 
link applications built with App- 
Ware to network resources via a 
broad range of directory systems, Novell said. 

The initial version of UDS, which will ship 
with the first commercial release of AppWare 
in May, will for the first time allow applications 
to have transparent access to resources across 
the bindery-based directories of NetWare 2.x 
and 3.x servers and NetWare 4.01’s global di- 
rectory, Novell said. 


Wide range 

The first release of AppWare will also support 
Network Information System and Domain 
Naming Service, directory and naming proto- 
cols for Sun Microsystems, Ine.’s Open Network 
Computing environment, extending AppWare- 
based applications into the Unix world. App- 
Ware is likely to support Lotus Development 
Corp.’s Vendor Independent Messaging proto- 
col, Apple Computer, Inc.’s Open Collaborative 
Environment, Banyan Systems, Inc.’s Vines 


___Product___|| Second quarter) Third quarter | 
Microsoft’s Windows NT 


Microsoft’s Chicago 
Digital's Alpha OSF/1 


Eee ie 


Developer's 
version 


Developer’s and 
general version 


network software and the Open Software Foun- 
dation’s Distributed Computing Environment 
based on customer demand, Novell spokesmen 
said. They declined to give dates. 

“If this is anything like what Banyan is doing, 
they've unbundled network services from the 
network operating system so that you can start 
to mix and match,” said Bob Flanagan, senior 
analyst at WorkGroup Technologies, Ine., a 
Hampton, N.H.-based consulting firm. 

Also last week, Novell released dates for the 
delivery of AppWare on a series of platforms 
(see chart) and support for object environ- 
ments such as Microsoft Corp.’s Component 
Object Model using a Component Service Inter- 
face to identify object model drivers [CW, Jan. 
31]. 


General release 





Novell is late with its imaging tool kit. See story on 
page 54. 





Network operating systems 


NetWare 4.01 migration tools on horizon 


By Elisabeth Horwitt 


The absence of adequate data backup 
and recovery services is one extra bur- 
den that LAN administrators would rath- 
er not assume as they undertake the dif- 
ficult and hazardous migration to Novell, 
Inc.’s NetWare 4.01. 

Users are finally beginning to see their 
backup vendors come out with NetWare 
4.01-compliant products. Indeed, one 
Boston-based business just got its Net- 
Ware 4.01 version from Conner Peripher- 
als, Ine., after waiting impatiently 
through a series of delays, according to 
a senior network analyst there. 


Taking a big step 

Migrating to NetWare 4.01 “is a big bite 
to chew on,” said a Cheyenne Systems, 
Inc. spokesman, particularly because for 
many vendors it requires supporting No- 
vell’s Storage Management Service 


(SMS). Novell 


proposed SMS 
storage 


some years ago 
as a standard 
for interfacing 
storage man- 
agement = sys- 
tems with a 
potentially 
Count broad range of 
themin file, database 
and storage 
systems. 

But vendor 
support for the 
protocol has 
been slow in 
coming, pri- 
marily because 
it meant a ma- 
jor rewrite of 
existing _ soft- 
ware, industry 
sources said. 

However, No- 
vell gave SMS a 
big boost to- 
ward standards status by making it a 
prerequisite for full-function backup of 
NetWare 4.01. In addition, Novell prom- 
ised that third-party applications, once 
written to SMS, would be shielded from 
changes made in all future NetWare re- 
leases. 


Storage management 
vendors that are 
now supporting 

NetWare 4.01 include 

Palindrome Corp., 

Cheyenne Systems, 

Mountain Network 

Solutions, Conner 

Peripherals, Inc., 

Sytron Corp. 
and Emerald 

Systems, according 

to Novell. 


Abackup problem 

One piece missing from SMS and from 
NetWare 4.01 storage management is the 
ability to back up pieces of a NetWare Di- 
rectory Services (NDS) directory struc- 
ture. 

“Currently, you must back up the 
whole NDS tree and therefore have to re- 
store the whole tree,” said Lisa Laing, a 
network systems analyst at McGill Uni- 
versity in Montreal. “If one of the tree 
branches is corrupt, you should be able 
to restore just that section and not have 
todo acomplete NDS restore.” 

Novell plans within the next month or 
twe to update SMS to support the back- 


ing up of subdirectories, a company 
spokeswoman said. Intel Corp. is one 
vendor planning to implement the updat- 
ed protocol. 

At least 10 major vendors now support 
SMS and NetWare 4.01, Novell said. Other 
recent and pending developments in- 


clude the following: 

Cheyenne recently delivered ArcServe 
Version 5.01, which is said to back up and 
restore NetWare 4.01 and NDS. 

«Intel and Novell are working on an SMS- 
based product that will back up and re- 
store Microsoft Corp.’s Windows NT files 


from a NetWare 4.01 server. 

«Mountain Network Solutions recently 
announced that users can upgrade from 
their current backup software to its “ful- 
ly SMS-compliant” FileSafe for Windows 
Rescue NetWare Loadable Module (NLM) 
for $149 through April 30. 

The NetWare 4.01 NLM version of Lega- 
to Corp.'s storage management product 
will ship next month. Legato currently 
has a client-based product to back up 
NDS from NetWare 3.11. 
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SiR (oen ee naAniee! 
a low-cost modem and a cheap one 


In today’s datacomm hardware market, finding a 
low-priced modem isn’t too much of a trick. The 


tough part is finding one that you can recommend to 


your customers without getting them — and yourself 


— in trouble. 


How do you tell the difference between a low- 


cost modem and a 
cheap one? 


Begin by selecting 
a supplier who has a 
world-wide reputation 
for commitment to 
quality. Motorola, for 
instance. Then look for 
a long history of 
leadership in modem 
design and manufacture 
and, an industry-leading 
capability for ongoing 
product support. Like 
Motorola UDS. 


Finally, take a long, 
hard look at actual 
product performance. 
Pay particular attention 
to the way a modem 
leyvar Wick ATo1O UAT 
quality of the telephone 
line deteriorates. 


This will tell you whether you're dealing with a low- 
cost modem...or a cheap one. 


Even the cheapest modems on the,market can 


claim at least nominal compliance with CCITT 
standards, but this is not enough: when you specify 


PRICED AT JUST £239, 


the new UDS FasTalk II is today’s outstanding value 
in quality datacomm hardware. With full V.32 bis and V.42 bis 
compliance and FAX capability, is a top performer, even over 


substandard lines. 
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modem, your reputation rides on its real-world 


performance 


The new 
Mil a am Sm Uo m(e [orol 
resellers’ solution. It is 
fully compliant with V.32 
bis and V.42 bis; it 
supports synchronous or 
asynch-ronous operation 
over dial-up or leased 
lines, it includes Group Ill 
FAX capability, and it 
lives up to the Motorola 
UDS reputation for 
outstand-ing 
performance, particularly 
over bad telephone lines. 
And its price is very, very 
competitive. 


For full details, 
contact Motorola today! 


800-451-2369 
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News Shorts 


Aetna pares staff 

Aetna Life & Casualty Co. has announced plans to 
lay off another 4,000 employees, including 1,000 of its 
corpurate staff and information technology workers. 
The Hartford, Conn.-based insurer, which has laid off 
7,800 employees nationwide since 1990, has not yet 
determined how many information technology staff- 
ers will be axed or which divisions will be hardest hit. 


Apple ships most PCs in ’93 

For the second year in a row Apple Computer has 
edged out IBM as the top PC supplier in the U.S., ac- 
cording to Dataquest, Inc. statistics released last 
week. The race between the two rivals was a photo 
finish and decided by a mere 23,000 computers, or just 
over 1% of the machines each of the companies sold 
last year. Apple shipped 2.086 million PCs for a 14.1% 
market share compared with IBM’s 2.063 million, or 
13.9% market share. Compaq placed third with 1.5 
million, bringing in a 10.5% market share. 


IBM enhances CICS management 

IBM last week unwrapped a systems management 
package designed to help large mainframe shops ad- 
minister multiple CICS regions from a single point of 
control. CICSPlex System Manager/ESA, available 
next month, will enable users to get around the ardu- 
ous task of administering each CICS region indepen- 
dently. IBM plans to roll out versions of CICSPlex 
SM/ESA with an OS/2 graphical user interface, links 
with NetView and the ability to simultaneously man- 
age CICS OS/2 and CICS/VSE regions, according to Jim 
Gideon, an IBM senior program administrator of 
transaction processing systems in Atlanta. 


Tivoli to expand beyond Unix 

Tivoli Systems, Inc., which has an object-oriented 
framework that monitors Unix systems, last week 
said it will extend the reach of its applications to 
Novell, Inc.’s NetWare LANs by next month and to 
Windows PCs by the third quarter. It will do so by al- 
lowing users to install object-oriented software 
“agents” on PCs that require only 6K bytes of memory. 
These agents will monitor PCs from a central Tivoli 
Management Environment framework running on a 
Unix or NetWare file server. The software agents are 
priced at $100 each per PC supported. Copies of Tivoli/ 
Courier 1.8, an enhanced version of a Unix-based soft- 
ware distribution utility that is priced at $2,600, will 
be available next month for NetWare servers. 


Banyan to adopt user-based pricing 

Banyan Systems, Inc. announced that it will revamp 
pricing and packaging for its Vines network operating 
system and enterprise networking services for Unix 
product lines to a user-based model. This will allow 
customers to pay for services and functions according 
to the number of users per server. Vines will be priced 
from $2,995 for 10 users to $14,995 for 250 users. 


SHORT TAKES Informix Software, Inc. and Microsoft 
Corp. last week unveiled a bundle of Informix’s low- 
end SE database with Windows NT to be jointly mar- 
keted by the firms. ... Spectrum Information Tech- 
nologies, Inc., which made a splash when it hired 
John Sculley as its chief executive officer, is now fac- 
inga broadened shareholders’ lawsuit. ...A Delaware 
court has upheld Computer Associates Interna- 
tional, Inc.’s right to continue its lawsuit against Or- 
lando, Fla.-based Newtrend Group. CA seeks termi- 
nation of the firms’ joint venture and the return of its 
Infopoint banking software division, which CA ac- 
quired from Uccel Corp. in 1987. 
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Symmetrical multiprocessing 


IBM to jump-start RS/6000 with SMP 


By Jean S. Bozman 





IBM’s 4-year-old uniprocessor-based RS/6000 line 
will get a symmetrical multiprocessing (SMP) Power- 
PC-based boost this summer, IBM executives said last 
week. 

The move will help IBM RS/6000 users move exist- 
ing Unix server applications to more powerful 
database servers. 

Industry analysts said IBM is the last major Unix 
player to introduce an SMP machine because of limi- 
tations in its original Power chip design. Instead, IBM 
had to wait for its PowerPC 
chips to start shipping last 
fall before it fielded SMP ma- 
chines. 

IBM has been working 
with Groupe Bull for two 
years to come up with SMP 
designs for its PowerPC- 
based machines, industry 
sources said. Analysts said 
they expect IBM’s SMP ver- Hewlett-Packard 
sions will be announced by RN 
July. Digital 

IBM executives stopped ne 
short of providing product 
specifications, but they did 
confirm that SMP machines 
are on the way and that they 
will be combined with clus- 
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er’s third choice, but it was often IBM’s third choice,” 
Kucharvy said, adding that the profitable IBM AS/400 
was often presented as a mainframe alternative. 

SMP machines will allow the IBM RS/6000 to host 
larger relational databases by handling multiple 
client requests in a multithreaded architecture, said 
John Morrell, manager of software research at Inter- 
national Data Corp.’s Advanced Operating Environ- 
ments Service in Framingham, Mass. 

IBM confirmed that its AIX 3.x operating system 
will have to be modified to support SMP. However, Mor- 
rell said he believes it will take some time to optimize 
IBM’s AIX for SMP models, 
allowing database applica- 
tions to take full advantage 
of the new hardware. 

“They'll have the [SMP] 
product this year, but that 
doesn’t mean it’ll scale very 
well at first,’ he said. “It 
takes years to tune a prod- 


uct like that.” The AIX op- 

erating system will have to 
be modified to support 

high-performance multi- 

threading tasks handled by 
multiple processors, he ex- 

plained. 

SMP versions of IBM’s 


Unix workstations would 
yield only about 30% more 








ter configurations to boost 
high-end performance. Fur- 
thermore, they said the PowerPC 601, 604 and 620 
chips will be offered for SMP configurations as those 
chips become available. The PowerPC 601 started 
shipping last fall. 

Paul MeGuckin, a Unix analyst at Gartner Group, 
Inc., said he expects IBM to announce a four-proces- 
sor SMP system based on the PowerPC 601 chip and 
an eight-processor “shared-memory cluster’ that 
will have an enhanced version of the Power?2 chip set. 
The Power2 chip was announced last September for 
IBM RS/6000 Model 900s and the IBM SP/1 Unix paral- 
lel processor. 


Justin the nick of time 

The SMP boost cannot come too soon for some sites. 
“It’s definitely something we'd like to offer our users 
if they want to soup up their systems,” said Larry 
Washington, vice president of Continental Health 
Care Systems, Inc., a medical systems value-added 
reseller in Overland Park, Kan. ‘‘As their applications 
grow, they’re looking for more power.” 

Continental Health uses a two-machine RS/6000 
cluster to support its own multigigabyte call-tracking 
database for 80 end users, Washington said. 

The idea of upgrading to SMP machines appeals to 
some longtime RS/6000 users. “We would have a rela- 
tively inexpensive way to buy another machine,” said 
David Truch, senior technical specialist at BP Explo- 
ration Alaska, Inc. He said there are about 60 
RS/6000s at his site and an equal number at overseas 
sites. “We could use the same monitor and cabling, 
but we could get the power of another machine,” he 
said. Compute-intensive geophysical processing and 
database processing would benefit the most, he add- 
ed, but he wants to see application-vendor support for 
SMP before buying SMP RS/6000s. 

IBM has paid a price for delaying the introduction of 
SMP boxes, particularly at sites that are downsizing 
applications from IBM mainframes, said Thomas Ku- 
charvy, president of Summit Strategies, Inc. in Bos- 
ton. “The IBM RS/6000 may not have been the custom- 


Source: International Data Corp., Framingham, Mass. 


power with a second RISC 
processor, said Dominic 
Ricchetti, director of workstation research at Data- 
quest, Inc. in San Jose, Calif. That is because most 
user requests — such as painting images on a work- 
station — are sent one by one to the RISC processor, 
he said. But efficient SMP servers can get nearly 80% 
more power by adding a second processor, said Omri 
Serlin, president of Itom International, Inc. in Los Al- 
tos, Calif. 








Fingerhut grabs early Unix SMP box. See story page 69. 


Other boosts 


MPis one of several techniques IBM will 

use to boost RS/6000 server performance 

this year, said Wayne Flaggs, director of 
commercial systems marketing at the IBM 
RS/6000 division in Somers, N.Y. “We will have 
faster uniprocessors in 1994; we will have SMP 
solutions in 1994; we will have more highly scal- 
able, high-availability solutions in 1994.” IBM’s 
high-availability clustered multiprocessor con- 
figurations are used to provide near fault toler- 
ance so that the system will keep running if any 
single CPU fails. 

Other RS/6000 boosters will include high-end 
clusters that support more than the current 
four-node limit, faster RISC chips and IBM’s 
high-end Power Parallei systems, such as IBM’s 
SP/1. “I think what you'll see is that people [will] 
want to scale the [software] solutions that they 
have,” Flaggs said. “They want to be able to 
support more users or handle more divisions 
with their hardware, and they're not overly con- 
cerned with the architecture they use to do 
that.” 

—Jean 8S. Bozeman 
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LAN mail wars 
CONTINUED FROM COVER i 


Sharp would like to see several thousand 
users on one LAN server. 

Both Lotus’ upcoming Lotus Commu- 
nication Server (LCS), which is an exten- 
sion of Notes, and Microsoft's EMS are in- 
tended to fix that problem. They should 
also route messages between their cli- 


ent/server E-mail networks and their 
file-sharing CC: Mail and Microsoft Mail. 

Lotus is holding to its eight- to 12- 
month time frame for delivering LCS. Mi- 
crosoft has said EMS will ship in late May 
or early June, though analysts and beta 
testers predicted late fall at the earliest. 

Both have pros and cons, observers 
said. Microsoft’s approach appears to 
provide stronger management because 
of its close ties to NT Advanced Server, 
said David Marshak, a vice president at 


(ip) 


Patricia Seybold Group in Boston. 

EMS also appears to provide better 
X.400 and X.500 standards support and 
development potential. However, it is lim- 
ited to the Windows NT platform and 
real-time connections. 

Lotus’ Notes/LCS scheme is said to be 
better for environments that are linked 
only occasionally and that need to run 
clients and servers across multiple plat- 
forms. Its groupware development tools 
are built-in but somewhat limited, ac- 


IMPLEMENT A WIRELESS DATA SYSTEM 
WITHOUT ARDIS, AND PROBLEMS WILL 
SURFACE ALMOST IMMEDIATELY. 


Worry lines 

form when connections 
between your comput- 
er and your wireless 


network fail. 


Frown lines 
appear as the hard- 
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for field workers 
proves difficult 


to use. 


Bill Jones, MIS, age 38 


Hair loss 

occurs as users com- 
plain the system is 
costing them time, 


not saving it. 


Bags under eyes 
take shape from long 
hours spent attempt- 
ing to connect your 
wireless network 


and LAN. 
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cording to several analysts. 

EMS, which was delivered to its first 50 
beta sites a few weeks ago, uses Micro- 
soft’s Access relational database as the 
message store that can hook into SQL 
databases, according to sources close to 
Microsoft. That is more powerful than 
the Notes flat-file database, which does 
not allow relational searches. 

EMS also uses remote procedure call 
(RPC) technology to provide dynamic vis- 
ibility into the status of the Microsoft 
messaging network. For instance, a per- 


emir m mace 
Mail and AppleTalk Mail clients, 
Pe eee Cl EMail alg 
applications. 
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synchronization protocol, including 
ree 


®@ Unified administration of EMS, MS 
Mail and gateways. 


formance monitor will display how many 
users are logged on to a remote server. 
Also, the RPCs are used to send real-time 
updates between EMS servers, accord- 
ing to Bill Sornsin, a Microsoft messaging 
product manager. 

Moreover, the RPC capability means 
that users do not have to have both cop- 
ies of the database communicating with 
each other as they do in Notes, Marshak 
said. For users who want timely updates, 
that could help control network traffic by 
connecting servers only when there is in- 
formation to exchange. The Notes meth- 
od requires frequently scheduled repli- 
cation intervals. 

“If you are building real-time-oriented 
applications, replication technology can 
have serious scaling problems, especial- 
ly when they have to occur over 50 to 100 
servers,” agreed Don Price, a technolo- 
gist at Texaco, Inc. in Houston. 

Microsoft said EMS will include X.400 
transport and X.500 directory services. 
However, several EMS beta testers, who 
wished to remain unidentified, said they 
are concerned with X.400 and X.500 sup- 
port in the beta version. 

In response, Sornsin promised that 
when the first release of EMS ships it will 
include 1988 X.400 transports that Micro- 
soft will certify to operate over TCP/IP, 
Open Systems Interconnect and X.25 
protocol stacks. The initial EMS release 
will require a third-party directory ex- 
change agent to exchange information 
with X.500 directories. That agent may 
ship with EMS, Sornsin said. 

Meanwhile, Lotus is expected to reveal 
next month its plans for a layer of soft- 
ware in LCS that will automatically call 
specific transports, such as _ native 
CC:Mail, native Notes or X.400, depend- 
ing upon the needs of the specific events, 
according to sources. 

Senior editor Elisabeth Horwitt 
contributed to this report. 








Software opens gateway to standards link. See 
story page 59. 
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IBM tilts toward PowerPC 


Drops rights to build Pentium and signaling 


By Michael Fitzgerald 





IBM’s decision last week to cede its right 
to build Intel Corp.’s Pentium chip is 
more than an investment decision by the 
company, analysts said. It offers yet an- 
other signal that IBM is focused on ad- 
vancing its PowerPC architecture 

in the market. 

“It is a signal that they’re 
shifting emphasis to Pow- 
erPC, but [it is] also a 
short-term decision not 
to invest additional ca- 
pacity to build the Pentium,” 
noted Daniel Klesken, an analyst at Rob- 
ertson, Stephen & Co. in San Francisco. 

Most observers agreed with the official 
company position that cost-cutting was 
the main issue for IBM, which would have 
had to invest hundreds of millions of dol- 
lars to make Pentium. Intel 
gains more volume from the 
deal. 

Klesken estimated that 
IBM’s production volumes 
have typically ranged from 1 
million to 2 million units. 

But, the dollars IBM saves 
not readying Pentium pro- 
duction “will not necessarily 
go to PowerPC,” an IBM 
spokeswoman said. “It’s not 
a matter of either/or. We will 
continue to use both chips in 
systems.” 

IBM has had the rights to build Intel 
chips since the 80286. It did not build the 
80386 and has made roughly 20% of the 
1486s it uses, sources said. 

Overall, the decision appears to en- 
hance the strategic importance of Pow- 


IBM and Intel 
have officially 
dissolved their 
Robert Noyce 
Development 
Center, 
confirming an 
earlier report 
[CW, May 17, 
1993]. 


erPC to IBM. An official near IBM, who 
asked not to be named, pointed out that 
IBM's decision to marry the Malibu chip 
developed by Kaleida, Inc. with PowerPC 
is a strong indicator of where IBM’s de- 
velopment priorities lie. 

Malibu is a multimedia-oriented chip 
designed to bring the performance of a 

$50,000 workstation to a 
sub-$3,000 PowerPC [CW, 
Dec. 6, 1993]. 
IBM’s efforts with Work- 
place OS are also focused on 
the PowerPC. Even on the In- 
tel-based PS/2, IBM’s direction 
is clear: The unannounced BIC 32 
controller chip, designed to give the PS/2 
a performance boost of up to 50%, will al- 
so work with the PowerPC. 

IBM had only manufacturing rights for 
Pentium, making its move less risky as 
long as Intel can deliver the 
quantity of chips it claims. 
Still, its emphasis on Power- 
PC could be risky because 
IBM and its main systems 
partner, Apple Computer, 
Inc., are following divergent 
strategies. 

Apple is focused on bring- 
ing its installed base over to 
the PowerPC architecture, 
which does not involve sup- 
porting the IBM specifica- 
tion for PowerPC [CW, 
Jan. 24]. 

Senior correspondent James Daly 
and senior editor Ed Scannell also 
contributed to this report. 








IBM considers PowerPC upgrade to older Sys- 
tem/36 line. See story page 71. 





IBM PC Co. profiers 
minor PS/2 updates 


By Michael Fitzgerald 


If IBM PC Co. is putting its best foot for- 
ward with PS/2 efforts, it needs to get 
some new shoes because the ones it has 
are quickly wearing thin, users and ana- 
lysts said last week. 

PC Co. essentially upgraded the pro- 
cessor for its PS/2 Models 56 and 57 last 
week. The so-called new machines con- 
tain the IBM-developed 486-SLC3, a 25/ 
75-MHz clock-tripler, and bigger 
hard drives of up to 540M bytes for 
a base price of $2,300, which is 
higher than the base price of to- 
day’s low-end models. 

The products did not mollify 
many PC Co. customers, who not- 


new Models 76 and 77, which are 
delayed until at least early in the 
second quarter because of prob- 
lems with the unannounced BIC- 
32 integrated controller chip [CW, 
Dec. 27, 1993/Jan. 3, 1994]. 

“We still can’t get product,” said 
Bruce Linker, vice president of a 
large financial services firm in 
New York and president of the Mi- 
crocomputer Managers Association. 

It has been some 15 months since IBM 
significantly updated the PS/2 line, 
though it did release the low-end Model 
53 late last year. The PC Co. continues to 
suffer significant backlogs in the PS/2 
line, in part because of component short- 
ages related to IBM’s Micro Channel Ar- 
chitecture (MCA). 

PC Co. officials continue to maintain 


Lila con 


that its major PS/2 customers prefer the 
slower development cycle for their proj- 
ect rollouts. Users have said repeatedly 
that they do not like the new hyperactive 
product cycles. 

“You are never going to see us go to 
product refreshes three times a year like 
ValuePoint,” said Stuart Cohen, market- 
ing manager for the PS/2. 

IBM officials did promise a significant 
refresh to the PS/2 line later this year, 


Light touch 


IBM has barely tweaked its PS/2 Models 56 and 57 


IBM 486-SLC3, 25/75 MHz 
processor 


ed that what they really want are cr 


8M bytes, expandable to 16M bytes 


levelled 


mice Model 56: 170M, 245M or 340M bytes 
Model 57: up to 540M bytes 


iauicm Starts at $2,300 


WT4eC lm Processor upgrade card offered for ; 
Models 56/57SX and 56/57SLC and SLI 


with more industry-standard compo- 
nents, including some parts it will share 
with ValuePoint. Using industry-stan- 
dard components should improve avail- 
ability and lower costs on the PS/2 line. 
This is unlikely to mean the exclusion 
of MCA, though. David Andonian, general 
manager of premium brands at the PC 
Co., denied recent reports that IBM is 
considering abandoning MCA. 








MaeWindows seeds sown 


CONTINUED FROM COVER 1 


before the shipment of Windows 4.0 it- 
self, Kerr said. An optimized version will 
be released following Windows 4.0, 
which is due out by year’s end. 

While there are some drawbacks to 
emulators, users and analysts said a 
subset of users — especially Macintosh 
enthusiasts who also want to run Win- 
dows 4.0 applications — will benefit. 

“Tt should mean something to us since 
we have a 50/50 ratio between Macs and 
PCs,” said Mike Drips, a Tampa, Fla.- 
based Windows consultant working at a 
major telecommunications firm. 

“We live in a cross-platform world. 
There’s no getting around that,” said 
Robert Anderson, a senior analyst at A. 
O. Smith Automotive Products Co. in Mil- 
waukee. 

Insignia’s emulator may also hit a 
nerve among vendors. Hardware makers 
have become more interested in having 
a version of Windows 4.0 on non-Intel 
platforms in order to validate RISC ma- 
chines for high-volume desktop use. 
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The hardware vendors’ 
hankering is driven by Win- 
dows’ popularity — Micro- 
soft claims it is well past the 
40 million mark — and the 
fact that Microsoft’s porta- 
ble operating system, Win- 
dows NT, is positioned as a 
high-end server, not as a 
high-volume seller. Win- 
dows 4.0, meanwhile, will be 
the first 32-bit, preemptive 
multitasking, multithread- 
ing version of Microsoft’s ex- 
tremely popular desktop op- 
erating system. It will also 
be the first version of Win- 
dows that does not require a 
separate version of DOS to 
run. 

“The real issue is whether 
we're going to have a native 
PowerPC version of [Win- 
dows 4.0],” said Pieter Hart- 
sook, editor of “The Hart- 
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Time for change 


In recent months, 
Apple has made 
overtures about 
creating tighter 
interoperability links 
with Windows-based 
PCs. At Comdex/Fall 
*93, for instance, the 
company introduced a 
Macintosh able to run 
both Windows and 
Apple applications 
without emulation 
software. Apple also 
raised eyebrows last 
year when it began 
selling software for the 
rival Windows 
platform. 


sook Letter” in Alameda, Calif., which 
covers the Macintosh industry. “If Pow- 
erPC becomes a success, as I suspect it 
will, then I can’t imagine that [Microsoft 
Chairman] Bill Gates would 
pass up the opportunity to 
have the premier [operating 
system] on that platform.” 

But Microsoft officials 
have vehemently denied 
that a native port of Win- 
dows 4.0 to RISC is in the 
cards because a large per- 
centage of the operating 
system code is written in 
Intel machine language for 
performance reasons, mak- 
ing it extremely difficult to 
port it to other platforms. 

Windows 4.0 “lends itself 
to what we do more so than 
the current version of DOS 
and Windows. It’s more like 
NT in that you tend to use op- 
erating system services 
rather than hardware ser- 
vices,” Kerr said. 

Access to the Windows 4.0 
source code gives Insignia a 
big leg up because it allows 


the company to optimize critical perfor- 
mance areas such as graphics handling 
and other I/O routines. 

Source code access also means that 
some emulation code that needs to be in- 
terpreted on the fly can be precompiled 
to further decrease performance degra- 
dation inherent in system emulators. 

The question remains, however, 
whether Windows 4.0 capabilities will 
help popularize Apple’s PowerPC. “The 
argument in corporate accounts 
[against Apple] has been it just isn’t a 
PC,” said Frank Dzubeck, president of 
Communications Network Architects, 
Inc. in Washington. “That is a common 
argument used by corporate purchasing 
agents against the Mac. But if they can 
become more like a PC, they can begin to 
break that argument down.” 

But Microsoft has nothing to lose. 

“T don’t have a problem with that,” said 
Bob Kruger, Microsoft director of sys- 
tems marketing and standards. But “I 
still think most of the RISC market is a 
crapshoot. The market is still primarily 
Intel.” 





Chicago expected to boost “Plug and Play.” 
See story page 37. 





HP’s performance man- 
agement tools show you the 
future in timeto change it. 
Today, the way to manage your sys- 
tems can be crystal clear. Thanks to 
the vision provided by our performance 
and resource management tools. 
Giving you the kind of control previ- 
ously available only in mainframe 
environments. 


Our family of products provides 
everything from top-down enterprise 
overviews using HP Perf View to 
nitty-gritty system diagnostics with 


HP GlancePlus. 

To plan and manage 

your resources, we offer HP PerfRX and 
HP Performance Collection Software. 


Working together, they help you in- 
crease user productivity and maximize 
system utilization. While reducing 
management costs. You'll be able to 
see problems in time to avoid them. 
Even future needs become predictable. 
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in Open Systems management. With 
HP OpenView, we showed the way to 
manage integrated networks. 


So it’s no wonder were the leader in 
tools for the distributed computing 
environment. 


To see more, call 1-800-237-3990, Ext. 
2826 for our free video. The future 
will look much brighter when you 
look at it with us. The performance 
management leader for the distrib- 
uted age. 
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HFC 
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nected to mainframes over an SNA net- 
work. 

HFC plans to have 32 branches and 500 
workstations on-line by year’s end for 
customer service and underwriting ap- 
plications; the collections department 
and the rest of the branches will be added 
in 1995. The project will also encompass 
core back-office business systems such 
as accounting and human resources. 

The hardware and networking is slat- 
ed to be fully deployed by the end of 1995; 
software will be released quarterly dur- 
ing the next three years. As the client/ 
server project proceeds, HFC will re-en- 
gineer all of its mainframe applications 
torun more efficiently on the soon-to-be- 
less-taxed host (see story at right). 


Mainframe limits 
One impetus for this project was that 
mainframe computing at HFC had start- 
ed “running into walls and 
limitations,” particularly 
when it came to providing 
flexible data access to 
users, according to David 
Barany, vice president and 
chief information officer of 
HFC parent Household In- 
ternational, Inc. “The busi- 
ness issue was, ‘How do we 
solve the single-point-of- 
contact question,’’’ Barany 
said. He added that the inte- 
grated applications 
planned for the Vision Sys- 
tem will let customers call 
any of HFC’s branch offices 
to get their questions 
answered. 

Customer service person- 
nel will have on-demand ac- 
cess from their worksta- 
tions to customer records 
and documents. If, for exam- 
ple, a customer needs to see 
a copy of a loan application, 





yearly totals 
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HOUSEHOLD 
FINANCE CORP. 


INCORPORATED 


1878 | 


1993 
FOURTH-QUARTER 
REVENUE 


$982M* | 


1993 
FOURTH-QUARTER 
NET INCOME 


$149M* | 


NUMBER OF EMPLOYEES 
(as oF Dec. 31, 1992) 


3,476 | 


NUMBER OF CUSTOMERS 


1 MILLION | 


*Parent company, Household 
international, inc., does not 
give out its subsidiaries’ 


Re-engineering the mainframe 


ocomplement its client/server 
deployment project, Household 
Finance Corp. is re-engineering 
allofits mainframe 
applications. 

“Initially I said, ‘I’ve got 
to have a way to hedge my 
bet,’” said David Barany, 
vice president and CIO of 
parent company House- 
hold International. His 
notion, he said, was to im- 
prove the efficiency of the 
mainframe applications 
in case the distributed ap- 
proach did not work out. 

HFC expects a 70% de- 
crease in mainframe pro- 
cessing costs from its 
client/server and re-engineering 
mainframe projects combined. Acom- 


an imaging subsystem will 
ship it to the agent in min- 
utes. Today, requesting a 
copy of that paper docu- 
ment takes two or three 
days. 

Barany, who became CIO 
6/2 years ago, is quick to say 
the project was driven by 
these business needs rather 
than by an expectation of 
cost savings. “It turns out 
the costs of supplying the 
[client/server] infrastruc- 
ture exceeds anything we 
had in the mainframe envi- 
ronment,” he said. 

In fact, about $20 million 
of the $94 million budget will 
be spent on telecommunica- 
tions and an increased head 
count in the IS department, 
he added. 

Barany also emphasized 
that despite the distributed 








NetWare security 


Intruders stalk Internet accounts 


By Gary H. Anthes and James Daly 
The Computer Emergency Response 
Team (CERT) at Carnegie-Mellon Uni- 
versity late last week advised users to 
batten down the hatches in the face of a 
rash of password thefts and other 
breaches of security discovered in Unix- 
based computers on the Internet. 

“In the past week, CERT has observed 
a dramatic increase in reports of intrud- 
ers monitoring network traffic,” the U.S. 
Department of Defense-sponsored group 
said in an advisory sent Feb. 3 over the 
Internet. “Systems of some service pro- 
viders have been compromised. ... [and] 
intruders have captured access to infor- 
mation for tens of thousands of systems 
across the Internet.” 
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A spokesman for CERT declined to 
identify organizations affected, but The 
Washington Post reported Friday that 
Rice University in Houston had replaced 
3,000 passwords and taken other safe- 
guards after being hit by an intruder. Of- 
ficials at Rice could not be reached for 
comment. 

CERT said intruders gain access to 
systems, install a “Trojan horse’ to 
catch passwords and then install a “back 
door” to allow access later. It said any 
computer allowing access for remote log- 
in, telnet or file transfer is at risk. It ad- 
vised users at those sites to immediately 
change passwords for any network- 
accessed accounts and to disable the 
“promiscuous network _ interface” 
/dev/nit on vulnerable hosts. Systems 
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ClO David Barany: 
Hedging his distrib- 
uted bets with more 
efficient big iron 


mon application development meth- 
odology is being used for both proj- 
ects. 

Barany said he recouped 
the cost of the 24-year-old 
re-engineering project in 
nine months. Other gains 
have included flipping the 
ratio of maintenance to 
application development 
personnel from 80-to-20 to 
30-to-70. 

Plus, code on the main- 
frame has been made mod- 

.- ular so the !/O0-dependent 
routines in IMS are sepa- 
rate and external to the 
core application code. This 
makes the application com- 
pletely platform- and operating sys- 
tem-independent. — Ellis Booker 


nature of the new system, it will feature 
strong centralized control from IS. 
“Many companies screwed up [their 
client/server efforts] by putting things 
out for users and abdicating their re- 
sponsibility to run it,” he said. 

Network management tools, among 
other technologies, have evolved suffi- 
ciently to allow IS to roll out a plan like 
this and make it cost-effective, he said. 
“We could not have done this two years 
ago,” Barany said. 


The hardware rundown 
HFC’s upgrade calls for replacing the 
desktop terminals in 467 branches with 
about 5,000 Hewlett-Packard Co. RISC- 
based workstations. The client ma- 
chines, which will be equipped with high- 
resolution monitors and will run a 
graphical user interface based on the 
Open Software Foundation’s Motif, will 
be connected across TCP/IP networks to 
Sun Microsystems, Inc. servers. 

The network itself will be managed un- 


known to support the interface are Sun 
Microsystems, Ine.’s SunOS 4.x (Sun3 
and Sun4 architectures) and Solbourne 
Computer, Inc. systems. 

“That clearly is not good enough,” said 
Vinton Cerf, president of the Internet So- 
ciety in Reston, Va., and senior vice pres- 
ident for data architecture at MCI Com- 
munications Corp. in Washington. “If the 
passwords can be obtained by promiscu- 
ous monitoring of LANs, then changing 
the password just postpones the possi- 
bility someone will recapture it.’”” Some 
form of password encryption is needed, 
he said. 

Steve Crocker, area director for secu- 
rity on the Internet Engineering Task 
Force, and a vice president at Trusted In- 
formation Systems, Ine. in Glenwood, 
Md., said password interception is at the 
heart of the current Internet security 
problem. “Challenge-response systems 
are the solution,” he said. 

In one such system, the user carries a 





der a centralized network management 
system; HFC has evaluated both IBM’s 
NetView/6000 and HP’s OpenView. 
Capital investments for computers, 
networking equipment and software will 
account for roughly $74 million of the $94 
million project, HFC officials said. 
Although HFC’s 85 application pro- 
grammers are designing the overall Vi- 
sion System architecture, software ven- 
dors will build some of its pieces. Indeed, 
HFC is treating these vendors as strate- 
gic partners and is not identifying them. 
The decision to use Unix workstations 
to replace outmoded 3270-type terminals 
also puts HFC’s project on the leading 
edge, according to industry observers. 
“Sounds to me like they’ve decided 
Unix is the hardware strategy, and so 
why invest in plain old PCs?” said Debo- 
rah Williams, a technology analyst at 
The Tower Group in Wellesley, Mass. 


Price advantage erosion 

Williams noted that the cost differential 
between PCs and workstations has con- 
tinued to erode. ““When you’re looking at 
bulk discount, it’s maybe $2,500 to $3,000 
with software for a workstation vs. 
$1,500 to $1,700 for the PC,” she said. 

Donadoni even suggested that, para- 
doxically, HFC’s sluggishness to auto- 
mate its branches until now will help it 
leapfrog competitors. 

“The earliest institutions to automate 
are almost always the most backward,” 
she said. “The ones that come in later 
tend to come out ahead” because they 
have access to newer, more flexible tech- 
nologies. 

Sterba said his choice of RISC proces- 
sors to replace HFC’s 10-year-old IMS 
systems was strategic but that the choice 
of particular hardware vendors was not. 

“‘We’ll base our selection of vendors on 
a semiannual review,” he said, adding 
that HFC will apply performance bench- 
marks and a cost model when it makes 
its frequent vendor selections. “I’m try- 
ing to promote open systems.” 





Re-engineering the Workplace: Marketing. 
See special supplement page 113 


speciai calculator. When he attempts to 
loginto aremote host, a challenge comes 
back in the form of a number that the us- 
er enters into his calculator. That in turn 
generates a unique key that gives the us- 
er access to the host system. A variation 
on that scheme generates a key based on 
time and date so thai ola passwords can- 
not be reused. Software variations exist 
as well, he said. 

In recent years, as the Internet has 
changed from the chat line of the aca- 
demic and research communities to the 
playground of the computationally hip, 
security breaches have increased. 
“We've seen a tremendous widening of 
the Internet community in the past few 
years, so these attacks are becoming 
very common,” said Kevin Hemsley, a se- 
nior engineer at the Idaho National Engi- 
neering Laboratory in Idaho Falls. 


Vinton Cerf talks about the Internet’s future. 
See interview page 121. 
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IS execs seek to reclaim technology 


By Joseph Maglitta 


TARPONSPRINGS, FLA 





“You know that hard chunk of Wite-Out 
that sticks to the paper?” asked John A. 
Muskovich, president of Federated 
Claims Services Group. “To an accoun- 
tant, that’s a gooey (GUI). Different pro- 
fessions have the same words for differ- 
ent things.” 

How to reclaim their native tongue — 
technology — and better understand the 
language of management and users were 
topics on the lips of 130 top computer 
managers who gathered here last week. 

Attendees at Ex- 
ecutive Technology 
Summit °94 heard 
peers, panels and 
vendors try to 
make better sense 
of key technologies, 
including _client/ 
server, imaging, workflow and 32-bit op- 
erating systems and applications. 

The event, co-sponsored by the Society 
for Information Management (SIM) and 
Computerworld, signaled a refocusing 
in the information systems community, 
said SIM President Robert M. Rubin. 

“Tn the 1980s, we almost shunned tech- 
nology,” said Rubin, who is vice presi- 
dent of IS at Elf Atochem North America, 
Inc. “Today we need an IS leader who’s 
as comfortable in the business suite as 
in the applications suite.” 

Keeping a delicate balance between 
flexibility and control was a common 
conference theme. So was the impor- 
tance of standards and infrastructure. 
“Tf it has a processor in it and I am sup- 
porting it, I consider it my turf,” said Da- 
vid M. Carlson, senior vice president of 
corporate IS at Kmart Corp. 

Another strong theme: Business first. 
“Re-engineering the processes is the 
only way we can gain the promise that 
client/server offers,” said John Sever- 
son, information technology vice presi- 
dent at Trane Co. 


EXECUTIVE 
TECHNOLOGY 


SUMMIT'94 


Look before you jump ship 
Despite interest in cutting-edge prod- 
ucts, attendees and panelists cautioned 
against abandoning proved technologies 
too quickly. “A blind leap into the desktop 
environment is not necessarily the right 
thing to do,” said David A. Pensak, a cor- 
porate technology adviser at Du Pont Co. 
in Wilmington, Del. “In some cases, you 
need to keep those mainframe dinosaurs 
around.” 

Yet workable is not always adequate, 
noted George Oliver, manager of infor- 
mation delivery technology at the Royal 
Bank of Canada. Deficiencies in DOS 
platforms led the $164 billion bank to 
adopt OS/2, he recalled. “Developers 
were spending more time overcoming es- 
oteric memory management than deliv- 
ering business function,” Oliver said of 
the move from DOS. 

Several speakers noted that shiftingto 
new systems while maintaining the old is 
messy business. “Re-engineering is the 
wrong word,” said Joseph J. Poremba, 





vice president of IS at Prudential Asset 
Management Co. The Moosic, Pa., firm is 
continuing an imaging system rollout 
that could reach 400 workstations by 


year’s end. “In many cases, workflow 


was never engineered in the first place. 
It was just put in and added on to.” 

Some were more blunt about the 
“damned if you do, damned if you don’t” 


Working alc 
working life Creny, 
the 10,000,000 « 


nature of deploying new technology. “Ev- 
erything you install will be obsolete in 
two years,” warned Chuck Musciano, a 
staff software engineer at Harris Corp.’s 
Advanced Technology Department. “If 
you can’t make rapid changes, you are 
dooming your information systems.” 

Yet amid the frustrations were several 


successes and promising pilot pro- 


alas ama Mac) 
completely repaint 
sq. ft Golden Gate Bridge 


grams. The state of Delaware, for exam- 
ple, used imaging technology for great 
profit at its Division of Corporations. The 
division, which registers businesses, le- 
verages a $4.5 million annual IS budget 
into $300 million worth of business, ac- 
cording to administrator Michael Owens. 
And a pilot re-engineering and imag- 
ing project could save the city of New 
York’s Department of Transportation 
$53 million by helping workers locate 
documents needed to defend lawsuits. 


Client/Server projects go on 
forever without team-programming 
from Gupta. 


Client/server cormputing promises flexible, responsive business 
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systems, but delivering can be an endless chore. Too big for one 


person, client/server projects require multiple developers, end- 


users and managers to work as a tearm. Only Gupta SQLWindows* 


marries a productive, graphical PC development environment to 


comprehensive group programming facilities 


We make your group a team. 


SQLWindows provides version control, check-in/check-out and 


project management to unify the efforts of prograrnmers. End- 


users can help prototype screens, forms and reports through our 


easy QuestWindow™ And our open, repository-based systern can 


exehange data with rmnany CASE tools, strearnlining management 


of even the biggest client/server applications 


Cut any client/server project down to size. 


The tearm facilities of SQLWindows are matched by a rich, object- 


oriented, graphical development environment and comprehensive 


databese connectivity. Put your endiess client/server projects on a 


schedule with the tearm productivity 


and sheer power of SQLWindows. 


Call 1/800-876-3267 ext. 105 for 


your free derno disk today. 
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‘News Shorts 


intel, Cyrix settle differences 

Intel Corp. and Cyrix Corp. agreed to drop part of 
their legal actions against each other. Intel granted 
Cyrix a license for its 338 patent regarding how Win- 
dows is called up by a microprocessor and dropped 
its patent infringement claims against Cyrix. Intel al- 
so agreed to pay $5 million to Cyrix and will pay an- 
other $5 million if the company decides not to appeal 
or loses its pending appeal of a recent U.S. District 
Court decision that gave Cyrix customers rights to 
certain parts of the 338 patent. Cyrix agreed to drop 
its antitrust and patent misuse suits against Intel. 


Communications translation 

SynOptics Communications, Inc. in Santa Clara, 
Calif., said it will unveil today a stand-alone switch 
that translates data between 10M bit/sec. Ethernet 
frames and 155M bit/sec. Asynchronous Transfer 
Mode (ATM) cells. Called EtherCell, the switch acts as 
a front end to SynOptics’ LattisCell ATM switch to al- 
low users to build networks consisting of Ethernet 
and ATM devices. 


Texas Utilities takes two partners 

Texas Utilities Co., which late last year outsourced 
PC and LAN operations to IBM’s Integrated Systems 
Solutions Corp. (ISSC) subsidiary, last week said it 
has added Electronic Data Systems Corp. toits tech- 
nology dance card. The two companies entered a four- 
year agreement calling for EDS to provide mainframe 
software development, maintenance and support. 
ISSC continues to manage some 4,200 PCs scattered 
in isolated networks [CW, Nov. 15, 1993]. 


Borland reshuffles deck chairs 

Borland International, Inc. has quietly reorganized 
— again — as the head of its client/server unit pre- 
pares to resign. Rob Dickerson said he will quit on 
friendly terms “within a couple of months” because 
he wants to run a small software firm, although no 
deals have been signed. Meanwhile, Borland renamed 
its client/server unit ‘Enterprise,’ which encom- 
passes Interbase, programming languages and other 
development tools. Paradox, dBase and other prod- 
ucts are now under a group called “Applications.” 


Wireless fax from RadioMail 

RadioMail Corp. in San Mateo, Calif., has added a 
wireless fax service to its two-way wireless messag- 
ing network. Subscribers can send faxes from Radio- 
Mail-equipped DOS- and Windows-based portables to 
any standard fax machine. Fax addresses can be add- 
ed to distribution lists, cover sheets personalized and 
aconfirmation report indicating the time and number 
of pages delivered sent to the senders. Domestic Ra- 
dioMail Fax Service costs 99 cents per page; interna- 
tional faxes cost between 99 cents and $4.99 per page, 
depending on destination. 


SHORT TAKES The rapidly changing executive suite at 
Chicago-based systems integrator Technology Solu- 
tions Co. has changed once again with the appoint- 
ment of John T. Kohler, 47, as president and chief op- 
erating officer.... Start-up company Visioneer in 
Palo Alto, Calif., is shipping a $499 desktop scanner 
and related software for scanning documents into 
electronic-mail or fax packages. ... Merisel, Inc. com- 
pleted its purchase of Computerland Corp.'s fran- 
chises and distribution division.... Genesis Sys- 
tems, a subsidiary of Genesis Development Corp. in 
West Chester, Pa., last week announced that it ac- 
quired the rights to the Actor object development en- 
vironment for Windows and other related develop- 
ment tools from Symantec Corp. 
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Hub encroaches on router turf 


Next-generation technology faster, cheaper 


By Stephen P. Klett Jr. 





The line between hub and router 
technology became more obscure 
last week as Cabletron Systems, 
Inc. unveiled its much ballyhooed 
next-generation hub architecture. 
It meshes bridging, routing and 
switching functions at perfor- 
mance levels that analysts said 
meet or surpass those 
of high-end routers 
and at a much lower 
cost. 

Cabletron’s hub, 
along with competing 
products already in- 
troduced by Chipcom 
Corp. and SynOptics 
Communications, Inc. 
during the last five 
months, has not only 
turned the heat up on 
routing vendors but 
also created a great 
deal of confusion 
among users. 

For example, Chip- 
com and SynOptics 
push centralized 
routing _ strategies 
with hubs branching outward. 
Cabletron’s strategy is the oppo- 
site: It pushes centralized hubs 
with routers on the fringes provid- 
ing wide-area links. Also, in addi- 
tion to the wiring closet, Cabletron 
said it is positioning the Mmac- 
Plus for collapsed backbone appli- 
cations, which is the stomping 
ground of router vendors. 


eros orl 


elite 


Quick and inexpensive 
Based on a fast-packet switch de- 
veloped with LSI Logic Corp., the 
16-slot Mmac-Plus hub has a band- 
width of 10G bit/sec. and transmits 
up to 400,000 packet/sec. at a cost 
of roughly 10 cents per packet, ac- 
cording to Cabletron [CW, Jan. 31]. 
In contrast, high-end routers from 
companies such as Wellfleet Com- 
munications, Inc. and Cisco Sys- 
tems, Inc. transmit between 
100,000 and 200,000 packet/sec. at 
acost of roughly $1 per packet. 

Aware perhaps of the impact 
made by these next-generation 
hubs, Wellfleet and Cisco are also 
looking to add switching capabili- 
ties into their products over the 
next year, according to Sam Pic- 
ture, manager of telecommunica- 
tions at Home Savings of America 
in Irwindale, Calif. 

Cisco, for example, recently pur- 
chased switching vendor Crescen- 
do Communications, Inc. with this 
goal in mind, according to Larry 
Lang, product manager for high- 
end products at Cisco. 

Cabletron, meanwhile, de- 
murred. “We're not in the business 
of building a backbone router,” 


said Craig Benson, chairman and 
chief operating officer. “We’re in 
the business of connectivity, with 
routing functionality going after 
only the most common protocols.” 

“That’s a bunch of rot!” said 
Tam Dell'Oro, a senior analyst at 
Dataquest, Inc. in San Jose, Calif. 
“They are definitely competing di- 
rectly with Cisco and Wellfleet, 


The INA Phase 2 
Physical Network 1994 & Beyond 


Public ATM Network 


fe ees oad 
and Campuses 


Cabletron’s Integrated Network Architecture, the Mmac- 
Plus, provides the core of a migration path toATM 


and all the hub vendors are posi- 
tioning themselves to go after the 
[wide-area] market.” 

The new hubs “are definitely 
reaching a level of functionality 
that is beginning to compete di- 
rectly with leading router ven- 
dors,” agreed Valentin Sribar, a 
program director at Meta Group, 


Pushing the envelope 


Switching hubs squeeze more 
performance out of existing networks 


NOT NOW BUT WILL 
WITHIN TWO YEARS 
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Source: Forrester Research, Inc., Cambridge, Mass. 


Inc. in Westport, Conn. “Where ex- 
actly routers will fit in the network 
will be a major battlefield over the 
next year, and no one knows yet 
what the outcome will be.” 

Cisco said it did not see itself 
competing with the hub vendors — 
for the moment. “If [the Mmac- 
Plus] is getting anywhere close to 
a router, it sounds like it is still in- 
adequate,” Lang said. 

“However, if they are aiming at 
the collapsed backbone, that’s 


where routers go, so we May soon 
be competing,” he added. 

Either way, the result “is that it 
is hard for us to figure out what we 
need,” Picture said. However, he 
did say the Mmac-Plus’ bridge/ 
routing capabilities may obviate 
the need to buy routers to connect 
his company’s roughly 360 branch 
offices and 90 loan offices. 

The Mmac-Plus will be the first 
enterprise hub to offer direct pack- 
et-switching capabili- 
ties and cell conver- 
sion among Ethernet, 
Token Ring, Fiber Dis- 
tributed Data Inter- 
face (FDDI) and Asyn- 
chronous’ Transfer 
Mode (ATM), allowing 
users to communi- 
cate with one another 
regardless of topol- 
ogy and location and 
without having to 
change their cabling 
or adapter cards. The 
product is due to ship 
in May and marks 
Phase 2 of Cabletron’s 
four-step Integrated 
Network  Architec- 
ture plan, which the 
company outlined in 1992 (see 
chart). 

One possible downside of Cable- 
tron’s architecture is that modules 
for the Mmac-Plus will not be back- 
ward-compatible with the compa- 
ny’s existing Mmac hub family. 
However, Cabletron plans to ship 
Mmac modules based on the fast- 
packet switch with the Mmac-Plus 
modules. 

Initially, the hub will support IP, 
IPX, Digital Equipment Corp.’s 
DECnet and Apple Computer, 
Inc.’s AppleTalk routing and up to 
168 Ethernet and Token Ring ports 
and 28 FDDI ports for roughly $500 
per port. Cabletron said the hub 
will support 112 ATM ports — al- 
most twice that of competing prod- 
ucts — by year’s end when it ships 
an ATM module developed with 
partner Fore Systems, Inc. 

Some users expressed cautious 
interest in the ATM capabilities, 
mostly because of the ATM mod- 
ules’ later ship date. 

“We see Mmac-Plus as a poten- 
tially excellent interim step that 
will conserve our hardware invest- 
ment and provide a path to the fu- 
ture, whichis ATM,” said Pat Boyd, 
network engineer at Duke Univer- 
sity in Durham, N.C., which is run- 
ning Ethernet over fiber-optic ca- 
bling and migrating to an FDDI 
backbone. ‘However, integrating 
all of the topologies is a phenome- 
nal job. .. . It remains to be seen 
how successful they'll be.” 


Cost takes backseat in router/hub roll- 
out. See story page 59. 
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FOCUS/EIS For Windows Transforms Your Data 


As a corporate decision maker, you need to access 
information to identify business trends, pinpoint 
problems, and make intelligent decisions quickly. You 
need this in a form that’s easy to understand... and 
easy to manipulate. 

When you want a sales or financial report, you 
don’t care what type of computer it’s coming from. 
You just want that report to appear on your PC 
without having to search through reams of printouts 
or screen after screen of unintelligible data. 


INTRODUCING THE ULTIMATE TOOL 
FOR FASTER, SMARTER DECISIONS 


Imagine a simple to use, graphical reporting tool 


that reaches any data in your enterprise, in any file, on 


Into The Information You Need. 


any platform. Imagine if that same tool could slice, 
dice and analyze this data anyway you wanted... 
present it to you in real time and display it on your 
PC in a graphical format letting you pinpoint critical 
trends in a matter of seconds. Stop imagining and start 
enjoying the power of FOCUS/EIS for Windows. 


NO MATTER HOW YOU SLICE IT, 
WE'RE ABOVE THE COMPETITION 


FOCUS/EIS for Windows combines the most power- 
ful reporting tools with full-feature EIS graphical display. 
Any element on the screen can become a gateway for 
drill down to more detail. And these “hot spots” are 
driven by live data. 

Built-in interfaces let you report off of SQL Server, 
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Oracle, ODBC, DB2/2 and other popular PC servers. 
And FOCUS/EIS is EDA/SQL enabled, providing you 
with access to more than 55 databases... both 
relational and nonrelational, resident on over 35 types 
of computer systems. 

No matter how you slice it or dice it, no other 
business information system market can offer you a 
more powerful combination of graphical data display, 
information analysis, reporting, and enterprise-wide 
data access. For more information, or to attend a 
FREE Seminar... 

CALL 800-969-INFO 
In Canada call 416-364-2760 
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companies to handle 
claims, health claims 


day, and do it quickly 


@ customers sleep at night? 


PCs, workstations and midrange computers, linked to 


Mainframes, what else? 


Few businesses are as dependent on information 
as the insurance industry. If data isn’t gathered, 
processed, managed and distributed quickly and 


efficiently, then neither are the customers’ claims. 


And if providing top service under normal 
circumstances is data-intensive, imagine the 
challenges when anything resembling a disaster 
strikes (like the California fires, for example, or 
Hurricane Andrew). 

Understandably, insurance companies count 
on mainframes to give the rest of their computer 
networks the enormous power they need to 
perform this herculean task. By being linked to a 
mainframe, every PC and workstation has access 
to the voluminous amount of data they have to 


contend with day after day. 

Like most information-intensive businesses, 
the insurance industry knows that nothing can 
“serve” the rest of their computer networks’ 
“clients” to nearly the degree a mainframe can. 
And today’s mainframes are more open than ever 
before to serving just about any kind of hardware 
and software. 

‘Today, the success of more and more companies 
is tied to information. To the swift and reliable 
accessing, managing, distribution and protection 
of that information. And nothing can perform that 
task quite like a mainframe. 

To receive more information, 


call 1 800 IBM-6676, ext. 694. 


The IBM System/390' 
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D&B Software to play manufacturing odds 


By Craig Stedman 





In an effort to make up for a late start in 
the client/server manufacturing market, 
Dun & Bradstreet Software said last 
week it will integrate its forthcoming 
production planning and management 
applications with shop-floor software 
from a small Atlanta vendor. 


D&B Software said it hopes the com- 
bined product offering, together with the 
incorporation of workflow capabilities 
into its Manufacturing Stream applica- 
tions, will help make up for the time-to- 
market advantage it has ceded to ven- 
dors such as SAP America, Inc. and 
Oracle Corp. 

However, D&B Software said the first 


set of applications will not ship until July 
and will not be integrated with Industrial 
Computer Corp.’s (ICC) manufacturing 
execution software until the fourth quar- 
ter. Some applications will not be ready 
until 1995 or later, the company added 
(see chart). Another issue is D&B Soft- 
ware’s reliance on Sybase, Inc.’s data- 
base, which cowid drive away users com- 
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mitted to other relational databases. 

Bobby Cameron, a former D&B Soft- 
ware executive who left last year to be- 
come an analyst at Forrester Research, 
Inc. in Cambridge, Mass., said ‘‘probably 
30% to 40%” of the full Manufacturing 
Stream product set will be in the still-to- 
come category when shipments start. 

“Their timing delays are such that it’s 
not going to be easy for users who need 
to go now, to wait” for some of the prom- 
ised functionality, Cameron said. He add- 
ed that the key missing piece for D&B 
Software at the start will be activity- 
based product costing, which “‘is really 
the one SAP is leading with.” 

Peter Lopes, director of manufactur- 
ing industry marketing at D&B Software, 
said the modules due out in July should 
provide about 75% of the capabilities in 
the company’s older mainframe manu- 
facturing software. ‘You can’t possibly 
deliver everything at one time, but I think 
you're going to find a lot of functionality 
there,” Lopes said. 


Order to build 


Dun & Bradstreet Software plans to ship an 
initial set of application modules for 
manufacturing planning this year. More are 
expected in 1995 and 1996. 


AVAILABLE IN JULY: 


Order management 
Purchasing 

Inventory management 
Planning 

Product definition 


FUTURE FUNCTIONALITY: 


e Activity-based product costing 

© Scheduling simulation 

e Forecasting 
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In the database area, however, D&B 
Software is offering limited support — 
only Sybase’s SQL Server — in Manufac- 
turing Stream and its other Smart- 
Stream client/server products. That may 
force customers who use other databas- 
es to look elsewhere, analysts said. 

One such user is Teledyne Allvac, a 
Teledyne, Inc. unit in Monroe, N.C., that 
produces metals and specialty steel. Tel- 
edyne Allvac already uses ICC’s software 
and was interested in Manufacturing 
Stream, but the company is “very com- 
mitted”’ to Oracle’s database, said Ste- 
ven Siegel, director of manufacturing 
systems at the operation. 

The combined D&B Software/ICC of- 
fering “would save us a lot of integration 
effort, but we’re trying to keep a pure un- 
derlying database,” Siegel said. Tele- 
dyne Allvac wants to start moving this 
year from the custom mainframe plan- 
ning software it now uses, “so it’s on to 
Vendor B, I guess,” he said. 

Beta testing of the Manufacturing 
Stream applications is due to start in 
March, and ICC’s software will become 
available from D&B Software on a stand- 
alone basis at midyear, Lopes said. 
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Cross-platform query tool on way 


By Melinda-Carol Ballou 

Corporate developers seeking to man- 
age and control ad hoc queries across a 
range of piatforms and databases will 
soon be able to do so using Clear Manag- 
er, a new tool from Clear Access Corp. 
Currently in beta testing, the program 
will ship this month. It was originally 


scheduled to ship last year. 

Clear Manager is used in conjunction 
with the company’s Clear Access query 
and reporting tool for Windows and Mac- 
intosh platforms, which provides sup- 
port for more than 60 databases, compa- 
ny officials said. Clear Manager offers 
three modules: Catalog Server, Profiler 
and Monitor. Each module runs on a Win- 


dows PC and can monitor and control 
both Windows and Macintosh versions. 
“Clear Access and Clear Manager are 
something that people really need. It 
puts [database administrator] control 
into large decision support system [DSS] 
environments,” said Tim Harmon, a 
Meta Group, Inc. analyst in Mountain 
View, Calif. ‘““We have clients who've tried 
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to deploy DSS using front-end query 
tools, and it becomes a nightmare trying 
to manage it all,” he said. 

In addition, Clear Manager can moni- 
tor and control queries across a range of 
competing data-access products and de- 
velopment tools, company officials said. 
This is possible with either Dynamic Link 
Libraries supported in Clear Access 2.2 
or via tighter integration with a newly 
available Clear Access application pro- 
gramming interface (API). 

KnowledgeWare, Inc., for example, is 
tightly integrating the Clear Access API 
with its ObjectView client/server devel- 
opment tools to provide more secure and 
controllable data access for Object View 
applications, Clear Access officials said. 

Clear Manag- 
er’s Catalog Serv- 
er enables a sys- 
tems manager to 
set up “uni- 
verses” of data so 
users will be pre- 
sented only with 
data relevant to 
their business needs. Clear Manager al- 
so sets up aliases for arcane column 
names. This is extremely beneficial, ac- 
cording to Dean Kaplan, a data access 
specialist at GM Hughes Electronics. A 
major aerospace firm with offices in 
Long Beach, Calif., GM Hughes is bring- 
ing Clear Access to the majority of its 
business units. 

“IS resources are shrinking, and we 
needed something that would let us man- 
age this large data-access environment. 
Some divisions have fewer support per- 
sonnel, and Clear Manager is a way to be 
able to send messages to them and con- 
trol their tables once they get up and run- 
ning,” Kaplan said. Setting up aliases 
“lets us take long, hideous-looking table 
names and make them understandable.” 


A good look 

The Monitor module offers a series of re- 
ports or charts that let the systems man- 
ager see the number of Clear Access us- 
ers currently connected, how many 
queries are being performed, how long 
they are and who sent them. 

With this information, the manager 
can then use the Profiler module to con- 
trol what every user is able to do with 
Clear Access by creating “profiles,” or 
groups of instructions that are inserted 
into special database tables and down- 
loaded by every copy of Clear Access 
when it connects to the database. These 
user profiles can, for example, make it 
impossible for users to run queries at 
certain times of the day. 

Clear Manager also includes Script 
Server and Scheduler. Script Server lets 
users store Clear Access ClearScripts in 
the database and run them from there. It 
also offers a graphical interface for re- 
viewing and editing scripts. The Sched- 
uler feature schedules queries in batch 
and allows them to be run at times of low 
database usage. 

Clear Manager will be priced at $4,500; 
Clear Access 2.2, also shipping this 
month, is priced at $460 for a single copy. 
Clear Access will ship on Unix platforms 
later this year. 
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High-tech wagering 
CONTINUED FROM COVER 1 


across two video monitors overhead, the See- 
konk, Mass., resident is excited. “Keno is an ex- 
cellent idea,” she says. 

Others are less certain. Gambling opponents 
fear that new computer and network technol- 
ogies are ushering in a dangerous era of elec- 
tronic wagering. 

Moreover, computer ethicists say the high- 
tech boom raises new questions for informa- 
tion systems professionals involved in building 
and supporting gaming systems. 

“In 36 states, you can go into the store for a 
container of milk and a loaf of bread and you’re 
in a legal gaming establishment,” says Arnold 
Wexler, a noted antigambling activist and exec- 
utive director of New Jersey’s Council on Com- 
pulsive Gambling, one of 17 across the nation. 
“With interactive TV, you'll be able to stay in 
your house, sell your car and destroy yourself 
gambling without getting out of bed,” he says. 


Fear of losing control 

Critics worry that the wildfire growth of new 
and emerging technologies — including com- 
puterized Keno and video poker games, 800- 
and 900-call services, multimedia racetrack 
systems and interactive gaming channels on 
the “information highway” — will turn the $329 
billion gambling industry into a huge digital 
monster. 

“Availability plus technology plus advertis- 
ing equals problems,” says Jean Chasen-Fal- 
zon, executive director of the National Council 
on Compulsive Gambling (NCCG), a nonprofit 
referrai service in New York. 

Placing gaming computers in bars, restau- 
rants, homes — even airplanes — promises to 


New 
players 


The $329 billion 
gambling industry is 
attracting mainstream 
computer companies, 
including the 
following: 


p> Electronic Data 
Systems Corp. last 
week announced a 
10-year Strategic 
partnership with Video 
Lottery Technology, 
Inc. in Bozeman, Mont. 
The two companies will 
develop products for 
the U.S. and abroad. 
Video Lottery 
Technology recently 
introduced an IBM 
RS/6000-based 
product that it claims is 
the industry’s first 
open client/server 
lottery system. 


p Oracle Corp. in 
mid-January an- 
nounced that it is 
teaming up with Bell 
Atlantic Corp. to create 
new applications for 
the 500-channel infor- 
mation superhighway, 
including interactive 
gaming. 


Vendor plans take willing risk 


| Techno-gambling 








squeeze the poor, the young and others whocan 
least afford it, Chasen-Falzon says. Wide- 
spread gaming also encourages unhealthy gov- 
ernment dependency on gambling revenue, she 
adds. 

An estimated 4 million U.S. adults are al- 
ready problem gamblers. A 1992 Gallup Poll 
pegged spending on gambling in the U.S. at 
$1,000 per capita. Hot line calls rose 10% last 
year, according to the NCCG. 

While casino and riverboat gambling ac- 
counted for two-thirds of all 1992 wagering 
(about $252 billion), according to the magazine 
Gaming & Wagering Business, the $1.3 billion 
video lottery business has drawn some of the 
loudest public outcry. 

Critics say bar coding, faster transaction 
processing and other computer technologies 
make possible scratch cards, Keno and other 
games that provide the fast action and instant 
gratification that compulsive gamblers crave. 

Offering easy on-line and in-home access to 
a compulsive gambler is “like offering dope to 
an addict,” says Terry Bynum, director of re- 
search at the Center on Computers in Society 
in New Haven, Conn. “It’s going to ruin the lives 
of more people and cause bankruptcy and oth- 
er financial problems.” 


Increased revenue to states 
But egging on support for computerized gam- 
bling are industry studies that have found that 
seven states which recently began computer- 
ized Keno games have reported sharply in- 
creased revenue of between 25% and 100%. 

Supporters argue that new forms of comput- 
erized wagering provide billions of dollars in 
nontax revenue to state and local governments 
while giving players more opportunities for en- 
tertainment and income. Plus, relatively few 
persons are problem gamblers, they say. 

“The majority of people are playing an 





ere are some new or 
planned gaming tech- 
nologies and services: 


* Bell Atlantic Corp. 

and Tele-Communica- 
tions, Inc. say they will invest 
$15 billion in interactive tech- 
nology by 1997. Bell Atlantic 
Chairman Raymond Smith 
calls gaming — including lot- 
tery and off-track betting — one 
of five “killer applications.” He 
predicts 250,000 video-on- 
demand subscribers by year’s 
end. 


sports fantasy contest. 


bet $3 to win $25,000. 





* Total Communications Programs, Inc. in Pittsburgh 
plans to launch “Gaming Entertainment Television” in 
1994. Among the planned services are an interactive 
horse racing game called “Win, Place & Show” and a 


* Videotron and Loto Quebec just completed a one-year 
trial of North America’s first interactive television wa- 
gering game. Players of the bingo-like “Dollars en Direct” 


* LottoFone, Inc. recently introduced a lottery-by-phone 
system. Players call an 800 number, enter a security code 
and use the telephone keypad to enter numbers of their 


sinos, technology-based products such as this 
Keno terminal are revolutionizing gambling 


*NTN Communications in Carlsbad, Calif., is testing 
home pari-mutuel betting. In a game called “Triples,” 
players win points for picking the winners of live horse 
races shown on screen. 


¢ Virgin Atlantic Airways announced that fliers on its 
747s between London and Hong Kong would be able to 
play casino card games in 1994. Bally Gaming, Inc. pur- 
chased rights to the system. 


that lets customers place their own pari-mutuel bets and 
play video wagering games. Users touch the 19-in. screen 
to select live or remote races, as well as blackjack, Keno 
and poker. 


choice. Bettors would pay for 
wagers in their state by using 
money previously deposited in 
a LottoFone account. 


* Interactive Network in Moun- 
tain View, Calif., has begun op- 
erating an interactive game 
service in Chicago, Sacramen- 
to, Calif., and San Francisco. 
For an extra $10 a month, view- 
ers can play along with sports 
shows to win prizes. 


STELLA JOHNSON 


¢ Autotote Corp. in Newark, 
Del., recently unveiled an inter- 
active-color gaming terminal 
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Wanna bet? 


Arecent Gallup Poll found that 95% of 1,016 
adults surveyed have gambled. The most 
common forms during the previous year include: 


Slot 
machines Mu tiPLe 
RESPONSES 
ALLOWED 
Sports 

betting 


Horse 
racing 








oes 





Source: Gallup Poll of New Jersey residents 


amount that is not exorbitant,’ claims a 
spokeswoman for the $1.7 billion California 
Lottery. She cites a recent state study that 
found 91% of players spend less than $5 a week 
on the lottery. “It’s the amount you'd spend on 
renting a video.” 

Moreover, information technology has actu- 
ally given state and federal regulators tighter 
control over what often had been illegal gam- 
ing, says David Pye, vice president of marketing 
at Autotote Systems, Inc., a Newark, Del., mak- 
er of wagering terminals. 

Lured by huge profits, states from New 
Hampshire to Oregon are scrambling to create 
or expand lotteries (see story page 29).“Tele- 
gambling” is already being tested in the state 
of California, as well as in Chicago and Quebec. 
And other home-gambling services will debut 
this year (see story at left), as Bell Atlantic 
Corp., Turner Broadcasting System, Inc. and 
others rush to enter the lucrative interactive 
TV market. 

Such interest would have been unheard of 10 
years ago, when computer-enabled gaming 
was barely an issue. Gambling “technology” 
then consisted mainly of slot machines and 
racetrack and casino systems. 

“Computers changed all that,” says William 
S. Bergman, executive director of the North 
American Association of State and Provincial 
Lotteries (NASPL), a Washington-based trade 
association. 


Multibillion-dollar industry 

With the advent of reasonably priced lottery 
systems in the 1980s, savvy state legislators 
soon realized they had hit the jackpot. An in- 
vestment in leased or purchased equipment 
and a slick advertising campaign quickly paid 
for itself many times over. 

Today, state lotteries represent a dramatic 
example of a successful business based almost 
purely on information technology. 

According to NASPL, annual revenue from 
state lotteries swelled tenfold to $25 billion be- 
tween 1983 and 1993. Growth, excluding video 
lotteries, hit 20% last year. 

While some states salivate over gambling’s 
contribution to their coffers, several influential 
industry organizations, when asked about 
electronic gaming, say IS needs to closely ex- 
amine the social impact of systems they help 
create. 

Ronald E. Anderson, chairman of the ethics 

















Lady Luck tangies 
with computer glitches 


omputerization does not al- 

ways improve gambling. Con- 

sider the following: 

p> Indiana recently refused to 

pay two $100,000 Powerball 

winners whose $1 tickets were 
filled in by a broker’s computer. Game 
regulations say pay slips must be 
handwritten. The players may sue. 
p> Bettors at the Palm Beach Kennel 
Club picked winning numbers but 
could not enter the combinations be- 
cause the computer wouldn't accept 
their bet. They lost a $17,000 payoff. 
p> In 1990, a printer malfunction pre- 


vented Delaware's 265 lottery ticket magazine. 





Techno-gambling 


terminals from shutting down before 
the winning numbers were drawn. As 
winning numbers popped up on tele- 
vision screens across the state, be- 
sieged vendors sold 465 more winning 
tickets. Eventually, some $35,000 of 
the $90,000 awarded in prizes was re- 
turned by people who had bought tick- 
ets after the numbers were posted. 
Players who choose their own Lotto 
numbers instead of purchasing a 
computer-generated “quick-pick” 
ticket have a five times greater 
chance of winning, according to a re- 
cent survey of 30 states by LottoWorld 








task force for the 75,000-member Association 
for Computing Machinery (ACM), says technol- 
ogy professionals have a clear responsibility to 
question whether any computer system has a 
harmful impact on society. 

While gambling is not specifically mentioned 
in the ACM’s newly revised code of ethics, An- 
derson, a University of Minnesota sociologist, 
says the code’s first two principles say the is- 
sue should be examined and dealt with to the 
extent that it’s a problem. 

“If [gambling] is the kind of activity that neg- 
atively affects one social group, like a lower in- 
come group, it seems there’s a special obliga- 
tion to consider,” he says. 

Eric Roberts, president of Computer Profes- 


Who needs 
cash? 


ACalifornia 
restaurateur has 
patented a system that 
lets players put their 
credit cards into casino 
and airline gambling 
systems. Inventor Jim 
Lucero says the system 
will let players bet 
nonstop without 
visiting a bank. 





States bet on Lotto revenues 


State lottery systems continue 
to be one of the fastest growing 
and most profitable forms of 
computerized gambling. The 
following is a sampling of re- 
cent projects. 

¢ Massachusetts, which has 
one of the most successful lot- 
teries, is readying a $50 million 
to $60 million upgrade of its 20- 
year-old systems. Despite wide- 


center conversion and consoli- 
dation last fall. Nine-year-old 
Digital Equipment Corp. VAXs 
in Whittier were combined with 
anew VAX 6000 in Sacramento. 
The upgraded system drives 
six redundant Ethernet LANs 
and 11,000 terminals state- 
wide. 

*Montana recently completed a 
project that united video termi- 
nals, the state 
lottery and off- 
track betting in- 
to one state- 
wide system. 

* Towa has tack- 
led a $73 million 
project to link 
every state 
agency, includ- 
ing the lottery 
commission, 
with a 2,800- 
mile fiber-optic network. 
¢Colorado just added new bar- 
code technology that makes 
distribution of scratch tickets 
to dealers more efficient and 
lets players redeem them any- 
where in the state. 


pwned 
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Scratch tickets: Yast thrills for players equals 
big bucks for states 


| WIN UP TO 5 TIMES ON A TICKET! 


spread opposition by church 
and other community groups, 
Bay State legislators recently 
approved Keno for bars and 
taverns. 

¢The California Lottery Com- 
mission completed a large data 











sionals for Social Responsibility (CPSR), says 
no discussion about gambling has arisen dur- 
ing his group’s inquiry into the National Infor- 


mation Infrastructure. 

But Roberts says technology-en- 
abled gambling is ‘‘an important 
public issue” that warrants fur- 
ther discussion and inquiry. Anew 
CPSR report warns of runaway 
commercialization and privacy 
breaches on the information su- 
perhighway. 

Bynum notes that interactive 
television gaming systems raise 
new questions of computer securi- 
ty and privacy, especially against 
hackers. 

“How do you rig systems so that 
clever programmers and comput- 
er professionals can’t get in there 
and make themselves winners?” 
he asks. “What if data gets scram- 
bled by a virus? How do we get bet- 
tors’ money back?” 


Not always evil 

Richard G. Myers, director of MIS 
at the Colorado Lottery, is not con- 
vinced technology is a villain, how- 
ever. Myers says he is “constant- 
ly” sensitive to the impact of his 
work. 

He notes that the Pueblo, Colo.- 
based lottery raised $250 million 
for state buildings, parks and out- 
door recreation areas last year. 
(Other states make _ similiar 
points. California, for instance, 
says it has contributed $6 billion to 
education since 1985.) 

“We’re not part of the hard-core 
gambling game,” Myers says. “We 
try to align ourselves as a healthy 
product that’s fun.” 

What could or should be done by 
government, private industry and 
IS professionals to control elec- 
tronically enabled gambling is far 
from clear. Most agree that re- 
search, education about gambling 
and caution are required. 


The government’s role remains unclear. Con- 
gress and a task force led by Vice President Al 
Gore are looking at how much policing is need- 








Global gaming 
Interest in computer- 
ized gambling isn’t 
confined to the U.S. in 
Great Britain, anew 
phone quiz called 
“Telemillion” uses 
BT’s computerized 
phone system to han- 
dle up to 750,000 calls 
a day. Players can win 
daily, weekly and 
monthly payoffs. Brit- 
ain plans to launcha 
national lottery in 
1994. |BM UK has part- 
nered with another 
vendor to run the 
games. Lotteries in 
Greece, Chile, Hong 
Kong, the Philippines, 
Canada and New Guin- 
ea recently announced 
deals with U.S.-based 
lottery vendors. 


No stranger 
The typical problem 
gambler may surprise 
you: He is a male 
salesman between the 
ages of 31and 4owith 
2.4 children. He earns 
$36,944 a year and 
shoulders $34,244 in 
gambling debts. He 
favors casino games, 
followed by sports 
betting (47%) and 
lotteries (38%). 
Source: The Council on 
Compulsive Gambling in 
New Jersey 
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seen people win big - 
The only real problem to me is how to eliminate 
the state budget deficit.” 


Atthe Peppermill Restaurant in Pawtucket, RI.,and hundreds of other establishments, 
patrons can make electronic wagers without leaving their seats. A video monitor 
showing game results hangs above the bar, at left. 


ed on the information superhighway. But it re- 
mains uncertain how much the Federal Com- 
munications Commission, banking regulators 


or other agencies will get involved 
with telegambling and other new 
forms of interstate wagering. 

Apparently, some _ oversight 
would suit many Americans: In a 
recent Gallup Poll, 61% said Presi- 
dent Clinton should establish a na- 
tional task force on gambling. 

Children are a special concern. 

“Ten percent of our callers are 
kids under 12,” Wexler says, not- 
ing that video-oriented children 
and teens are gambling more. 
States around the country report 
rises in the number of teens gam- 
bling. 

“State government has a re- 
sponsibility to address this issue,” 
Chasen-Falzon says. 

Certain states are making an ef- 
fort. New Jersey, California and 
others print warnings on lottery 
tickets urging buyers to play re- 
sponsibly. And some state lotteries 
pledge a percentage of proceeds 
for gambling treatment programs. 
Connecticut sponsors compulsive 
gambling awareness sessions for 
state jai-alai, dog racing and off- 
track betting workers. 

Oregon has adopted a unique 
approach: The Oregon Resource 
and Technology Development 
Fund has used lottery seed money 
to raise nearly $80 million for new 
enterprises, including firms doing 
bioresearch on acquired immune 
deficiency syndrome, diabetes 
and other diseases, according to a 
fund spokesman. 

Ultimately, many are betting 
that popular opinion will decide 
the thornier gaming issues. 

Seott Sisson, owner of the Pep- 
permill, echoes popular senti- 
ments. 

“I don’t think state-run gam- 
bling is a bad thing,” he says. “I’ve 
$2,000 — and lose big. 
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Mail-order clones cling to bottom rung 


By Michael Fitzgerald 





As the big PC makers continue to take market share 
from the lower phylum of clone makers, some once- 
aggressive, midsize mail-order companies have sunk to 
the bottom of the lake. 

Recognizing that bottom dwellers can survive and 
even thrive, these clone makers hope to follow suit. This 
is happening despite the 
less-than-stellar results 
of market leaders that in 
the past year have ven- 
tured into the broad- 


Limited payoff 


Despite generally higher shipments, profits and corporate 
_— have been scarce at some clone makers 


alyst at International Data Corp. in Framingham, Mass. 
He said acombined Zeos and CompuAdd would gain the 
economies of scale that they lacked separately, noting 
that the two could cut costs by eliminating duplicate ef- 
forts. 

Still, although the two intend to maintain separate 
product names and customer lists, “it’s definitely indic- 
ative of the consolidation goingon,’’ Stephen said. Other 
examples include AST 
Research, Inc.’s acqui- 
sition of Tandy Corp.’s 
computer operations; 





based direct-mail mar- 
ket. For example, Apple 
Computer, Inc. recently 
closed its fledgling cata- 
log operation, and Com- 
paq Computer Corp. has 
not achieved the kind of 
sales growth it expected 
through direct mail. 

Not so long ago corpo- 
rate buy lists were swol- 
len with names, accom- 


150,000|141,300}§§ 
100,000 


50,000 


o 1 


the purchase of compa- 
| nies such as Austin 
Computer Systems and 
Everex Systems, Inc. by 
Taiwanese companies; 
the disappearance of 
Korean hardware mak- 
ers such as Goldstar; 
and the death of Librex 
Computer Corp. 
Analysts down- 
played these moves 

















modating players from CompuAdd 
beyond the first tier. But 
price drops from PC 
heavyweights IBM PC 
Co., Compaq and others, combined with the success of 
mail-order giant Gateway 2000, Inc., have meant losses, 
shrinking market share and often smaller revenue for 
clone makers. 





Source: International Data Corp. 


The force of attraction 
For example, CompuAdd Corp. has sunk from a high- 
flying momentary winner of the $400 million Desktop IV 
contract in 1992 to a rocky 1993 of bankruptcy to sol- 
vency to acquisition bait. In the process, it has shrunk 
from a $500 million company to a $150 million one. This 
wild swing has attracted another staggering cloner, 
Zeos International Ltd., to merge with CompuAdd. 
Merging with other struggling vendors or retrenching 
to focus on specific market niches is the most common 
way for listing clone makers to try and stay afloat. 
“The whole issue is volume,” said Bruce Stephen, an- 


Zeos 
international 


, Framingham, Mass. 


and said that smaller 
companies will find 
their margins contin- 
ually squeezed by the 
big players, which can 
get slightly better pricing and leverage volumes for 
profits. 

CompuAdd and Zeos, meanwhile, have other issues 
to grapple with. Together they will have roughly $400 
million in sales when their merger goes through, but 
they also have different focal points, which could help 
or destroy them. CompuAdd has its footing in corporate 
markets, in part thanks to a successful effort to estab- 
lish a point-of-sale business. Zeos, 
which has not posted a profit in seven 
quarters — although sales are growing 
— targets individual consumers. 

Therefore, it could be rough going for 
CompuAdd. Even Richard Krause, 
CompuAdd’s chief executive officer 
and president, acknowledged that after 
its five-month spell in bankruptcy, 


Northgate 
Computer 
Systems 


Swan 
Technologies 
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ome small mail-order firms seem to think they can avoid the 
woes that have befallen their clone competitors. 

At Swan Technologies, Inc. in State College, Pa., the road 
to the future is marked by aggressive expansion plans. The PC 
maker’s new chairman and chief executive officer, Albert J. Agbay, 
has brought his chain-smoking, frank-talking act over from Lead- 
ing Edge, Inc., a company he left because he said he felt unreward- 
ed for bringing it back from bankruptcy. 

Swan, a $52 million mail-order vendor, is planning two new PC 
lines and a channel expansion into regional superstores, the Home 
Shopping Network and general distribution. It also plans to add 
other vendors’ products to its catalog, in effect becoming a region- 
al distributor. 

Swan introduced its new Cynergy and Cygnet lines last month 
and will aim them at dealers. Its Swan name-brand will be avail- 
able only through its catalog. 

Agbay trumpeted Swan’s continued existence as a sign of its 
strength, arguing that the appearance of IBM PC Co. and Compaq 
in the mail-order business “‘got rid of the riffraff.” 

“I can live on margins others can only dream about,” said Agbay, 
who predicted revenue and profits would double in the second 


Analysts were unimpressed. “Lots of companies can do that. But 
they aren’t very important to corporate markets,” said Martin 
Reynolds, analyst at Computer Intelligence/InfoCorp. 


“some customers assume that 
we're out of business, that 
[bankruptcy’s] an administra- 
tive process to hell.” 

Krause said “it’s sort of fun 
to shock people” with the 
news that the company in fact 
remains on Earth. 


Visual rescue 

Meanwhile, Northgate Com- 
puter Systems, Inc. may find 
itself salvaged through its 
purchase by Visual Cybernet- 
ics Corp., a company half its 
size. Mujahid Bashir, Visual’s chief operations officer, 
said his company bought Northgate to gain a hardware 
partner for its multimedia systems. 

Visual also made the purchase because it was inex- 
pensive. No cash will change hands, and Northgate 
shareholders will get 750,000 shares of Visual’s stock in 
exchange for shares that were of questionable value 
when issued three years ago. 

The acquisition at least seems to point Northgate in 
the right direction. Bashir said Northgate President 
Khalid Ibrahim will be encouraged to expand sales from 
$63 million in 1993 to $100 million in 1994. Ibrahim said 
in an interview before the buyout that he planned a “no- 
growth” strategy to spare Northgate from needing the 
cash that growth demands. 

The no-growth strategy caused many a raised eye- 
brow among analysts because standing still typically 
means getting trampled in the frantic PC hardware 
business. The new strategy raised the other eyebrow. 

“Buying it to sell multimedia products is a dead horse 
from the get-go,” said Martin Reynolds, analyst at Com- 
puter Intelligence/InfoCorp in Santa Clara, Calif. 


Richard Krause, C ‘om- 
puAdd CEO: ‘It’s sort 
oftun to shock people’ 


Mail-order exception 


— Michael Fitzgerald 
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UNIX-to-DB2 
D , t , base — $50,000 
Connectivity. 


Connecting through DRDA: 





— $100,000 


Informix only requires one jump 

from its gateway to an IBM database — $150,000 
while Oracle and Sybase require 

two—adding processing time and 

expense. The costs on the chart 

reflect an unlimited number of users — $200,000 
going from a UNIX server to DB2 

on the MVS platform, and are based 

on current, published price lists for 

each relational database vendor. — $250,000 
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ea 
Vaporstriking 


A few weeks ago, Borland intro- 
duced Version 4 of its Interbase 
database management system. 


The company held a nice briefing in San Jose, Calif., 
with multimedia demonstrations, customer testimo- 
nials and top execs at the platform. What the event 
lacked was any mention of a planned shipment date. 

When asked, Borland officials said the first ship- 
ments would be around midyear, but some versions 
might not ship until the fourth quarter, which, as we 
all know, ends on Dec. 31. When asked why Borland 
was announcing a product as much as 49 weeks be- 
fore it ships, Chairman Philippe Kahn said, “That’s 
just how things are done in the client/server market.” 

Unfortunately, he’s right. Borland is merely follow- 
ing the lead established by its competitors in a market 
that is longon plans and short on technology. Now that 
it’s hip to be client/server, vendors are falling all over 
one another to point out that they, too, have been 
client/server all along. Don’t have a product yet? No 
sweat. Issue the press release 
anyway. It’s astrategy a former 
workmate of mine used to cali 
the “preemptive vaporstrike.” 

The trouble is that the last 
thing IS managers need right 
now is promises. They’re up to 
their kiesters in alligators. Us- 
ers are demanding more appli- 
cations and services faster 
than ever, putting a gun tothe 
head of IS departments that 
support them. ACSC Consulting Group survey of top 
IS management issues released last month [CW, Jan. 
31] found that rapid application development was No. 
4onIS priority lists, while CASE technology had 
dropped from fourth to 11th place in one year. That 
reflects a pretty clear message from users: Don’t talk 
to us about your structured methodologies and appli- 
cation architectures; we want our programs now. 

You can find another parallel of IS interest in object 
technologies. The appeal of object orientation isn’t 
productivity; it’s disposability. In a business world 
that is downsizing, re-engineering, partnering, glob- 
alizing and constantly reorganizing, who’s going to 
need a single program longer than about six months 
any more? Users need tools, not promises. 

In the upcoming issue of Computerworld Client/ 
Server Journal, columnist Jim Stikeleather advises 
vendors to “ignore your marketing departments. ... 
They do not and cannot know what your customers 
want and need.” It’s a wise message. Marketers know 
alot about positioning, which is what vendors are pre- 
occupied with right now. They know little about meet- 
ing the needs of corporate technology groups caught 
in a maelstrom of user demands. 

IS departments aren’t looking for panaceas or kill- 
er applications. They don’t expect anyone to solve all 
their problems at once. What they want is partner- 
ships with suppliers that deliver what they promise 
and that commit to beingin this business for the long 
haul. In time, the market will choose the vendors that 
meet those standards. But for now, most of the noise 
is being made by marketing departments. 


LMM 


Paul Gillin, Editor 
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Seli-proclaimed 
dweebs speak out 


AllI can say in response to Steven 
Levy’s “Mac vs. the dweebs” [CW, 
Jan. 10] is that I still don’t know 
what “>A” prompts and “SYS. 
CONFIG” files are. 

What the heck kind of computer 
does Mr. Levy use? My PC has an 
A> prompt and a CONFIG.SYS file. 

Steven Salemi 

President 

BottomLine Communications 
Malibu, Calif. 


Writer Steven Levy must have no 
hair on his chest because he is still 
not familiar with the A> prompt 
and the CONFIG.SYS file. (He 
called them >A prompt and 
SYS.CONFIG.) 

Hung Pham 

Topeka, Kan. 


I have a very strong belief that 
none of us dweebs ever care about 
SYS.CONFIG because the program 
that helps my PC boot up is called 
CONFIG.SYS. 

Mr. Levy’s bio notes that he au- 
thored Hackers and Artificial 
Life and has been a columnist at 
MacWorld since 1983. If he calls it 
SYS.CONFIG, does he really know 
his competitors? 

I have a PC because for as long 
as I’ve known about them, they’ve 
been cheaper in_ price/perfor- 
mance than Macintoshes and 
worth the difference because I can 
practice my dweebiness by learn- 
ing those silly little command 
prompts that make them work. 

Alan Falk 
Cupertino, Calif. 


Hot or not? 


Your list of what’s hot and 
what’s not, “Easy prom- 
ises/Hard realities” [CW, 
Dec. 27/Jan. 3], left us cold. 
We were surprised to find 
Open Database Connectivity 
(ODBC) a “not” compared 
with direct database con- 
nections because both of 
these data access methods 
serve valuable and different 
purposes. 

Direct database connec- 
tions are irreplaceable for 
high-volume, on-line trans- 
action processing (OLTP), 
where performance and 
speed are most important. 
ODBC is just as irreplace- 
able for non-OLTP applica- 
tions. The majority of busi- 
ness applications are not 
high-volume OLTP applica- 
tions and greatly benefit 
from the transparent data- 
base access provided by 
ODBC. 

ODBC won't replace direct 
database connections for 
OLTP, but for many, ODBC is 
the ideal corporate solution. 

Richard Holcomb 
President 

Q+E Software 
Raleigh, N.C. 


HP makes Open- 
ODB investment 


In the article “The fast-track fa- 
vorites” [CW, Dec. 27/ Jan. 3], the 
reference to the hybrid object/ 
relational database company 


UniSQL, Inc. inaccurately stated 
that “HP has backed away from 
this type of functionality.” 

Hewlett-Packard Co. is actively 
investing in OpenODB by develop- 
ing new partnerships, delivering 
new functionality and marketing 
those investments aggressively in 
the petroleum industry. 

The recent announcement that 
Taligent has licensed the client 
portion of OpenODB is one exam- 
ple. HP has ported the OpenODB 
client to the Sun platform, and the 
port to IBM RS/6000 workstations 
and PCs will be completed soon. 

Douglas S. Dedo 

OpenODB marketing manager 

Hewlett-Packard 
Cupertino, Calif. 


What a Rush! 


I just read the first line David 
Coursey wrote [“The way things 
ought to be,” CW, Dec. 27/Jan. 3], 
and it ticked me off! I get enough 
political BS. I don’t need it in 
Computerworld, too! 
Edward B. Horstman 
Venice, Calif. 
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Patent justice demands no monopolies 


*m asoftware designer, not a lawyer. Per- 
haps that’s why I can’t understand why 
the U.S. Patent Office would grant Comp- 
ton’s New Media a patent on multimedia 
computing. 
For the past 10 or so years, thousands 
of my colleagues have been working to 
make computers and multimedia a reality. 
Compton’s has put 
together some fine 
multimedia —_ prod- 
ucts but so have 
many others. More 
than 3.6 million CD- 
ROMs were sold in 
1993. Now, with an 
absurd stroke of an 
uninformed bureau- 
cratic pen, the gov- 
ernment has award- 
ed the rights to this 
core emerging tech- 
nology to a single 
player with an ag- 
gressive legal staff. How Kafka’s ghost must be 
laughing. 

It’s as if, shortly after Gutenberg’s printing 
press made it possible, someone published a 
book and then raced to the king’s patent office 
to claim sole ownership of that information 
storage and retrieval technology. 


It’s good that the 
U.S. Patent Office 
has decided to 
listen to other 
opinions on how 
it should handle 
software patents, 
but it shouldn’t have muddled 
into this area in the first place. 


Charles B. Kreitzberg 


To its credit, the patent office has responded 
to the widespread outcry by promising a reex- 
amination of Compton’s claim and conducting 
public hearings on patents for software. 

On the whole, I have enough faith in our judi- 
cial system to believe this ludicrous claim will 
ultimately be revoked. Surely, players such as 
Microsoft, Intel, Apple and IBM will not gra- 
ciously agree to hand 
over a percentage of 
their revenue’ to 
Compton’s coffers. In 
time this issue will 
likely be resolved, a 
few lawyers will fat- 
ten their bank ac- 
count, and the multi- 
media revolution will 
resume. Sowhat’s the 
problem? 

Ionce took a course 
in first aid that em- 
phasized the point 
that often the best 
thing to do is nothing. In short, well-inten- 
tioned but clumsy interventions can do far 
more harm than good. This is a lesson the pat- 
ent office should take to heart. The purpose of 
patents is to encourage inventions and their 
public disclosure. But, like frivolous lawsuits, 
overly broad patents can be misused by corpo- 


rations as strategic weapons aimed at their 
competition. Because these tactics are so ex- 
pensive to challenge, they paralyze the smaller 
player with limited resources. 

Any developer who copies another’s code 
violates copyright laws and should be held lia- 
ble. That’s not the issue here. The building 
blocks of software are techniques that, in 
themselves, are not original. Just as every 
Western musical composition is made up of 12 
tones arranged in a particular sequence and 
every English language book is largely based 
on the same 3,000 words, every software pro- 
gram is built out of a structure that program- 
mers arrange and adapt to create new works. 

Carry Compton’s strategy to its extreme, 
and eventually software developers will have 
to worry about who owns every technique they 
use. It would surely squelch creativity if every 
program needed a legal review. 

Recently, it was eloquently argued that the 
North American Free Trade Agreement must 
pass so that needless regulation will not con- 
strain entrepreneurs. We should apply that 
same argument to software patents. At the 
least, we should demand that the patent office 
know what it is doing when it grants monopo- 
lies. 





Kreitzberg is president of Cognetics Corp., a multi- 
media software developer in Princeton, N.J. 











Information highway: Communicopia or cargo cult? 
Max D. Hopper 


rior to World War II and the influx of 
GI airfields, the aborigines of New 
Guinea were one of the world’s most 
primitive and isolated cultures. En- 
chanted by Hershey bars, C rations 
and Lucky Strikes flown in on great 
silver birds, they were equally dis- 
mayed when the last plane pulled out. For 
years after the war, these abandoned tribes 
erected bamboo effigies of control towers and 
engaged in rituals of ianding activities, hoping 
toagain attract the cargo planes. They became 
known as “cargo cults,” people whose naive 
belief was “Build it, and they will come.” 

Could a similar article of faith be fueling our 
frantic push to build the information highway? 
Americans, too, are feeling abandoned by the 
heady prosperity of the 1980s and yearn for the 
largess this “communicopia” promises to de- 
liver... ifit flies. 

As the once disparate technologies of TV, 
movies, telecommunications and computers 
coalesce, we are poised to deliver a diverse ar- 
ray of interactive multimedia services to the 
home. If the massive quantities of investment 
capital, technological research and develop- 
ment energy, media hype and political enthusi- 
asm we're throwing at this effort can make it 
so, then we will surely launch the golden age of 
information and ignite our economy. 

Using fiber, coaxial and compression tech- 
niques as the digital pavement for this high- 


way, both regional telephone companies and 
cable companies are assured virtually unlim- 
ited bandwidth at negligible long-term cost. 
We’ve seen a frenzy of competitive and collab- 
orative maneuvers, as well as grandiose 
investment plans from those who would pave 
the highway to our 
living rooms. 

Equivalent efforts 
are being focused on 
building the elabo- 
rate servers and 
switches at one end 
and plug-and-play 
boxes at the other. 
But their exact na- 
ture is still much 
fuzzier than that of 
the conduit that will 
link them. To a large 
extent, their design 
will be determined 
by the multimedia 
vehicles that travel the highway. 

The range of potential offerings is rich and 
varied, yet the pivotal questions are: What do 
consumers want? How much will they pay? 
And how soon will their preferences yield a 
payback? 

It’s assumed that the sheer scope of offer- 
ings, their visual richness and ease of use com- 
pared with character-based, on-line services, 


OK, we know 
the information 
highway will 


wonderful 
services. But, 


let’s face it, they 


really don’t have 


eventually deliver 


won't arrive tomorrow, and we 


about what they'll be. 


such as Prodigy and CompuServe, and the 
huge economic thrust behind them will pro- 
mote an unprecedented adoption curve. And 
many think the Clinton administration’s sup- 
port will accelerate consumer acceptance. 

For all the euphoric predictions, no one real- 
ly knows when this 
will become main- 
stream _ technology. 
Radio, the first break- 
through in mass elec- 
tronic communica- 
tion, took 11 years to 
reach half the house- 
holds in the U.S. But 
that was a 
pacedera. 

I believe those of us 
awaiting the arrival 
of the communicopia 
are on firmer ground 
than the hapless car- 
go cultists. Given the 
well-funded and massively parallel develop- 
ment effort in progress, it’s likely we'll have the 
basic infrastructure, proven hardware sys- 
tems and a variety of marketable products 
within five years. Where the information high- 
way will lead us beyond that is anyone’s guess. 


slower- 


a glimmer 





Hopper is chairman of AMR Corp.'s Sabre Technology 
Group. 


COMPUTERWORLD FEBRUARY7,1994 35 





“Oops - | forgot to 
log off again.” 
One-size fits all 
50/50 blend Cotton/ 
Polyester. Made in 
U.S.A. 


“Don't panic! Just push 
the escape key.” 


Ceramic 10 oz Mug. 


“What's the digital 
bathroom scale 
doing in my laptop 


case?” 


32. oz. Sip-it Bottle 
with insulator. 


“What's the digital 
bathroom scale doing 
in my laptop case?” 
Roomy 100% natural 
cotton canvas with 
webbed straps, 14" x 9". 


“Bud and Elliot 
Grundt develop 
the first Main- 
frame Mouse.” 


Mousepad, 
8 1/2" x 7 3/4". 


“Don’t panic! Just 
push the escape key.” 
Durable and roomy, 

16" x 9" black cotton 
canvas - includes 

sturdy webbed straps & 
zipper. Made in U.S.A. 


Give the gift of laughter. 


What's so funny about technology? 


Plenty — especially if you follow the cartoons of Rich Tennant in 


Computerworld. 


The fact is, Tennant’s whimsical “Sth Wave” series has brought smiles to 
the faces of hard-working Computerworld readers since it first appeared 


in 1990. 


Now we've taken some of his all-time funniest cartoons and turned them 
into a line of custom products that are guaranteed to delight and amuse. 


ORDER FORM 


To order a Computerworld gift, fill out this form 
and fax or mail it to: 
COMPUTERWORLD 
P.O.Box 9171 
Framingham, MA 01701 U.S.A. 
Attn: Product Fulfillment 
Can't wait? 
Call 1-800-222-7545 or 
Fax (508) 626-8258 


(Monday-Friday 8:30-5:30 EST) 
SHIP TO: 


Name 

Company 
Address (Please use street address; UPS does not deliver to P.O.Box) 
City 


State/Province Zip/Postal Code 


Country 


( ) 


Daytime Phone 


Having trouble finding the right gift for a business associate who’s just 


been promoted? Looking for an affordable birthday present for a 


co-worker? Need creative holiday gifts for client’s in the IS industry? 


Computerworld products are just the ticket. 


You don’t need a special occasion to give a Computerworld gift. 


But you do need to order right away, since supplies are limited. 


Just fill out the attached form or call us at 1-800-222-7545 or fax 
your order to (508) 626-8258. And give the gift of laughter. 


To order: Fax 508-626-8258 or Call 1-800-222-7545. 
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C3AD3 Mousepad 


Item Price | Quantity | Amount 


$7.99 


CiAD3 Mug 


1 


| 





C2AD3_ Sip-it $7.99 





$4.99 


C4AD3_ T-shirt $15.99 





C5AD3 Sweatshirt $24.99 





C6AD3 Duffle $16.99 
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C7AD3 Tote Bag $12.99 


AVOID DELAY! Please include Shipping & Handling 
if your merchandise subtotal is: 


UP TO $10.00 


Subtotal 
$2.50 





$10.01 $20.00 
$20.01 $35.00 
$35.01 $50.00 
$50.01 - $100.00 : Sales Tax™* 
OVER $100.00 a 

* For Canada and International orders, please add Total 
$5.00 per item for Shipping and Handling. 


Shipping & i. 
Handling* 








i 


** Residents of MA, CA, NJ, GA and DC, add applicable sales tax. Canada residents add G.S.T. 





Method of Payment (in U.S. dollars only) 


Check or Money order payable to: COMPUTERWORLD 
VISA _1MC _) AMEX 
Card No. 


LEE ee So 


Exp. Date 








Signature 


Your credit card will not be charged until your items are shipped. 


Thank you for your order! 
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Newton PDA faces uphill struggle 


Interest in entire genre wanes 


By James Daly 


Six months after the debut of Apple Computer, Inc.’s 
Newton MessagePad, the personal digital assistant (PDA) 
market still has not made the splash that some had pre- 
dicted. 


The company has sold only 80,000 of the machines since 
August, Apple Vice President Gaston Bastiens said at an in- 
dustry conference recently. More than 70% of those sales 
came in the first eight weeks from technological curiosity 
seekers. 

The problem, analysts said, is that key communications 
components of the MessagePad remain unavailable, hob- 
bling its promise of “anytime/anywhere” computing. 

“It’s hard for companies to commit when the pieces aren’t 
all in place,” said Pieter Hartsook, who reports on the Mac- 
intosh industry in his newsletter “The Hartsook Letter” in 
Alameda, Calif. “These are all look-see units. No oneis going 
to buy these units to do production work when everything is 
not all there.” 

In order to get the Newton train out of the station and 
make it appealing to corporate America, Apple needs to fill 
these gaps, analysts said. Without key components such as 
two-way paging capabilities and a built-in fax modem, “a 
lot of the benefits of the product are unclear,” said Jeff Hen- 
ning, an analyst at BIS Strategic Decisions in Norwell, Mass. 

Hartsook said he expects to see a marked uptick in Mes- 
sagePad sales when the key connectivity additions become 
available by midyear. 


PDAs starting slow all around 
The Newton is not the only PDA to be off to a slow start. 
Sales of a competing product called Zoomer aren’t doing 
much better, according to Andrew Seybold, editor of the 
“Outlook on Mobile Computing.” Seybold estimated that the 
three companies manufacturing the Zoomer — Tandy 
Corp., Casio Computer and AST Research, Inc. — have sold 
only about 60,000 Zoomers. 

In the Silicon Valley, start-up Eo, Inc. is pleading with 
AT&T and other backers to pump more than $3 million into 


NACE ac 


Jose E. Bruzual 


80,000 sold since August 1993 introduction. 


Analyst Pieter Hartsook said he 
Apple to sell 200,000 Newtons this year 
and 450,000 in 1995. 


AT LEAST THREE NEWTONS IN 1994, INCLUDING— 


A slim MessagePad powered by four AA 
batteries in the first half of the year. 


A heavier model — about 3 pounds — with 
vertical applications such as data collection. 


The NotePhone from Rolm, a standard analog 
phone with a docking station for a MessagePad. 


$1 million contract from the U.S. Department 
of Defense to explore medical applications. 


Apple officials say more than 2,000 
developers are working with Newton's 
software developers kit. 


More than a million PDAs will be in the hands 
of corporate users by 1996, according to BIS 
Strategic Decisions. 








the company to finish development of a new pen-based com- 
municator due later this year, sources close to the company 
said. Eo has reportedly sold only a few thousand of its de- 
vices each month since introducing it a year ago, and Chief 
Executive Officer Alain Rossman recently told employees 
that areorganization could cost up to half their jobs. 

Without its critical componentry, the Newton has re- 
mained a tough sell in a land where corporate information 
systems budgets have tightened considerably during the 
past two years. 

“I’m more interested in putting full-fledged workstations 
on desks than getting the Newton in the hands of users,” 
said Steven Erde, director of academic computing at Cornell 
University Medical College in New York. 

Apple CEO Michael Spindler has acknowledged that the 
Newton MessagePad has experienced some critical barbs 
since its introduction at last summer’s Macworld expo. He 
compared its rocky reception to the early days of television 
when the technology was awkward and incomplete, giving 
no hint of the immense societal changes to come. 


Desperately seeking applications 

The big push now for PDA makers is to make the devices 
indispensable. For a hardware manufacturer, that means 
applications, and lots of them. Only about 40 Newton appli- 
cations are now available, although Apple officials said 
more than 2,000 developers have the software developer’s 
kit. 

“We can talk about how clever the technologies are and 
how easy it is to buy them, but the only way we’re going to 
kickstart the industry is through content,” said Robert 
Growney, vice president and general manager of Motorola, 
Inc.’s Paging and Wireless Data Group. Growney promised 
that Motorola would deliver a two-way modem for the New- 
ton later this year. 

That’s great, users said, but Apple still needs to work on 
some of the Newton basics, such as speed. “It’s still ago- 
nizingly slow,” said Bruce Gordon, adesigner at Walt Disney 
Imagineering in Glendale, Calif. 

Analysts said the Newton may take some time — perhaps 
years — to catch on. “Building an industry takes a long 
time,” Henning said. “The Mac was declared dead a year 
after it was introduced.” 


a nightmare,” said Brian Livingston, au- 
thor of Windows 3.1 Secrets, a best-sell- 


Plug-and-play revolution hailed by users 


By Stuart J. Johnston 





The arrival of PCs supporting the plug- 
and-play specification promises to begin 
simplifying configuration problems that 
have plagued systems managers since 
the advent of the PC. 

Once those PCs arrive — with operat- 
ing systems that incorporate plug-and- 
play support — systems managers will 
be able to spend their time on more pro- 
ductive tasks, proponents claim. 

Still, users are simply not going to 
ditch the 100 million-plus PCs that al- 
ready exist worldwide. However, these 
users will not be totally left out of the 
promised benefits of plug and play — 
particularly if they install Chicago, said 
Carl Stork, director of Windows platform 
development at Microsoft Corp. 

The plug-and-play specifications de- 


fine capability standards for PCs, add-in 
and peripheral hardware, and software 
to automatically recognize what ele- 
ments are in a system and dynamically 
configure them to work together without 
user intervention. 


Time of transition 
Users hailed the onset of a plug-and-play 
revolution but acknowledged it will take 
years before older hardware is phased 
out. “There will be a transition period 
where you have old machines with plug- 
and-play cards [in them],” said Brian 
Moura, assistant city manager for the 
city of San Carlos, Calif. Moura said he 
sees plug and play as the most compel- 
ling reason for users to adopt Chicago. 
Akey piece of the plug-and-play puzzle 
is an operating system that supports the 
specifications, and Chicago is expected 


to be one of the first to do so when it ships 
by year’s end. 

While IBM has also promised to in- 
clude plug-and-play support in OS/2 and 
has made serious inroads on desktop 
PCs, Windows still owns a vastly larger 
market share. It currently runs on some 
50 million PCs vs. a little over 4 million 
for OS/2, according to figures provided 
by the companies. 

Microsoft predicted in December that 
it will sell 50 million units of Chicago, also 
called Windows 4.0, in the 12 months af- 
ter it ships. 

Over time, as the world purchases PCs, 
peripherals and software that supports 
plug and play, systems managers hope to 
see the time spent on resource manage- 
ment greatly decline. 

“This is an area that has fantastic pos- 
sibilities [because] the situation today is 
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ing book on using Windows. 


Chicago beta nears 
Microsoft demonstrated Chicago’s dy- 
namic plug-and-play capabilities at Com- 
dex/Fall 93 in Las Vegas. It is scheduled 
to enter formal beta testing next month. 
While the world waits for upgrades to 
plug-and-play PCs and _ peripherals, 
benefits will be gained for users who add 
a plug-and-play-compatible device such 
as an add-in card to an existing PC. 
“Chicago will look at everything you've 
got now and note it and attempt to con- 
figure the new card using whatever re- 
sources are available,” such as unused 
hardware interrupts, Stork said. “If it 
can’t, it will give you a message saying it 
can’t use those resources and suggest 
what you might do to enable that [to hap- 
pen], such as ‘Move the interrupt on your 
network card.” 
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WIN THIS HARDWARE 


B> Have you developed a heads-up custom application for Windows”? Then enter it in the 
third annual Windows” World Open. You could walk away with crystal-clear proof of your 
ingenuity. Plus gain the respect of your organization and the admiration of your peers. 


Meet industry luminaries face to face. And be featured in Computerworld. 


If your custom solution (not for resale) makes it to the finals, you’ll demo it on the show floor at Windows World in Atlanta, 
May 23-26, 1994. We'll arrange for shipping the necessary equipment to the Windows World Open booth. You'll also get free 


admission to the conference. Plus a private reception in your honor. If your application wows the judges, Bill Gates will person- 


COMPUTERWORLD ally present you with a trophy at the prestigious Windows World Open Awards Ceremony. 
Microsoft 
#8 WINDOWS WoRLD 


B® So send us your brainchild by midnight January 24, 1994. 
Who knows? You may walk off stage with this hardware. 


Call the Windows World Open toll-free hotline now at 


FORTUNE (800) 829-4143 to receive your official entry kit. 


ater New 


0 WINDOWSWORLDOPEN 


COMPUTERWORLD'S CUSTOM APPLICATION CONTEST 


is void where prohibited by law. No purchase necessary. ©1993 C W Publishing, Inc. Computerworld. An IDG Company. Windows and the Windows logo are trade- 
World Open are properties of INTERFACE GROUP- NEVADA, Inc 
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Videoconierencing catches on 


Personal conferencing group to create 
desktop videoconferencing standards 


By Michael Fitzgerald 





You too can have a meeting with- 
out ever leaving your desk — if a 
new industry group proves suc- 
cessful. 

The Personal Conferencing 
WorkGroup, spearheaded by Intel 
Corp., plans to put together a 
specification to create a standard 
for desktop videoconferencing. 
According to Intel, the group in- 
cludes communications heavy- 
weight AT&T and every maker of 
videoconferencing 
systems, including 
PictureTel Corp. and 
Vtel Corp. 

Pat Gelsinger, vice 
president and gener- 
al manager at Intel’s 
Personal Conferenc- 
ing Division, said that 
Intel was acting as a 
facilitator to bring the 
group together. 

“There is nothing 
that fills this space 
called personal con- 
ferencing today. So 
these powerful play- 
ers from key indus- 
tries are committing 
to develop’ these 
specs,” Gelsinger 
said. 

Analysts acknowl- 
edged that the play- 
ers were powerful but 
pointed out that pow- 
erful players have 
botched alliances be- 
fore. 

“A mass of vendors 
with the stature of 
AT&T, Intel and Com- 
paq is important to 
the potential delivery 
of solutions, but oth- 
erwise, I don’t know 
why this group is dif- 
ferent than any oth- 
er,” said Richard Zwetchken- 
baum, an analyst at International 
Data Corp. in Framingham, Mass. 


Looking out for No. 1 
Intel’s facilitation is largely self- 
interested because the chip maker 
can sell more powerful chips (and 
perhaps more of them per system) 
if processor-intensive applica- 
tions such as full-motion, real- 
time video become commonplace. 
Intel also has a number of prod- 
ucts oriented toward communica- 
tions, such as its Indeo video soft- 
ware and its ProShare 
videoconferencing products (see 
story at right). 

Gelsinger said that one goal of 


Who’s in 


The Personal 
Conferencing 
WorkGroup includes 
AT&T, Compaq 
Computer Corp., 
Compression Labs, 
inc., Ericsson Business 
Networks AB, Lotus 
Development Corp., 
Northern Telecom, 
inc., Novell, Inc., 
PictureTel, Software 
Publishing Corp., 
WordPerfect Corp., 
Vtel Corp. and 
VideoServer, Inc. 
Notable names 
missing include IBM 
and Microsoft. 


the new specifications group is to 
engender interoperability among 
all systems, including room-size 
systems, some of which now use 
only proprietary technologies. 
The group also hopes to have a sol- 
id specification fleshed out by mid- 
year, Gelsinger said. 

Microsoft Corp. is notably ab- 
sent from the organization, but 
Gelsinger said the group hopes it 
will join. 

An early example of a product 
that might meet the group’s speci- 
fication is  Voice- 
Span, an AT&T Para- 
dyne product an- 
nounced late last 
year. VoiceSpan gives 
users the ability to 
run voice and data si- 
multaneously over a 
phone line. 

Recently, Canon, 
Ine., Matsushita Elec- 
tric Industrial Co. and 
two AT&T units an- 
nounced they would 
use VoiceSpan_ in 
products such as tele- 
phones and fax ma- 
chines. 


INIINIYIINOD 


Good for games 
VoiceSpan also sup- 
ports, via conferenc- 
ing software, the abil- 
ity to do two-way 
interactive messag- 
ing or even video 
game playing. Sega of 
America’s new Edge 
16 interactive game 
module, expected to 
ship early in the sec- 
ond half of the year, 
will use VoiceSpan to 
let children play video 
games with one an- 
other remotely. 

Don Cooper, presi- 
dent of AT&T Para- 
dyne’s Personal Communication 
Technologies unit, said the compa- 
ny was negotiating with a number 
of modem makers to add Voice- 
Span capability to their modems. 
Currently, the Dataport 2001 mo- 
dem from Paradyne is the only 
product shipping with VoiceSpan. 

“VoiceSpan solves just the au- 
dio/data piece of the problem, but 
it’s a great example of a technol- 
ogy that we need to meld into the 
specification,” Gelsinger said. 

Even when the specification is 
set, it will still take most of the de- 
cade to achieve its goals, he said, 
adding that development of the 
specification goes hand in hand 
with product development. 





Intel’s technology direction right on with ProShare 


By Michael Fitzgerald 





@ Intel Corp.’s vision of the desktop of the fu- 
ture requires a lot of effort from system ven- 
dors and third-party developers. It also has 
several holes, including a lack of networking 
support, no cross-platform capabilities and a 
dependence on Integrated Services Digital 
Network (ISDN). 


Still, analysts said Intel’s tech- 
nology direction, with its ProShare 
document-sharing program and 
its videoconferencing add-in 
boards, is compelling and will be- 
come cost-effective. 

ProShare “changes the way peo- 
ple work,” said Richard Zwetch- 
kenbaum, an analyst at Interna- 
tional Data Corp. in Framingham, 
Mass. Zwetchkenbaum said the 
opportunity to remotely collabo- 
rate on documents could well 
prove revolutionary for corpora- 
tions. 


Different views 

Some users agreed. While some 
have suggested that ProShare is a 
poor man’s groupware, Stephen 
Casey, manager of office technol- 
ogies at U.S. Bancorp. in Portland, 
Ore., said he uses products such as 
Lotus Development Corp.’s Notes for different 
things. 

“T use Notes to share information,” Casey 
said. “Notes is more of acollaborative package, 
where ProShare [lets] you share a document.” 
Casey added that sharing applications would 
be valuable to his company. 

The videoconferencing picture is less inter- 
esting, for now. 

William I. Lodge, project leader at Turner 
Corp., a multinational construction company in 
New York, said his firm does not view videocon- 
ferencing as cost-effective and has little de- 
mand for it from users. 

The reluctance of some companies aside, 
Zwetchkenbaum said desktop videoconferenc- 
ing will eventually become a solid addition to 
corporate computing as price points drop. 
Right now the video add-in boards list for 
$2,495, but they can cost up to $1,300 less than 
that. 

“$1,200 is a lot less than it used to be, and it’ll 
be $500 in 18 months. You have something then” 
that the mass market will want to buy, Zwetch- 
kenbaum predicted. 


Hardware limitations 

For now, Intel is offering the industry only 
building blocks, with plenty of holes in the foun- 
dation still to be filled. The most obvious hole, 
from an enterprise perspective, is that Pro- 
Share software and videoconferencing boards 
work only with Intel-based products. 

“The Intel architecture is our goal. We have 
to win there, in the mass market,” explained 
Andrew S. Grove, Intel chief executive officer 
and president. “If we do that, other people will 
join us and then can go to other platforms.” 

Pat Gelsinger, vice president and general 
manager of Intel’s Personal Conferencing Divi- 


sion, pointed out that ProShare’s supporters 
include some PC software heavy hitters — Lo- 
tus, Microsoft Corp., Novell, Inc., Software Pub- 
lishing Corp. and WordPerfect Corp. among 
them. These companies make software that 
runs on non-Intel platforms, and Intel expects 
companies such as these to bear the brunt of 
developing for other platforms. 








intel’s ProShare video server will allow users in different 
locations to view one another while working together 


“For the most part, we will rely on other peo- 
ple” to build software on other platforms, Gel- 
singer said. He also said that ProShare’s 
“specs are not wedded to Windows.” 


More ProShare to come 

Sources said Intel itself will introduce a Macin- 
tosh version of ProShare in May, but the com- 
pany refused to comment. CrossWise Corp. in 
Santa Cruz, Calif., demonstrated a similar type 
of product that connects PCs to Macintoshes at 
Demo 94 [CW, Jan. 24]. Gelsinger said Intel will 
also release a version of the software that runs 
video over a LAN. 

Intel has garnered the support of five major 
hardware vendors, including AST Research, 
Inc., Compag Computer Corp., Dell Computer 
Corp., Digital Equipment Corp. and Gateway 
2000, Inc. These supporting partners may give 
ProShare — and desktop videoconferencing — 
some weight in the marketplace down the line. 

Patrick P. Day, director of graphics/video/ 
audio subsystems at Compaq, said the firm will 
likely bundle ProShare with its systems and of- 
fer the video boards as an option later in the 
year. 

Despite broad-based support from private 
branch exchange makers and several regional 
Bell operating companies, trouble may loom 
behind Intel’s decision to base its videoconfer- 
encing on ISDN, which continues to lag in the 
U.S. market. Customers are trying to find ways 
to achieve their goals without ISDN. 

For instance, on the same day as Intel’s an- 
nouncement, Aox, Inc. unveiled boards that by 
year’s end will allow for sub-$1,000 video tele- 
conferencing over lines that are not tweaked to 
run ISDN. Based on digital signal processor 
technology, the Aox boards will also function as 
sound cards or 19.2 bit/sec. fax/modems. 


COMPUTERWORLD FEBRUARY 7,1994 41 





Desktop Computing 


Developers dread 32-bit OLE rewrites 


By Stuart J. Johnston 
and Ed Scannell 


Some developers said they are not look- 
ing forward to Microsoft Corp.’s intro- 
duction of custom controls for Object 
Linking and Embedding (OLE) because 
they will probably need to rewrite much 
of their existing code. 

Known internally at Microsoft as OLE 
Control Extensions, or OCX, the OLE con- 
trols are 32-bit hybrids of the 16-bit cus- 
tom controls for Visual Basic, called 
VBXs [CW, Jan. 24]. As such, the OCXs 
will replace the VBXs. Although Micro- 
soft is expected to provide some tools to 
help with this migration, it is not yet clear 
how much manual work will be involved. 

There are no precise statistics on how 
many VBX programmers will be affected 
by this move, but there are more than 100 
VBX packages available. 

When Visual Basic was introduced, it 
allowed third parties to develop custom 
controls that can be automatically in- 
stalled into the language’s programming 
environment. These controls are little 
ehunks of code, in the form of objects, 
that allow developers to, for example, in- 
sert a spreadsheet into an application. 
The VBXs can be used by picking them 
off the tool palette and dragging them in- 
to the program space. The innovation led 
to an explosion of VBXs from third-party 
developers. 

Likewise, OCXs will eventually help 
simplify corporate programmers’ lives 
by allowing information systems shops 
to purchase some of these custom con- 
trols or create their own. OCXs will also 
work with languages besides Visual Ba- 
sic, but in the short term, all 16-bit VBXs 
will have to be rewritten to become 32-bit 
OCXs. 


Facing the inevitable 

Microsoft officials acknowledged that 
VBXs will become obsolete with the ad- 
vent of Windows 4.0, or Chicago-specific, 
applications. But they pointed out that 
taking advantage of upcoming 32-bit sys- 
tems will require that 16-bit code be re- 
written anyway. Additionally, VBXs will 
continue to be supported under Chicago 
for users running old 16-bit Windows ap- 
plications. 

“At this point, | can see that [will be a 
problem] because one [VBX] can take a 
whole day to write,” said Jonathan Bor- 
den, computer systems manager for the 
educational systems group at the Uni- 


HIRING 
ENTRY LEVEL 
LS. TALENT? 
Reach 100,000 top students on 
top campuses by advertising in 
Computerworld’s annual Campus 


Edition in October. 
Deadline: Sept 16 


800 343-6474, x201 
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versity of Texas at Austin’s chemistry de- 
partment. Borden’s group, which writes 
computer-aided educational software, 
has written some VBXs itself and has 
purchased others for use in its software. 

A Microsoft spokesman said the VBX- 
to-OCX change will require “some work, 
but it is not like it is a sea change.” 

Some analysts took Microsoft's view. 


FEBRUARY 7, 1994 


“Microsoft has never tried to make the 
ease that developers can easily migrate 
16-bit code to 32-bit,” said John Rymer, 
editor of the “Distributed Computing 
Monitor,” a monthly report published by 
-atricia Seybold Group in Boston. “Hey, 
that’s tough, but it’s just the way life is.” 

The company is scheduled to an- 
nounce tools to simplify writing OCXs in 


March. But so far developers have been 
kept in the dark as to how much the tools 
will help and how hard the transition will 
be, leaving some feeling edgy. 

“My concern would be in the time in- 
vestment and in learning [to use] the 
tools so it would still be a major impact,” 
said John McComb, supervisor of re- 
search and development at Continental 
Healthcare Systems, Inc. in Libertyville, 
Ill., a developer of software systems for 
hospitals. 
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Microrim, Inc. has introduced R:Base 
4.5 Plus, a 32-bit multiuser relational 
database management system for 
DOS PCs. 

According to the Bellevue, Wash., com- 
pany, Version 4.5 offers more than 50 new 
features and enhancements designed to 
make it easier for users to perform com- 


plex data management tasks without 
programming. 

Enhancements include improved 
speed, updatable multitable views, mul- 
tiuser import/export facilities, dynamic 
pop-ups in forms, expanded querying ca- 
pabilities with outer joins and scrollable 
cursors. 

R:Base 4.5 Plus costs $795. Five-user 
LAN packs are available for $995. 

& Microrim 

(206) 649-9500 


Seagate Technology, Inc. has intro- 
duced the 2.14G-byte, 1-in.-high Barra- 
cuda 2LP (low profile) and the 4.3G-byte 
Hawk 4 disk drives. 

According to the Scotts Valley, Calif., 
company, the Barracuda 2LP provides a 
speed of 7,200 rotation/min. with an av- 
erage latency of 4.17 msec, an average 
read seek time of 8 msec and a 512K-byte 
multisegmented adaptive cache. 

The Hawk 4 features a speed of 5,400 
rotation/min. with an average latency of 





“I’ve spent a bazillion dollars 


building our information systems. 


So why am I not smiling?” 


Now you can unlock the information 


trapped in your enterprise and deliver 


it to your users. 


Introducing Huron —the first 


Distributed Business Information System 


Ten thousand users can't get at the information 


they need, and you're the one they call. It’s time 


to get Huron 


Huron is a revolutionary software system 


that builds and distributes integrated informa- 


tion across corporate desktops, departments 


and divisions. 


With a user interface, transaction manager, 


application development and maintenance 


environment in one, Huron turns incompatible 


databases and hardware into a single, enterprise- 


wide information system. 


Users gain a consolidated view of critical 


data. And prior system investments coexist 


peacefully with new technology. 


Start satisfying the needs of the business anc 


your IS community. Evaluate Huron now. 


Call Amdahl today at 1-800-447-0044, ext. 202. 


More Power In One 


HURUN 


from Amdahl 
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5.56 msec, an average read seek time of 9 
msee and a 512K-byte multisegmented 
adaptive cache. 

Pricing ranges from $1,695 to $2,250. 

» Seagate Technology 

(408) 438-6550 
Canon Computer Systems, Inc. has in- 
troduced the LBP-860 
Printer. 

According to the Costa Mesa, Calif., 
company, the product offers 600 dot/in. 


Business Laser 


output and 8 page/min. speed, and it can 
print most Adobe Systems, Ine. Post- 
Script Level 2 documents with 2M bytes 
of standard memory. 

The LBP-860 also provides automatic 
interface switching, which allows both 
PC-based and Macintosh users to share 
a single printer without a network. 

The LBP-860 costs $1,839. 

p> Canon Computer Systems 

(714) 438-3000 


Pagine has introduced C20A, a full-color 
Digital Equipment Corp. DEC VT420- 
compatible terminal. 

According to the San Jose, Calif., com- 
pany, the C20A is a high-performance 
model with ANSI emulations and full- 
color display. 

Users can choose 16 foreground- and 
16 background-independent and simul- 
taneous colors from a palette of 262,144 
selections. 

Features include high-resolution dis- 
play and software support for a serial, in- 
dustry-standard mouse using ANSI se- 
quences. 

The C20A can be used by Digital and 
Unix users. 

The terminal costs $399. 

& Pagine 

(408) 944-9200 


Product short 


Epson America, Inc. has introduced the 
ActionPrinter 3260, a color-upgradable, 
24-pin impact printer. Features include 
10 built-in fonts, a front-loading, 50-sheet 
paper tray, horizontal or vertical opera- 
tion capability and a two-button control 
panel. Cost: $299. Epson America, Tor- 
rance, Calif. (310) 782-0770. 


june 12-15, 1994 
Scanticon Conference Center & Resort 
Suburban Denver, Colorado 
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INTRODUCING THE 
DOWNTIME ISN 


At Dell, we talk to over 10,000 
customers each day. So when we 
began to design our new server and 
support offerings, we knew that 
downtime was not an option. 

That's why everything you see on 
this page was designed to keep your 
network up and running smoothly. 

To prove this isn't just lip service, 
we'll send you a few case histories 
showing how others have benefitted 


from Dell’s full line of advanced 
systems. As well as our Advanced 
Solutions Capabilities Guide which 
describes our complete network 
offerings in greater detail. 

Call us today to talk with a Dell 
sales representative or for a referral to 
one of our network resellers. 

Then you'll start using servers 
that actually serve you. Rather than 
the other way around. 


Sa 
ed 
cd 
Hes 


The Dell® SCSI Array supports 
multiple RAID levels of 
redundancy to protect ‘your 
data. Or to put it another 


way, we've got you covered. 


Dell PowerEdge™ servers are 
designed with separate cooling 
compartments. Each one has 


been equipped with its own fan to keep 
components, and of course you, cool. 


*Guarantees available in USA only for registered owners of Dell PowerEdge Series systems. For a complete copy, please call our TechFax™ line at 1-800-950-1329 or write Dell USA L.P., 9505 Arboretum Blud., Austin, 





NEW DELL SERVERS. 
"T AN OPTION. 


Dell’s new hot plug 

drives allow you to 
ieee swap out a failed disk 
without turning off the system. It’s really 
one of the hottest ideas in servers. 


Our servers have gone 
—_ h ois 
— through a battery of testing by 
Novell® to ensure NetWare* 
compatibility. Novell’s done 
all the hard work for you. 


= 
2 
3 
3 
3 
3 
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Our new servers have the option 
to monitor temperature just about 
everywhere.Which means the server 
can warn you about any overheating 
problems before your users do. 


Dell’s PowerEdge servers 

offer Error Checking 
and Correcting memory to guard against a 
system crash due to a memory error. Yet 
another uptime option we give you. 


Only Dell guarantees access to 
% technical support within five 
minutes: (That's a person, not 


an answering machine.) 


FOR ADVANCED SYSTEMS INFORMATION, CALL 


800-348-3355 


HOURS: MON-FRI 7AM-9PM CT SAT IOAM-6PM CT SUN 12PM-5PM CT 
CANADA* 800-668-3021. MEXICO CITY* 228-7811. KEYCODE #11HH6 


TX 78759-7299. Attention Guarantees. Novell and NetWare are registered trademarks of Novell, Inc. Dell disclaims proprietary interest in the marks and names of others. ©1994 Dell Computer Corporation. Alll rights reserved 





If the server goes down, youre 
not the only person in the office 
that'll be in a panic. But all those 


little love notes can easily be 


avoided if you happen to have the 
new Dell” PowerEdge™ servers. 
First off, you'll never have to 
shut down your Dell server or 
cripple the network to replace a 
single drive. Because we offer 


optional slide-in hot plug disk drives 
that snap in and out in seconds. 

What used to be about an hour 
of downtime due to a failed drive, 
just got reduced to zero downtime. 

You heard it right, zero. 

In fact, now servicing any part 
of your server is easy, starting with 
an easy-access chassis that slides 
open. No toolbox needed. And a 


Novell and NetWare are registered trademarks of Novell, Inc. Dell disclaims proprietary interest 





HOT SEAT. 


riser separate from the rather have you hear it straight — to one of our network resellers. 
motherboard also 8 | from our customers. We'll be glad Then you can put us on the hot 
makes upgrades easier, Pats | to send you a few case histories _ seat for more information. 


since there’s no need showing how our servers stack up. 
Nef | rt Bi me - - 
to remove network or NWS) weil also send you our Advanced 
expansion peripherals. And that — Solutions Capabilities Guide, which 
will reduce downtime to hardly describes our complete network FOR ADVANCED SYSTEMS INFORMATION, CALL 
any time at all. offerings in greater detail. 800 284 119 
a - 
We could go on and on about So call today to talk with a 


HOURS: MON-FRI 7AM-9PM CT SAT IOAM-6PM CT SUN 12PM-5PM CT 


how great our servers are, but we'd sales representative or for a referral —— cananas 200-668-3021. MEXICO Citys 228-781). KEYCODE #11HH7 


in the marks and names of others. ©1994 Dell Computer Corporation. All rights reserved 





Imagine, a fourth of your data 
just vanished without any hope of 
retrieving it. Nice thought, eh? 

Fortunately, that scenario is 
pretty much unimaginable since 
our new PowerEdge” servers have 
an optional Dell® SCSI Array. 

You can set RAID levels for the 
performance, redundancy and 
protection you need. And configure 


hot spare drives that automatically 
rebuild your data if another drive 
fails. And hot plug drives allow you 
to replace a failed disk without 
turning off the system. It’s like fixing 
a flat tire while youre driving. 
What's more, as your company 
grows, so will your Dell server. 
We offer the latest Pentium” 
processor-based designs, including 


Pentium is a trademark of Intel Corporation. Novell and NetWare are registered trademarks of Novell, Inc. Dell 
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NOT A RAY OF HOPE. 


lightning-fast 60 and servers can more than keep up ___ representative or for a referral to one 
66MHz systems. _— with any growing network. of our many network resellers. 
bi h ‘ r. 
Our 486 servers st Need proof? We'll send you a few Meanwhile, keep your fingers crossed. 


can be upgraded to case histories showing how others a 
use a fully optimized NetWare have benefitted from Dell’s servers. DSLL 
Pentium processor board. What’s We'll also include our Advanced 

more, with at least seven expansion Solutions Capabilities Guide which FOR ADVANCED SYSTEMS INFORMATION, CALL 


slots, RAM to 128MB, and disk fully describes Dell’s complete 800-245-3519 


space up to 114GB by using our _ network offerings. : 
_ a ~ 2 HOURS: MON-FRI 7AM-9PM CT SAT IOAM-6PM CT SUN 12PM-5PM CT 
external media systems, our new So call today to talk with a sales ——canavas 900.668:3021. MEXICO CITY 228-7811. KEYCODE #11HHB 


disclaims proprietary interest in the marks and names of others. ©1994 Dell Computer Corporation. All rights reserved 





Hello, 


this is Dell DirectLine 
network support. 
May | help you? 


URGENT CARE. 


When something goes wrong 


with your server, you want people 
who will not only listen to your 
problems, but will do something 
about them. Now. 

Which is why you want Dell 
on your team. Because along with 
designs that maximize your uptime, 
every new Dell” server comes with 
technical support that minimizes 


your downtime. (That’s the time 
network managers spend cursing 
=a the day they bought 
their server. ) 
Standard on all 
our new PowerEdge™ 
servers is our new BusinessCare™ 
plan, a three-year program to 
ensure you have all the service 
and support you need. Included 


as part of BusinessCare is a one- 
year contract for DirectLine;“ an 
advanced network support hotline 
giving you fast access to our staff 
of Novell® and Banyan™ certified 
network engineers 
24 hours a day, seven 
days a week. 

So when you need 
help, you wontt have to 


Novell and NetWare are registered trademarks of Novell, Inc. Banyan is a trademark of Banyan Corportation. Dell 





Hello, this is 
Intermegacom Systems. 
Leave a message. 
We'll get back to you. 


“1 DON'T CARE.” 


talk to someone who 
wouldn't know a hot 


plug from a spark plug 


oe Fem to save his life. 
BANYAN’ _ If you would like 


a second opinion before deciding 
on a Dell server, we will send you 
a few case histories demonstrating 
how helpful our advanced systems 
service and support can be when 


disclaims proprietary interest in the marks and names of others. € 


you need it the most. We will also show you the difference between 
send you our Advanced Solutions lip service, and real service. 
Capabilities Guide which explains 

our complete network offerings 


in greater detail. So call now to DSLL 
a speak with a Dell 
WF.” © & sales representative FOR ADVANCED SYSTEMS INFORMATION, CALL 
or for a referral to 800 2 47 7106 
- - 
one of our network 
HOURS: MON-FRI 7AM-9PM CT SAT IOAM-6PM CT SUN 12PM-5PM CT 


resellers. Then we ll CANADA* 800-668-3021. MEXICO CITY* 228-781). KEYCODE #11HH9 


1994 Dell Computer Corporation. All rights reserved. 





These days, the complexity of managing multiple databases has database 
administrators running in circles. But now you can take a giant step toward 
bringing all that complexity under control. 


Introducing DataHub. 

The DataHub product family from IBM Software Solutions offers a 
powerful new way to handle systems management across IBM relational 
databases — DB2} SQL/DS' on VM/ESA; OS/400° database manager, OS/2° 
Database Manager and DB2/2° And coming soon, support for DB2/6000- 

With DataHub, you can locate, manage and distribute data through- or are 
out your company, locally or remotely. All from a single workstation 
control point right on your desktop. 

DataHub also gives you a consistent, task-oriented graphical user OU. 
interface that gives the same “look and feel” across all supported databases. 
That can make your systems management staff more productive. 


ge 
In fact, DataHub can save steps on almost any task. No matter 
how many databases you have. No matter how many LANs you E ; i anagine 


support. And regardless of whether your environment is centralized, 


distributed or client/server. a 
Vendors such as PLATINUM technology, Candle, LEGENT, Bridge, em 
InfoTel and PROGRAMART are staying afoot with DataHub’s direction, 6 
letting you integrate a variety of database management tools. You can also 
develop your own application-based tools for DataHub’s platform 
of common services. 

So take the next step — call 1 800 860-2047 ext. DH1 in the U.S. 
or 1 800 465-1234, ext. 665 in Canada; or fax us at 404 240-7301 
(US. only); or contact your IBM representative, and see how DataHub can 
heip you set a new pace in managing database systems in your company. 


Part of the IBM Information Warehouse” and SystemView™ Families. 


PLATINUM technology, inc. and Candle Corporation are International Alliance Members for SystemView. LEGENT Corporation is a SystemView Development Partner. 


© 1993 IBM Corporation. IBM, DB2, OS/400, OS/2 and VM/ESA are registered trademarks and DataHub, SQL/DS, DB2/2, DB2/6000, Information Warehouse and SystemView are trademarks of the IBM 
Corporation. All trademarks are the property of their respective companies 
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Customer data a top concern of 


By Thomas Hoffman 
NEW YORK 





mThe forthcoming information super- 
highway and its potential impact on 
home shopping were among the key 
themes at the 83rd National Retail Fed- 
eration Annual Convention & Expo held 
earlier this month. 


But for most retail information sys- 
tems executives, the conference provid- 
ed an opportunity to explore more tangi- 
ble issues involving the deployment of 
information technology for database 
marketing, merchandise logistics and 
wireless point-of-sale (POS) systems. 

For example, executives at Catherines 
Stores Corp., a $170 million Memphis- 
based retailer of large-size women’s ap- 
parel, detailed the impressive paybacks 
the company has received on its STS Sys- 
tems Customer Profile System customer 
information database software. 

In late 1992, the clothier installed the 


General Corp. Aviion servers at its head- 
quarters and on the POS systems at its 
outlets — Fujitsu-ICL Systems, Ine. 
9000s that run IBM’s OS/2 — to update 
background and purchasing information 
on customers, according to David C. Fo- 
rell, Catherines’ executive vice president 
and chief financial officer. 

The software has helped 
Catherines compile more 
accurate information on 
current and _ prospective 
customers. This informa- 
tion has led the company to 
refine its  direct-mailing 
campaigns. Before it de- 
ployed the systems, the re- 
tailer tallied $3.67 in sales per mailer. By 
using the software to narrow the scope 
and tastes of its customer base, Cather- 
ines’ sales per mailer jumped 67% in 1993 
to $6.13, Forell said. 

And by categorizing its customer base 
more narrowly, Catherines was able to 
reduce its advertising expenses over the 
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looked at the implementation of the da- 
tabases from a cost-savings standpoint.” 


Product announcements 

The retail conference also served as a 
soapbox for information technology ven- 
dors to tout their wares. The new prod- 
ucts included the following: 

* Planalyst, a third-genera- 
tion merchandise planning 
and analysis software sys- 
tem from Digital Equipment 
Corp. The Windows PC 
graphical user _ interface 
system was designed to con- 
vert retailers’ vast amounts 
of data into more useful in- 
formation that will help merchandisers 
analyze sales trends, evaluate purchas- 
ing decisions and react quickly to chang- 
ing market conditions. 

Planalyst, designed to operate be- 
tween Digital’s OpenVMS VAX and Alpha 
server platforms, is scheduled to begin 
shipping in the second quarter, with pric- 


retailers 


ent/server configuration. 

* CompuServe, Inec.’s Network Services 
Division, a provider of networking ser- 
vices for Visa International’s VisaNet 
global POS authorization and settlement 
network, unveiled nationwide availabil- 
ity of Virtual Private Line (VPL) services. 
CompuServe’s VPL services, which com- 
bine Integrated Services Digital Network 
and Digital Data Over Voice technol- 
ogies, were designed to reduce authori- 
zation response times from 20 to 30 sec- 
onds to four to eight 
traditional dial services. 

¢ AT&T/Global Information Solutions in- 
troduced Remote Store Management 
(RSM), a suite of integrated store opera- 
tions and network management soft- 
ware modules designed to enhance the 
flow of information in multiuser retail 
sites. RSM, which incorporates Star- 
Sentry and Network Management Alert 
System software to manage and control 
the enterprise network, is to begin ship- 
ping in the second quarter, with individ- 


seconds for 


STS software on the Unix-based Data 


past year by $58,000, Forell said. “We 


es starting 


at $30,000 for a basic cli- 


ual application fees starting at $15,000. 








Databases 


Some apps a tight 
Squeeze on NetWare 


By KimS. Nash 





Oracle Corp., Sybase, Ine. and rivals are touting Net- 
Ware versions of their databases as having all the func- 
tions of a Unix product while running over Novell, Ine.’s 
operating system 

However, users must size 
applications carefully be- 
fore trying to squeeze too 
big a system onto a Net- 
Ware-anchored architec- 
ture, observers said. Users 
accustomed to slapping 
rather hefty applications 
with several hundred users 
on a Unix-based edition of 
Oracle or Sybase SQL Serv- 
er will have to adjust to a‘ 
smaller, sometimes less 
powerful NetWare operat- 
ing system, users and ana- 
lysts said. 

The Big Four database 
makers — Oracle, Sybase, 
Informix Software, Inc. and The ASK Group, Inc. — aim 
so-called NetWare Loadable Module (NLM) databases 
at anyone doing client/server computing in a smaller- 
than-enterprisewide environment. In theory, users can 
run a robust multiuser relational database over exist- 
ing NetWare networks. 

NLMs are appealing under the right conditions. Peo- 
ple who want to grow workgroup applications to a de- 
partmental level can use existing NetWare LANs — and 


in last 12 months 


37% 


Up To 
$20,000 


Amount spent 


Source: IntelliQuest, Inc., Austin, Texas 


Managing the network 


NLMs are helping client/server users stretch 
down to NetWare as well as Unix 


@ Purchased an NLM @ Plan to purchase an 
NLM in next 12 months 


$20,001- 
$75,000 
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the PCs they run across — by installing an NLM. 

Indeed, NLM sales continue to grow for the major 
database makers and their rivals. Gupta Corp., for ex- 
ample, sold roughly 6,600 licenses for a NetWare version 
of SQLBase in 1993, 65% more than 1992’s 4,000 licenses, 
according to a spokesman. NLMs accounted for 5% of 
Sybase’s fourth-quarter 1993 sales of $137.8 million, or 
about $6.9 million for the period. 

But while an NLM database is not a stripped-down or 
“lite” version of a Unix original, NetWare itself can rein 
in the functionality of the system, according to observ- 
ers. Rockwell International Corp.’s Space Division 
learned that lesson through trial and error with NLMs 
from Sybase and Oracle. 

The group tested the products 
after trouble arose in running a 
client/server cost forecasting 
application smoothly in either 
an IBM OS/2 or a TCP/IP environ- 
ment, said Randy Corbett, proj- 
ect engineer at the Downey, 
Calif.-based organization. 

However, application develop- 
ers may have been “a little too 
enthusiastic about what we 
could reasonably fit on a Net- 
Ware system,” Corbett said. 
Lured to NLMs because it want- 
ed to use NetWare networks al- 
ready in place, the group found 
that the application had too 
many users to perform well on 
PCs running NetWare. 

To be sure, inadequate hardware power and network 
operating system contributed to the subpar perfor- 
mance of the NLMs, Corbett acknowledged. 

But NLM makers may be guilty of overselling the pow- 
er of a NetWare database, according to Corbett. “It was 
overly hopeful on our part to think that we could run 
enterprise applications there on the Novell platform,” 
he said. 


51% 24% 


$75,001- 
OR MORE 


The company opted for Hewlett-Packard Co. Unix 
boxes to host the division’s mainstream business sys- 
tems and relegated Oracle and Sybase NLMs to smaller, 
self-contained applications in the information systems 
department. 


Why they buy 

Despite the difficulties, the number of users planning to 
buy NLMs this year is growing, according to Intelli- 
Quest, Ine., a market research firm in Austin, Texas. 
The trend is especially strong among user firms that 
typically spend more than $75,000 a year on networking 
hardware and software (see chart). 

Often, larger firms have sev- 
eral remote sites that have 
grown and require the indus- 
trial strength of a relational 
database but have heretofore 
been running small LANs, said 
Debbie Shure, marketing as- 
sociate at IntelliQuest. “Those 
situations are well-suited for 
an NLM,” she said. 

For NetWare users who 
want to upsize very small ap- 
plications, Oracle has intro- 
duced a companion product to 
its NLM called OracleWare. 
The product, sold through Novell resellers, is a bundle 
of the Oracle 7 database with NetWare 3.12 or 4.0. The 
major difference between OracleWare and Oracle’s 
NLM is that installing and troubleshooting OracleWare 
is said to be easier because there is one installation pro- 
cedure for both products. And users can call just one 
company — Novell — for support. 

Oracle has no sales figures for OracleWare, which 
started shipping Dec. 6, a spokeswoman said. 

Early sales numbers were not available for ASK’s In- 
gres 6.4 NLM, which shipped early last month. However, 
ASK sees “major opportunities in our installed base” 
for an NLM, aspokeswoman said. 


March showing 


An NLM edition of 
Sybase’s latest 
database — SQL 
Server System 10 — is 
due out by March, 
about the same time a 
Microsoft Corp. 
Windows NT edition of 
the product is due. 
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The cost of doing business with LANs 


By Elisabeth Horwitt 


Two recent studies have put some hard num- 
bers behind what LAN administrators have 
known intuitively for years: The majority of 
corporations have yet to find the products and 
procedures they need to manage their LAN 
client/server installations effectively, and they 
are paying heavily for that lack in information 
systems overtime and revenue and productivi- 
ty losses. 

Indeed, revenue loss due to network and sys- 
tem outages averaged $3.8 million last year per 
company, according 
to a survey of 106 
managers responsi- 
ble for LAN and/or 
computer systems by 
Infonetics, Inc. 

This compares with 
$650,000 per company 
in a 1989 study, the 
San Jose, Calif., re- 
search firm said. 

However, the aver- 
age duration of LAN 
outages took a dive 
over the last four 
years, the study found 
(see chart). Behind 
this trend is the grow- 
ingexperience of LAN 
administrators as 


LOSSES CAUSED 
BY OUTAGES 
(1989 to 1993) 
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The cost of LAN outages at sample 
organizations has soared to $7.5 million per 
year, even while average outage duration has 

plummeted 


Ai meiaeld 
LAN downtime 


1989 


One key piece missing from the LAN systems 
administration market is centralized and auto- 
mated management. This is the ability to col- 
lect information from, or download commands 
or updates to, a group of geographically dis- 
persed systems from a central console with 
minimal human intervention. ‘““Too many man- 
agement tasks are still performed at the prob- 
lem site,” according to the Infonetics report. 

This leaves LAN administrators spending 
too much time fighting fires and too little time 
practicing proactive management. Implement- 
ing remote management tools could save each 
company as much as 
$71,000 annually in 
productivity time and 
outage costs, the firm 
said. 

A Business Re- 
search Group, Ine. 
study backs this up. 
The annual operating 
expenses per server 
at multiserver sites 
for network operat- 
ing systems support- 
ing multiple client 
types range from 
$11,173 for Novell, 
Inc. NetWare to 
$20,519 for Banyan 
Systems, Inc.’s Vines. 

The higher cost for 
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well as improvements 
in products that have 
network management functions. 

Also, intelligent routers and hubs can proac- 
tively determine when traffic or error levels are 
getting too high. And the emergence of the Sim- 
ple Network Management Protocol standard, 
supported by centralized platforms such as 
IBM’s NetView/6000 and Hewlett-Packard Co.’s 
OpenView, has given managers at least some 
ability to monitor a wide variety of network de- 
vices from a single console. 


Source: Infonetics Research, In 


Unfortunately, systems management prod- 
ucts with functions such as troubleshooting, in- 
ventory and access management are genera- 
tions behind network management products. 


. San jose, Calif 


Vines can be attribut- 
ed in part to the fact 
that Vines servers tend to support a broader 
range of services and a larger number of users, 
said Cheryl Ball, a senior industry analyst at 
Newton, Mass.-based Business Research 
Group and writer of the report. 

Meanwhile, corporations continue to down- 
size business-critical applications, while cor- 
porate users increasingly depend on _ net- 
worked services such as messaging to support 
their day-to-day activities, Infonetics said. If 
vendors do not provide a better set of tools and 
platforms quickly, revenue losses from failed 
client/server systems in 1994 are likely to be at 
least as bloody as they were last year. 





Banyan comes out on top 


hile all server platforms 

tend to be time-consum- 

ing and costly to admin- 
ister, some are more so than 
others, according to a recent 
Business Research Group re- 
port. 

Indeed, Banyan’s Vines gen- 
erally fared better than other 
network operating systems in 
terms of the time users re- 
ported it took to per- 
form day-to-day 
tasks such as adding 
services on a client 
or adding a user ac- 
count. In contrast, a 
number of users com- 
plained about the difficulties of 
administering IBM’s LAN Serv- 
er and Microsoft Corp.’s LAN 
Manager, according to Cheryl 
Ball, asenior industry analyst 
at Business Research Group. 

LAN administrators inter- 
viewed recently backed up 
Ball’s assessment of the rela- 
tive ease of administration of 
the network operating system 
products. “I have been a Ban- 
yan user system administrator 
since 1988,” said Ken Hudson, 
chief of system support ser- 
vices at Employment and Immi- 
gration Canada. “When I com- 
pared notes with a friend who 
managed a Novell network, I 
was happy that I did not have 
near the problems she did. For 
doing a WAN or simply adding a 
server, [Vines] cannot be beat.” 

Hudson added that he had 
administered the LAN Manag- 


er-based Pathworks from Digi- 
tal Equipment Corp., “and it 
was bad.” 

Amajor reason for Banyan’s 
superior ease-of-administra- 
tion scores is its StreetTalk III 
global directory, users and con- 
sultants agreed. 

“StreetTalk provides reli- 
able, corporatewide address- 

ing, and administrators can 

use the same system to 
assign network re- 
sources by name with- 
out users having to 
know a service's physi- 
callocation,” said Kevin 
Thomson, an independent net- 
work consultant in Ottawa and 
acertified Banyan specialist. 
“To top it all off, StreetTalk is 
fully integrated with Vines se- 
curity so administrators can al- 
low or deny individuals or 
groups access to any resource 
on the network through a single 
log-in.” 

Novell’s NetWare 4.x will 
eventually provide the same in- 
tegrated log-on and user-ac- 
cess control via the NetWare Di- 
rectory Service, according to 
Novell spokesmen. However, 
NDS is stilla long way from pro- 
viding such capabilities. IBM 
and Microsoft are talking glob- 
al directory services in 1995. 

Business Research Group in- 
terviewed 180 sites, with 30 to 
40 respondents per site. The re- 
port was commissioned by Ap- 
ple Computer, Inc. 

— Elisabeth Horwitt 








Novell stalls imaging kit delivery 


By Ellis Booker 





@ Novell, Inc. is late with a developer’s 
tool kit for an image-enabling version 
of its popular LAN product, but analysts 
said the company still has time to capi- 
talize on a healthy interest in document 
imaging management among its Net- 
Ware customers. 


Beta versions of the Image Enabled 
NetWare tool kit were supposed to ship 
in December, but the general release has 
yet to go out the door. 

“T think 70% to 80% of NetWare custom- 
ers could use imaging services,” said No- 
vell product line manager Scott Wells. He 
suggested that the first market would be 
for departmental applications, such as 
viewing scanned images and faxes, but 
confirmed that Novell was intent on 
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growing the product for production ap- 
plications as well. 

Novell first announced plans for an im- 
age-enabled NetWare in October 1991 
when it contracted the project out to 
Eastman Kodak Co. subsidiary Imagery, 
Inc. in Billerica, Mass. 

Since that announcement, however, 
the product’s features have undergone a 
series of revisions, according to Bruce 
Silver, vice president at BIS Strategic De- 
cisions in Norwell, Mass. 

“| think their original idea was [to tar- 
get] the office market, but today they rec- 
ognize the market is more in the line-of- 
business applications,” Silver said. To 
that end, Novell has gone to some trouble 
to make sure the product works in a pro- 
duction environment, he said. 

But at least one imaging integrator 
said Novell’s offering would not compete 
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with high-end imaging systems similar to 
those used for banking and insurance 
claims processing, for example. 

“My initial impression is it’s not target- 
ed at high-volume, transaction-intensive 
applications,” said Mark Scheffel, vice 
president of commercial systems at Uni- 
versal Systems, Inc., a systems integra- 
tor in Fairfax, Va. 


Demand is high 
Scheffel said the requirement for imag- 
ing services at Novell sites is large. “Our 
business has doubled every year for the 
past five [years],” he said. Universal has 
been involved in some 100 imaging de- 
ployments; roughly 60 of them use Novell 
LANs and an optical storage subsystem 
called Optical Storage for NetWare from 
Laser Data, Inc. in Tyngsboro, Mass. 
Likewise, Novell is already shipping a 
system called High Capacity Storage 
System (HCSS) with NetWare 4.0. HCSS, 
which Imagery developed, supports opti- 


-al devices attached toa NetWare server. 

Along with HCSS, Image Enabled Net- 
Ware will contain three more services: 
Mass Storage Services, which distrib- 
utes HCSS and allows other servers and 
workstations on the LAN to access an op- 
tical device attached to one server; Im- 
age Management Services, the “viewer” 
component that handles the rending and 
manipulation of the image; and Docu- 
ment Management Services, which main- 
tains the index database of images. 

Anoticeable hole in the Novell imaging 
strategy, however, is the absence of a 
workflow component for managing the 
automated routing of documents be- 
tween individuals and applications. 

“Workflow fits right in as the next com- 
ponent,” said Wells, adding that Novell is 
looking at many solutions to the work- 
flow issue. He stressed that the work- 
flow services component, whatever its 
source, will be interoperable with the 
rest of the architecture. 





Uaterarn ala eneut 
On PowerPC 


NUMBER 2 — RISC PERFORMANCE AND CROSS-PLATFORM COMPATIBILITY 


: Many of the most popular 
applications have been or are 
being optimized to take 

: advantage of the high-perfor- 
2 mance PowerPC processor. 


: less expensive than Pentium 
: chips - so are the personal 
- computers they will run. 


A complete Macintosh 
system with PowerPC will 

: cost well under $2,500, but 
: will offer better performance 
than higher-priced Pentium- 
based systems. 


: With SoftWindows, Macintosh 
_ with PowerPC will have 

: the ability to run DOS and 

2 Windows applications, 

_ unmodified. 


For more information about 
; Macintosh with PowerPC, 
call 1-800-732-3131, ext.150, 
in the U.S. We’ll send you a 

: copy of our informative, free 
booklet, PowerPC Technol- 
ogy: The Power Behind the 


: Systems. In Canada, call 
: 1-800-665-2775, ext. 910. 


“A complete Macintosh system with PowerPC includes computer, keyb 
an 


In the first half of 1994, Apple will introduce a 


_ new family of computers that already has the entire com- 
- puter industry standing on end. 


They will offer better performance than com- 


_ puters based on the X86 microprocessors. They will be 
_ extremely competitive on a price basis. And they will be 
- compatible with Windows and DOS applications, by using 
- SoftWindows software. 


PowerPC chips are faster and : 


They will be based on the revolutionary new 


_ PowerPC” microprocessor, created jointly by Apple, IBM 
_ and Motorola. 


For the first time, desktop personal computers 


- will take advantage of RISC chip architecture previously 
_ found only in high-performance workstations. This ad- 
- vance will make possible quantum improvements in the 
_ Way we manage and work with information. 


RISC vs. CISC. 


Tremendous advances have been made in CISC 


- architecture over the years. However, the physical limita- 
- tions of the new, high-performance CISC design mean that 
_ CISC chips must be significantly bigger and more complex, 
- and must run at hotter temperatures to perform the same 
_ tasks as comparable RISC chips. Consequently, the newer 


Figure 1. CISC vs. RISC Performance Evolution 


As you can see on the chart, RISC 


- microprocessors offer dramatically greater 
- potential for growth, leading us well into the 


next century and increasing the practicality of 

features like voice recognition, videoconferencing, object- 
oriented software and multimedia capabilities — functions 
that will be integral to doing business in the 21st century. 


More compatible personal computers. 


Apple's new generation of Macintosh’ personal 
computers built around the PowerPC chip offer the abil- 
ity to run MS-DOS and Windows applications, as well as 
Macintosh software. Moving from one environment to 
the next will be seamless and, even more importantly, it 
will be effortless. 

PC users who move to Macintosh with PowerPC 
will gain access to the large number of new applications 
which take advantage of the incredible performance of the 
new PowerPC chip. 


Higher-performance optimized applications. 


When PowerPC microprocessor- equipped 
Macintosh computers begin shipping, software developers 
including Microsoft, WordPerfect, Adobe, Aldus and Claris 


will begin shipping new versions of their most popular soft- 


ware, specifically rewritten to take full advantage of the 


> | new processor’ capabilities. 


These optimized, sometimes called “native,” 


5 = applications will offer significantly faster performance than 


- generation of CISC chips, like the Pentium, are much more 
: Next Generation of Macintosh : ; : ‘ 

_ expensive to manufacture. Which means that personal - 
_ computers powered by PowerPC chips can offer a signifi- 


- cant advantage in price as well as in performance. 


their MS-DOS, Windows or current Macintosh counterparts. 


Unprecedented value. 


Because RISC-based personal computers cost 


less to manufacture than equivalent systems based on CISC 
- Chips, we will be able to make this technology available for 


well under $2,500 for a complete mainstream sa Sys- 
tem* Competitive with a lower-perfor- 
mance, Pentium-based PC? 


Watch 
for Apple Report #3, coming soon. Appl e es 





Finally, 


You've probably 
noticed. Most Pentium™ 


processor-based PCs 


a PU 


don’t perform much bet- 


ter than machines with 


1486™ chips. 
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that not only has a 


That’s not surprising. 
Most PCs use ineffi- 


cient buses that sit on 


entium 


top of the processor and 
bog it down. They simply 


aren't designed to 


make the most of the 
Pentium chip. 
The DECpc™ XL 560 
and 566 are. 
Their high-speed 
PCI bus unburdens the 
CPU, unleashing up 
to 66 MHz of 
Pentium processor 


ide 


power. That means 


©DIGITAL EQUIPMENT CORPORAT 
of 


sluggish programs 
start to fly. Graphics 


snap onto the screen. 


chip, 


High-speed peripherals 
kick into gear. Power- 


sucking applications 


start moving again. 
And productivity sky- 
rockets. 


We didn’t just take 
the load off the Pentium 
chip. We also took the 
strain off your cus- 
tomer’s budget. Pentium 
technology DECpc XLs 


Digital Equipment Cor 


ION 1994. The DIGITAL logo and DEC 
Equipment Corporation. Pentium, i486 ar 


cost less than you think. 

Why would you sell 
a pent-up box, when you 
could go way beyond 
that and sell a hot 
DECpc XL? 


You wouldn't. 


Call 1-800-341-4601. 


Please reference BSR when you call. 
8:30 a.m. to 8:00 p.m. Mon-Fri ET. 


SOSGGE0 
PC 


Beyond the box. 


Pps,are trademarks. and Beyond The Box is a service mark, 
nd the Intel Inside logo are trademarks of Intel Corporation 





Winchester Systems has introduced 
FlashDisk Array, a redundant arrays of 
inexpensive disks (RAID) 5 array that 
features high data availability plus the 
performance of an advanced 32-bit cach- 
ing RAID controller. 

According to the Woburn, Mass., com- 
pany, the product provides hot-swappa- 
ble 3//>in. disk drives with on-line data re- 
build in case of a drive failure. 

FlashDisk Array RAID 5 includes a 
FlashEISA controller board with a dedi- 
cated 16M bytes (expandable to 128M 
bytes) of RAM cache, SCSI-2 adapters 
and cables and an external enclosure 
with redundant power supplies. 

FlashDisk Array RAID 5 costs $17,395 
for a4G-byte array and $24,495 for an 8G- 
byte array. 

> Winchester Systems 

(617) 933-8500 


Beyond, Inc. has introduced the Beyond 
Mail 2.0 Remote Access Edition for Win- 
dows and DOS. 

According to the Burlington, Mass., 
company, the product gives both remote 
and traveling users complete electronic 
communications with their home office. 

Version 2.0 offers full access to work- 
flow applications. It also has the ability 
to determine whether a machine is re- 
mote or connected to the network and 
automatically configures itself to the ap- 
propriate environment. 

Support for Lotus Development 
Corp.’s Notes 3.0 Alternate Mailer, Water- 
mark Software, Inc.’s Object Linking and 
Embedding-based document imaging ca- 
pabilities and a variety of other database 
formats is provided. 

Beyond Mail 2.0 Remote Access Edi- 
tion, including Novell, Inc.’s NetWare Re- 
mote Message Handling Service, costs 
$295. 

p> Beyond 

(617) 229-0006 


Paradigm Systems Corp. has intro- 
duced OnSchedule, a distributed net- 
work job-scheduling and work load man- 
agement system. 

According to the Newark, Calif., com- 
pany, OnSchedule is a comprehensive 
tool that centralizes control and man- 
agement for tasks ranging from simple 
batch processing to entire production cy- 
cles. 

Features include a graphical inter- 
face, load balancing, error recovery and 
real-time monitoring. 

The product requires Unix running 
X11/Motif and is available for Sun Micro- 
systems, Inc.’s Solaris 1.0 platform. 

The server version of OnSchedule 
costs $2,500. 

» Paradigm Systems 

(510) 440-8551 


Applix, Inc. has introduced Real Time, a 
graphical spreadsheet that enables us- 
ers to maximize real-time financial data 
with the rapid development of custom 
models and analytics. 

According to the Westboro, Mass., 





Workgroup Computing 


company, the product provides live mar- 
ket data feeds that are shown through a 
customizable Applix spreadsheet for op- 
tions pricing, portfolio analysis, index 
arbitrage or exchange rate monitoring. 

Real Time costs $1,295. 

p> Applizr 

(508) 870-0300 
Microcom, Inc. has introduced LANex- 
press, a product designed for connecting 
remote users to corporate LANs. 





According to the Norwood, Mass., com- 
pany, LANexpress combines a fully inte- 
grated, high-performance access server 
with Windows-based client software and 
allows users to simultaneously run both 
remote control and remote node applica- 
tions with one connection. 

The product includes LANexpress Re- 
mote, Windows-based remote access 
software; LANexpress Server, a high- 
performance server that combines ac- 
cess routing software with integrated 


V.Fast modems and an Ethernet or Token 
Ring LAN interface; and Carbon Copy for 
Windows, Microcom’s remote control ap- 
plication. 

LANexpress is available in two-, four- 
and eight-port server versions. 

Prices range from $3,499 to $7,999 and 
include the server, network management 
and an unlimited license for Carbon Copy 
software. 

» Microcom 

(617) 551-1000 








“You can be a sheep, or the shepherd.” 














The choice gets more critical. 


The continuing explosion in information technologies is providing 
unprecedented opportunities for products, services and vendors. 
The competition knows it. 
Being informed gives the winning edge to the corporate executive who 
moves on to fresher fields, while the others contentedly graze the old. 
For that reason, CW Custom Publications created The White Paper Program, 
The Computerworld Solutions Series, and multi-sponsored supplements offering inside 
information on emerging technologies. We work with giants like Motorola, Apple, 
OSF, Price Waterhouse, Oracle, IBM, UniForum, AIIM, SunSoft, OMG and many others. 
Watch for CW Custom Publications—produced for the corporate 
leader who has learned that the first one to move 
ahead never has to fear being left behind. 


FOR MORE INFORMATION, CONTACT CAROLYN NOVACK, PUBLISHING SERVICES DIRECTOR, 
CW CUSTOM PUBLICATIONS, BOSTON. 1-800-343-6474 


COMPUTERWORLD 


Cirstom 
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How TO UNRAVEL THE 
. CLIENT/SERVER MYSTIQUE. 


irst, accept 

that there is no 

mystique. Rather, 

there are hordes of 
slightly frantic software companies con- 
tent to have you believe that effective open 
system solutions remain elusive while they 
rush to understand, develop, and market 
their interpretation of client/server. 


Then there’s Lawson Software. 


An Open Systems Foundation 


At Lawson Software, 
we’ve been commit- 
ted to open systems 
since our company 
was founded in 
1975. We’ve 
always 
believed that 
to be a valuable business partner, an appli- 
cations provider must offer choices for J 
business strategy development. So for , 
us, Client/server isn’t a new phenom- 
enon. Instead, it’s the next logical 
step in our development. And it 
exists today — fully developed 
and fully functional — in the 
latest release of our enter- 
prise-wide, cross-industry, ’ 
world-class business application ~™ 
software. 


A True Client/Server Solution 


The truth is, client/server takes on a spe- 
cial meaning for each individual business 
computing environment. That’s why 

we’ ve structured our client/server solution 
as a comprehensive 3-tier architecture, 
delivering you maximum flexibility in 
hardware, database and user interface. It’s 
why Lawson’s products run across plat- 
forms like the AS/400 as well as UNIX 
systems such as the RS/6000 and HP9000. 
And it’s also why we feature seamless 
support for a variety of leading databases. 
In short, we offer options that allow you to 
make the decisions. Based on your 


existing hardware configurations and 
your plans for future development, you 
choose to place the components of 
client/server where they will deliver the 
greatest value and performance. 


Optimized Information 
Management 


Lawson’s efficient use of technology 
leads to a system with the scalability 
demanded in today’s changing 
world. 
We incorporate the latest GUI tech- 
nologies, creating a user-friendly 
environment that reduces training 
time. Individual users can manipu- 
late windows, icons and tool bars to 
'f create a personal work environment 
that increases productivity. In addition, 


Distributions 
Applied Invotce(s) 


Lawson has revolutionized the way users 
access information with our comprehen- 
sive “drill-around” capability: now a sin- 
gle click of the mouse allows transparent 
access to data from multiple applications 
and platforms. And finally, to truly max- 
imize your options, Lawson has main- 
tained the ability to interface our applica- 
tions using character-based terminals. 


Worldwide Computing Flexibility 


Lawson’s single, worldwide product set — 
featuring all the freedom of our flexible 
client/server architecture — means the ulti- 
mate in simplicity for large, international 


All product names referenced herein are trademarks of their respective companies. 
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Sines tease hemating Bie 


companies 
functioning in ; 
a variety of intra- @ 
national markets. 


% 
You'll find capabilities @ 
3 
3 


like support for multiple 

languages, currencies, tax 

codes and rates, as well as a 

variety of date and reporting formats. So 
whether your business is managing one 
site or sites around the globe, you can 
turn to Lawson Software for one total 
solution. 


Customer-Focused 
Partnership 


Lawson Software has 
always been 
focused on 
leading edge 
technology. And 

we have always been pas- 
sionate about client satisfac- 
tion. Together, these two 
commitments have resulted in 
truly flexible business solutions 
created with your needs in mind. 
We'd like the chance to demon- 
strate this to you. You'll see 
how — from our system 
\ architecture to 
our 
award winning client services — 
Lawson Software really does unravel 
the client/server mystique. 


For more information call 
1-800-477-1357 ext. 844. 


LAWSON 


Running the World's Best Companies™ 
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Cost takes backseat in router/hub rollout 


Managers look for vendors to ‘keep it simple’ 


By Stephen P. Klett Jr. 





@ A deluge of routers and hubs with fea- 
tures designed specifically for the re- 
mote office has debuted over the last 
month, and manageability, flexibility 
and ease of use — rather than price — 
top users’ lists of concerns. 


At the recent ComNet show in Wash- 
ington, Cisco Systems, Inc., Proteon, Inc., 
3Com Corp. and NEC America, Inc. each 
unveiled low-end routers for around 
$3,000 [CW, Jan. 17], while 
Fibermux Corp., 3Com and 
David Systems, Ine. all 
showed stackable hubs 
starting at roughly $100 per 
port. 

“This year is really shap- 
ing up to be the year of the 
branch office, with manage- 
ment being the biggest cost/ 
obstacle out there by far,” 
said independent network- 
ing consultant Fred McCli- 
mans in Ashburn, Va. Other 
analysts agreed, adding 
that vendors’ ability to find 
the right mix of manageabil- 
ity, ease of use and price 


Boom time 


While only 38,000 
remote-office routers 
shipped worldwide in 
1992, nearly 190,000 
are expected to ship in 

1997, according to 

International Data 

Corp., a market 
research firmin 
Framingham, Mass. 


would determine who wins in the hot con- 
test for market share. 

According to users, manageability and 
administrative costs greatly overshad- 
ow the cost of the hardware itself. 

Sun Life Assurance Company of Cana- 
da plans to connect 15 of its roughly 45 
branch offices nationwide with its U.S. 
headquarters in Wellesley, Mass., by the 
end of the year, according to John Kruk, 
telecommunications and network ser- 
vices manager at the insurance provider. 

“Most of these offices don’t have tech- 
nical people, so keeping a 
uniform management plat- 
form in place is very impor- 
tant,” he said. Therefore, 
Kruk said, Sun Life will most 
likely look to its current in- 
ternetworking hardware 
suppliers — WellFleet Com- 
munications, Inc. and Bytex, 
Ine. — for connectivity rath- 
er than take a chance on a 
new vendor. 

“A 20% price difference 
from another vendor may 
raise my eyebrows and 
make me investigate but 
probably won't make me 
switch,” Kruk said. “Re- 


mote manageability is my biggest 
concern. Anything less than a 20% 
price difference I won’t even look 
at.” 

Kruk is not alone. 

“The cost for hardware vs. the 
cost for expertise in manpower is 
no contest,” said Pat Boyd, a net- 
work engineer at Duke University 
in Durham, N.C. “Manageability, 
flexibility and simplicity are my 
biggest concerns, followed by the 
cost of the box itself.” 

That is a popular position among us- 
ers, according to Kathryn Korostoff, 
president of Sage Network Research, 
Inc., a consultancy in Natick, Mass. “The 
remote office doesn’t care about per-port 
prices,” she said. ‘““‘The main concern is 
how much it takes to get up and running 
and the cost of managing the site per 
year.” 


Best of both worlds 
Korostoff and other analysts singled out 
Cisco’s 2500 router line, which features 
asub-$1,000 entry price for the hardware 
with several software bundling options, 
and Fibermux’s stackable hub, which 
features a unique cableless, interlocking 
design, as particularly intriguing offer- 
ings. 

However, they said most of the prod- 


ased on the experiences of six large 
corporations with an average of 2,500 local 
and remote desktop PCs in 25 remote offices, 
Strategic Networks Consulting, Inc. in Rockland, 
Mass., found that the average cumulative cost 
of remote network ownership reached $480,000 
in five years. Of that amount, 45% was spent 
on administration, 34% on wide-area network 
connectivity and 21% on hardware. 


ucts offer a new level of flexibility, im- 
proved administration and maintenance 
and better bandwidth management. 

Cisco’s failure to address these issues 
with its first remote router line, the Cisco 
2000 family, caused the company to re- 
lease the 2500 series after only six 
months, analysts said. The 2500 family 
includes all of the features of the 2000 
line, with additional wide-area network 
connections and protocol support at sig- 
nificantly lower prices. 

Other than management, the biggest 
point for vendors to focus on is ease of 
use, analysts said. According to Frank 
Dzubeck, president of Communications 
Network Architects, Inc. in Washington, 
the best way for vendors to differentiate 
“is to adhere as closely as possible to the 
KISS principle: Keep it simple, stupid.” 


Messaging gateways 


Soitware opens gate to standards link 


By Lynda Radosevich 





Electronic-mail managers trying to bridge Unix-based 
and X.400 mail systems will soon see “gateway”’ soft- 
ware that can translate attached files, graphics, voice 
and video files between the two systems. 

Introduced recently by messaging vendor Osiware in 
Burnaby, British Columbia, the gateway operates using 
the Multipurpose Internet Mail Extensions (MIME) to 
the Unix Simple Mail Transport Protocol (SMTP) mes- 
saging specification. It is slated to ship in March. 

The MIME specification allows messages sent on 
SMTP services — among them the Internet — to carry 
binary file attachments such as attached word process- 
ing documents and graphics files. Without MIME sup- 
port, SMTP messages can contain only text; with it, the 
gateway will let Internet and X.400 users exchange at- 
tached binary files. 


Reaching out 
For US West Technologies in Denver, which provides 
technology services for phone company US West, bring- 
ing together the X.400 and SMTP communities is impor- 
tant because X.400 is a popular standard for connecting 
dissimilar messaging systems and accessing public 
services. However, Unix-based mail, namely the Inter- 
net, has a firm grip on engineering departments. 

“Its a hot issue because X.400 and Internet are the 
two big standards out there. It’s kind of a 50/50 split,” 


said Ron Sherman, a US West Technologies X.400 proj- 
ect manager. The company already uses Internet-to- 
X.400 gateways, but it does not support MIME and there- 
fore does not handle attachments without complex 


ing SMTP/MIME-based messaging, but Sherman said he 
expects to do so in three to six months. Unix vendors 
that offer MIME support include Unipalm Ltd. in Cam- 
bridge, England, and 2-Code Software Corp. in San Ra- 
fael, Calif. 

Osiware’s X.400/MIME gateway will operate on Sun 
Microsystems, Inc.’s SPARC and IBM’s RS/6000 work- 
stations. It will support both the 1984 and 1988 versions 
of X.400. Pricing will range from $1,500 to $3,000. 


manual intervention, Sherman added. 

To send an attached file such as a 
Microsoft Corp. Word document be- 
tween Internet users who are not on 


both SMTP/MIME systems, the users 
must encode the file using a standard 
algorithm called UuEncode. The re- 
cipient must then decode the file using 
the UuDecode algorithm and hope 
that the Word application can read the 
file, explained David Ferris, editor of 
the “Ferris E-mail Analyzer” in San 


Francisco. 


With an X.400 gateway to MIME, the 


Remote X.400 systems 
and service providers 


X.400 


file would be able to identify itself asa 
Word document, and the users would 
not have to encode and decode, he 


said. 


However, while MIME and X.400 
translation could be very useful, users 
first must have MIME systems, and 
Ferris estimated that only 95% of all 
SMTP messaging is currently MIME- 


compliant. 


For instance, US West is not yet us- 


Local X.400 systems 


Source: Osiware, Burnaby, British Columbia 
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ost service providers 
offer aroad map. 


But how many 
are willing to dig in and 
help pave the road? 


To help you reach your business goals, 
Unisys Services do more than point the way. 
We provide concrete means for getting you 
there. In fact, we even join you in the trenches. 

Unisys Systems Integration ties together 
all the elements of your information environ- 
ment, no matter whose systems make up 
your environment. 

Unisys Consulting services work closely 
with you to develop a pragmatic, information 
technology plan—a plan serving your business 
goals and not the other way around. Our 
proven Application Development process 
teams us with customers to identify real- 


world results before designing applications 


©1993 Unisys Corporation. 


on which those results will depend. 


Through our end-user Education. ser- 


vices, you gain the practical knowledge 
essential for bringing out the best in 
people and technology, ensuring that strong 
planning yields a strong outcome. And Unisys 
Outsourcing will shoulder responsibility 
for your IS operations, freeing you to focus 
energy and resources on your core business. 

At the heart of Unisys Services is our 


CUSTOMERIZE philosophy. It helps increase your 


UNISYS 


We make it happen. 


competitiveness by aligning information 


a 


cus-tom-er-ize \ kiis'-to-ma-rize' \ vt 
1: to make a company more responsive 
to its customers and better able to attract 
new ones 2: to customerize an organi- 
zation’s information strategy, e.g., to 
extend systems capabilities to 
field locations and other points of 
customer contact and support 3: what 
Unisys Corporation does for a growing 
roster of companies, and government 
agencies, worldwide sym see CUSTOMER 
SERVICE. COMPETITIVE EDGE, BUSINESS- 
CRITICAL SOLUTIONS, REVENUE GENERATION 


strategy with your customer service 
objectives. 

Call us at 1-800-874-8647, ext. 186. 
Ask how the down-to-earth approach of 
Unisys Services can help you drive your 


business as far as you want it to go. 
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Notebooks 


Document faxing goes airborne — but will it fly? 


By Michael Fitzgerald 





= On-the-road protocol may change by 
year’s end as most major airlines will 
offer travelers the ability to send in- 
flight faxes and documents from note- 
book computers. 


Several airlines that are customers of 
Claircom Communications Group, L.P., a 
McCaw Cellular Communications, Inc. 
subsidiary, recently said they will roll out 
RJ-11 phone jacks to all their airplane 
phones [CW, Jan. 25]. 

Meanwhile, In-Flight Phone Corp., 
which pioneered air-to-ground commu- 
nications, said that US Air and America 
West Airlines will install In-Flight’s 
FlightLink service in the backs of seats 
on all planes by year’s end [CW, April 12, 
1993]. 

FlightLink combines telephone, data 
and fax services with a seat-back display 
screen. Other customers include Carni- 
val charter airlines and several interna- 
tional airlines. Lufthansa, the large Ger- 
man airline, has begun testing the 
technology. 


Who needs it? 

Information systems managers, though, 
said they see little need for these types 
of services. 

“I can’t believe there are that many 
people in the world who have a critical 
need for that kind of stuff,” said Glenn 
Jurmann, section manager of office tech- 
nology at Baxter Healthcare Corp. in 
Deerfield, Il. Jurmann pointed out that 
notebooks cannot be used during take- 
off, landing or meals, which together 
take up a significant portion of a typical 
flight. 

Wes Schaffer, senior information ana- 
lyst at Citgo Petroleum Corp. in Tulsa, 
Okla., agreed.“Our users aren’t dying for 
this. It’s not like they can’t wait [until the 
flight lands], and I’m sure the fees are 
hard to justify,” he said. 

A Southwest Airlines spokesman said 
that domestic calls will cost $2 a minute 
plus a $2 connection fee. An In-Flight 
spokesman said calls using the service 
will cost only $2 per minute, although in- 
ternational rates differ. He said a typical 
data call will probably last less than 15 
minutes. 

“It’s still way too expensive, and I don’t 


think a lot of people will use it,” said An- | 
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drew M. Seybold, editor of the newsletter 
“Outlook on Mobile Computing’ in 
Brookdale, Calif. “People don’t use [the 
phones] unless they absolutely have to.” 

“Airlines are battling to attract busi- 
ness travelers and are hearing that peo- 
ple want to use laptops on the aircraft,” 


Ironic, isn’t it? Companies across America are 
being led to think they can’t raise productivity 


through workflow without razing their enterprises 


to the ground. 


said Claircom President Keith Grinstein. 
Airlines are at norisk to install the new 
technologies: It costs them nothing be- 
cause the ground-to-air phone compa- 
nies make their money from usage. 
Although notebooks cannot be turned 
on during takeoff or landing — and thus 


Fortunately, now there’s Wang’s 


OPEN/workflow software. It’s by far the 


simplest way to tie workflow to all your 


enterprise’s structured activities—includ- 


ing your legacy applications. So you can 


build on what you’ve got. Instead of 


starting from the ground up. 


The difference lies in our unique 


client-server architecture. Unlike other 


solutions, we keep the application sepa- 


rate from the workflow, and make it easy 


to get and exchange information. That 


means you can re-engineer without hav- 


ing to recode everything. You can change 


your processes without changing your 


applications. And vice versa. And, since 


Wang’s OPEN/workflow software works 


with all your application tools of choice—COBOL, 
PowerBuilder”, Visual Basic”, you name it—you 
can use the right tools for each process. Instead of 


© Copyright 1994 Wang Laboratories, Inc. PowerBuilder is a trademark of Powersoft Corporation. Visual Basic™ is a trademark of Microsoft Corporation 
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can be used only in-flight — the Federal 
Communications Commission has no 
worries about air-to-ground communica- 
tions. Using them in this way “does not 
interfere with aircraft or onboard instru- 
ments,” said James Bennett, chief of the 
FCC’s public land mobile service. 
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using the same tool for every job. 
Best of all, Wang OPEN/workflow works so 


intuitively, just about anyone who’s responsible for 


a process can make changes on their own. Without 


a lot of hand-holding. 


And, knowing how closely top management 





By Jaikumar Vijayan 


Matching up 2,200 remote PC users with 
hundreds of local telephone numbers for 
data access was an administrative head- 
ache for Northwestern Mutual Life Insur- 
ance Co. Toss in the fact that the Milwau- 
kee insurance firm’s agents were down- 
loading data at arate of 1,200 bit/sec. and 


Enterprise Networking 


Improved network gives insurance firm new life 


it became clear that Northwestern need- 
ed anew data service. 

A year ago, the desire to increase 
speed and improve network manageabil- 
ity drove Northwestern from a 1,200 
bit/sec. public data network to an asyn- 
chronous 9.6K bit/sec. single-number 
dial-up system. The firm corralled its re- 
mote agents around the country into a 








data network that offered free local ac- 
cess to multiple applications at head- 
quarters and other agency offices, said 
Hugh Hoffman, assistant director of in- 
formation systems at Northwestern. 

The results have been satisfying: sig- 
nificant cost and time savings and better 
network manageability “We have 
achieved the performance goals we 


meant to hit,” Hoffman said. 

Today, AT&T’s InterSpan Information 
Access Service (IAS) offers Northwest- 
ern agents a toll-free, seven-digit num- 
ber that they can dial from computers in 
company offices throughout the U.S. 
A toll-free 800 number provides free ac- 
cess where 950 phone service is unavail- 
able. As many as 2,000 desktop and 200 
portable PC users tap into multiple data- 
bases on host mainframes at the compa- 
ny’s home office and at Robert W. Baird & 
Co., the insurer’s brokerage subsidiary. 


All-around savings 

The single-number sign-on feature has 
eliminated local calling costs for every 
agent. Previously, agents accessed the 
public data network via hundreds of lo- 
cal numbers or through general agents 
who had leased lines. 

A telephone call allows Northwestern 
agents to retrieve policy information, 
look up records and effect changes by 
customer name. Users can change ad- 
dresses or payment methods, verify the 
cash value of policies, get information on 
policy loans and print daily reports. 
Agents can also access electronic mail or 
transmit batch files prepared on the 
company’s host computers in Milwau- 
kee, an Amdahl Corp. 5990-1400 and an 
IBM 3090 Model 6008S. 

Regarding the need to migrate from 
1,200 bit/sec. to 9.6K bit/sec., Hoffman 
said, ‘Application development goals 
were very much a part of the network 
project.” Primary among these goals 
were improved response times and batch 
throughput. The company wanted mini- 
mum central site investment, a network 
that had the capability and speed to han- 
dle wide fluctuations in traffic volume 
and a vendor that was willing to handle 
all network management. 
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ementing a workflow solution. 


watches the bottom line nowadays, we’ve also made on key factors like cost, efficiency and productivity. 


it easy to champion the work management concept So why didn’t someone else think of this first? 


through your organization. Wang OPEN/work- 


\) 
a 


Simple. No one else is Wang. 


" No one else has such thorough 
eee 


knowledge of the office. Of how people 

work. And how to make them work better. 
No one else is a world leader in both 

imaging and client-server implementation. 
And no one but no one has our 


degree of openness. Or the kind of 


Notime at all 
LAS provides 9.6K bit/sec. asynchronous 
dial-up connectivity over AT&T’s packet- 
switched network. A customized appli- 
eation developed by Northwestern 
presents a menu of options as part of the 
log-on process. Depending on the menu 
pick, [AS seamlessly connects the caller 
with the appropriate company database. 
In the 10,000 hours of connect time 
logged by Northwestern agents in Octo- 
ber, the average response time was less 
than six seconds in 97% of cases. LAS bills 
are based on the length of connection 
time, with no minimum session links or 
rounding increments. 


scaleability to truly accommodate even 
gigantic enterprises. 

For that matter, no competitor has 
the sheer size to support massive re- 
engineering efforts. And no one else 
even approaches our worldwide service. 
(It so happens we’re the world’s largest 


services business devoted exclusively to 


the office.) 


Vijayan is a free-lance writer in Milwaukee 


In other words, no one else has what 


it takes to make workflow really work for 


SAVE MONEY 
RECRUITING 
STAFF. 

Advertise in Computerworld’s 
regional Careers pages. 


‘They work. 


800 343-6474, x201 


Call for our free Recruiting Kit! 


flow captures information about cost of work as well you. Call Wang today at 1-800-NEW-WANG. Be- 


cause what you really want to WANG 


demolish is your competition. 


as the time it takes—even for manual activities. 


Thus enabling you to demonstrate true impact THe Power OF IMAGINATION 
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Madge Networks, Inc. has introduced 
SmartCAU Plus, an intelligent, stackable 
hub for Token Ring networks. 

According to the San Jose, Calif., com- 
pany, the product provides features for 
managing IBM-compatible multistation 
access units and for remote network 
monitoring. 

Users can extend the allowable dis- 
tance between control access units 
(CAU) with built-in repeaters. SmartCAU 
Plus works with Madge’s TrueView to re- 
port back to network administrators 
critical information necessary for track- 
ing network inventory and monitoring 
both traffic levels and network health. 

SmartCAU Plus costs $2,995. 

» Madge Networks 

(408) 955-0700 





Axis Communications, Inc. has intro- 
duced the NPS 650 multiprotocol Token 
Ring network print server. 

According to the Danvers, Mass., com- 
pany, the print server is powered by a 32- 
bit RISC processor. 

Users running TCP/IP, LAN Manager, 
LAN Server or Novell, Inc.’s NetWare can 
simultaneously share printers on a net- 
work. 

The NPS 650 delivers 2,000K bit/sec. 


throughput and features two high-speed 
parallel ports and one serial port, en- 
abling up to three printers to be connect- 
ed to the network and simultaneously ac- 
cessed by all users. 

The NPS 650 Token Ring network print 
server costs $995. A version without TCP/ 
IP will be available in March for $795. 

p Axis Communications 

(508) 777-7957 





American Power Conversion Corp. has 
announced PowerNet SNMP Adapter for 
Ethernet, a product that provides Simple 
Network Management Protocol (SNMP) 
management for the firm’s uninterrupti- 
ble power supplies (UPS). 

According to the West Kingston, R.L, 
company, the SNMP Adapter runs an 
SNMP agent that communicates to the 
Smart-UPS or Matrix-UPS through the 
UPS-Link control language and over the 
network to a network management sta- 
tion through SNMP. 

Benefits of a Smart-UPS and Matrix- 
UPS with an SNMP Adapter include 
blackout and brownout protection, in- 
creased centralized management and 
backward compatibility with existing 
Smart-UPS and Matrix-UPS. 

The SNMP Adapter costs $399. 

p> American Power Conversion 

(401) 789-5735 





Optical Data Systems, Inc. has an- 


nounced the 1094-EIFO, a high-perfor- 
mance wire-speed multisegment Ether- 
net-to-Fiber Distributed Data Interface 
(FDDI) bridge module for the Infinity hub 
line. 

According to the Richardson, Texas, 
company, the 1094-EIFO is a high-perfor- 
mance bridge that allows 12 Ethernet 
10Base-T segments running at 10M 
bit/sec. access to FDDI running at 100M 
bit/sec. 

The product occupies two slots in the 
12-, seven- or four-slot Infinity chassis 
and features 12 Ethernet 10Base-T con- 
nections and one FDDI single- or dual-at- 
tached station. 

The 1094-EIFO is priced at $8,900. 

> Optical Data Systems 

(214) 234-6400 





CompLink Ltd. has announced Net- 
Switch FT, a fault-tolerant version of its 
electronic-mail integration and transac- 
tion processing system. 

According to the Great Neck, N.Y., com- 
pany, NetSwitch, a message-handling 
system based on the X.400 standard, and 
NetSwitch FT provide backbone, access 
unit and gateway facilities for major mail 
systems, service providers and physical 
delivery devices including telex and fax. 

NetSwitch can be used in sales force 
and work force automation applications 
to route transactions between desktops, 
remote laptops and minicomputer- and 





PB2/6000 - pB2/2 * P®? 


mainframe-based applications. 

NetSwitch FT was designed for critical 
applications. 

Base configuration prices start at 
$15,000. 

p> CompLink 

(516) 829-1883 


Centrum Communications, Inc. has in- 
troduced CentrumRemote 3000/E and 
CentrumRemote 3000/T, products based 
on an enhanced hardware platform and 
designed for Ethernet and Token Ringre- 
mote access to multiprotocol, multiplat- 
form enterprise networks. 

According to the San Jose, Calif., com- 
pany, both CentrumRemote products 
support the security standard proposed 
by the Internet Engineering Task Force 
for interoperability with security sys- 
tems from a variety of independent 
vendors. 

Features include an expanded memo- 
ry capacity of 5M bytes, a combination of 
flash and nonvolatile memory for dynam- 
ic software downloading and rear-panel 
1/0 slots that support four-, eight- or 16- 
port wide-area network modules for 
maximum configuration flexibility. 

Pricing for the CentrumRemote/E 
starts at $3,495 for a four-port configura- 
tion. Pricing for CentrumRemote/T 
starts at $4,495. 

b> Centrum Communications 

(408) 894-1800 
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DB2—Serving the Changing Enterprise 


Talk with the IBM Developers 
Visit the Vendor Exhibits 


f e 
Discuss Issues with Industry Experts es Senge eae ey eee 


6th Annual 

North American Conference 

May 8 -12, 1994 

San Diego Marriott & Hyatt Regency 


Submit Your Questions for Panels & SIGs 


Hear More than 80 Unique 
User Experience 
Presentations 

© DB2 Version 3 

® Client/Server 

© DB2/2 & DB2/6000 

© Connectivity 

© Distributed Heterogeneous Systems 
© Performance and Tuning 

© Database/Application Design 

© Database Administration 


Educational Seminars 

© An Overview of DB2 Version 3 

© DB2 Internals for DBAs 

© Advanced SQL 

© Achieving Continuous Availability (24x7) 

© DB2 Application Design for Performance 

© Gateways to DB2—DD(S/2 and DDCS/6000 
© Introduction to DB2/2 and DB2/6000 


INTERNATIONAL 
DB2 USERS GROUP 
An Independent, Not-for-Profit, 
User-Run Organization 


Call 312-644-6610 or 312-527-6777 (voicemail) to register or receive a conference brochure. 
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Just because you're maintain- 
ing legacy systems is no reason 
to use legacy tools. Whatever 
your maintenance goals, 
whether accelerating turn- 
around time, reducing costs 
or leveraging personnel, 


INTERSOLV’s Maintenance 
Workbench on the desktop is 
the answer... in an environment 
that is fun, easy to learn and 
incredibly productive. 





How to Move into 
Desktop Maintenance for 
TTR atm RUUL PALA 





FREE Seminar Details Mail Card or Call 
and Information Package: 800-777-8858 


NAME/ POSITION 
COMPANY 
ADDRESS 
CITY/STATE/ZIP 
PHONE/FAX 


BUSINESS REPLY MAIL 


FIRST CLASS’MAIL PERMIT NO. 423 GAITHERSBURG, MD 
POSTAGE WILL BE PAID BY ADDRESSEE 


INTERSOLV 

ATTN: MAINTENANCE WORKBENCH 
9125 ARBUCKLE DRIVE 
GAITHERSBURG, MD 20877 


NO POSTAGE 
NECESSARY 
IF MAILED 

IN THE 
UNITED § 








“Only a masochist 
still does maintenance 
on the mainframe!” 





Just because you’re maintaining legacy 
systems is no reason to use legacy tools. 
Desktop maintenance is where the action 
is today and nothing gets you there quicker 
than INTERSOLV’s new Maintenance 
Workbench (MWB). 


The desktop, initially limited to new 
development, now delivers powerful 
maintenance support as well...and it does 
so in an environment that is fun, easy to 
learn and incredibly productive. The 
desktop lets users enjoy the benefits of 


visual maintenance, point-and-click 
changes, and faster response times. 

Whatever your maintenance goals, 
whether accelerating turnaround time, 
reducing costs, leveraging personnel, or 
trying to get to client/server sooner, MWB 
on the desktop is the answer. 

If you need to get maintenance off the 
mainframe and onto the desktop call for 
seminar details or an information package. 
INTERSOLY, Inc. 3200 Tower Oaks Blvd., 
Rockville, MD 20852. 


INTERSOLV Mainten- 
ance Workbench lever- 
ages existing systems by 
moving maintenance to 
the desktop. Mainten- 
ance Workbench is a 
component of the INTER- 
SOLV Development Suite, 
a family of tools that can 
be used individually to 
fill tactical gaps, or in 
combination to form a 
complete client/server 
development environment. 
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FREE details on exploring 


the power and productivity of 


maintenance on the desktop. 


Call 800-777-8858 
Ext. 400 ... TODAY! 


z 





INTERSOLV 


Your Edge In 


Software Development 
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JONISFINISHED — 


FIRST TRUE PACKET SWITCHING HUB. 


ith the MMAC-Plus, you'll never have to 
compete for bandwidth again. That’s because 
the MMAC-Plus features integratedi switching 
Cor as to support both packet-based 


and ATM cell-based networks. Now you-can. create 


dedicated user-per-port LANs that will provide for 


manv classes of service — including E-mail, video 
conferencing and more — and still guarantee that each 


user receives the fast, reliable service he or she needs. 


Through a unique packet/cell switching backplane 
and Cabletron’s innovative SecureFast™ mete acne 
Switching, the MMAC-Plus delivers the best benefits 
of ATM technology . ... while preserving your existing 
investment in Ethernet, Token Ring and FDDI. No 


other vendor can make that claim. 





Features include: 

* An aggregate bandwidth in excess of 10 Gbps. 

* Aggregate switching greater than 5 million 
oo o 5 5 

packets/cells per second. 

* Over 500 ports of connectivity. 

* Support for over 160 switched LAN segments and a 


virtually unlimited number of shared-access LANs. 


* Supports mixed Ethernet, Token Ring, FDDI, 
ATM and WAN connections. 


* Supports integrated MAC layer bridging, network 
laver routing, SecureFast Packet Switching and 


ATM cell switching. 
* Embedded network analysis tools. 


* Fully fault tolerant design. 


ee 
~ SEE IT FOR YOURSELF 
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Fee A: 


FEBRUARY 15-17 or 
CABLETRON Bootu # 3516 


A hub is not just a hub. For more information on the néxt- 


eco over i le(oso mms OULD Emm) LeCoyuD) mame arama runs 


finishes. call 


where the 


competition 


(603) 337-2705 for your free. informative white 
paper, Cabletron’s MMAC-Plus:A True Switching Hub. 


The Complete Networking Solution™ 


CORPORATE HEADQUARTERS: 35 INDUSTRIAL WAY, ROCHI STER, NH 038670505 


Restart without starting over 


Application or system 


failure? Restart from 

your latest synchroniza- 

tion point — automatical- 

ly. Use APPLICATION RESTART 

CONTROL (AR/CTL) to eliminate 

re-running your entire application or 
restarting your restarts. 

Starting from the correct sync point 

helps you improve data integrity, meet 

tight batch window constraints and 


Save resources. 


Complete restart solution 
AR/CTL provides automatic application 
restarts for DB2°, IMS and sequential 
files. Often without application changes. 

Which of AR/CTL’s features can 
most benefit you? Coordinating DB2 
and/or IMS application restarts? Auto- 
mating sync point selection? Providing 
operators with automatic restart capa- 
bilities? Re-attaching an application 
after environmental recovery? What- 
ever you need, AR/CTL delivers. 


Don’t let a restart turn 
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you upside down. To start a 
free trial of APPLICATION salad 
RESTART CONTROL, call your BMC 
representative today at 713 918-8800 
or 1 800 841-2031. 
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Fingerhut grabs early Unix SMP box 


Runs apps on Sun SPARCcenter 


By Jean S. Bozman 
MINNETONKA, MINN 





Fingerhut Cos. has staved off the purchase of a new main- 
frame by putting'a multiprocessing server to work in its cus- 
tomer service operation. In the process, it became one of 
the first users of the 16-way Sun Microsystems, Inc. SPARC- 
center 2000 symmetrical multiprocessor (SMP). 

The 16-way SMP machine went on-line in September and 
entered full production in October, said Glenn Habern, chief 
information officer at Fingerhut, a $1.6 billion catalog re- 
tailer. The work load, which previously ran on an IBM 
ES/9000 mainframe with an IBM IMS database, is now host- 
ed on a Sun server with a 300G-byte Oracle Corp. database. 

The migration was less than silky smooth because of the 
need to work with early versions of Sun’s Solaris 2.3 operat- 
ing system and Oracle 7, Habern said. “It ended up being 
more leading-edge than we wished, but we’re pleased with 
the results,” he said. But the lack of 16-way support in the 


Vital stats 
Headquarters: 
Minnetonka, Minn. 
1992 revenue: $1.6B 


Employees: 8,500 


> Unix servers: 

Sun SPARCcenter 2000 
with 16-way SMP and 
2.75G bytes of RAM. 
Hosts 300G-byte Oracle 
7 database and has 100G 
bytes of additional 
storage. 

¢ Sun SPARCcenter 2000 
with 10-way SMP and 
1.5G bytes of RAM for 
order-processing 
applications. Hosts 


90G-byte Oracle 7 
database and has 10G 
bytes of additional 
storage. 

@By june, both 
large-scale Sun servers 
will have companion 
machines with mirrored 
Oracle 7 databases. 


p> IBM mainframes: 
IBM ES/9000 Models 
982, 720 and 440. 


> Databases: DB2 and 
IMS databases. 


> Total disk storage: 
Approximately 1T byte. 


then-current release of Solaris forced the issue, Habern 
said. Sun began shipping SPARCcenter 2000s with 20-way 
SMP configurations last month. 

Converting from the IMS database to Oracle 7 was not a 
trivial task and required the creation of custom code. “We 
thought we could use some utilities to just create copies of 
the [IMS] database and reload them [in Oracle], but it was 
not that simple,” Habern said. Instead, the information sys- 
tems staff wrote one set of new programs that copied data- 
base tables from the IMS and another set of programs that 
loaded that data into Oracle 7. The work of converting the 
300G-byte database, including the indexes, took about two 
months. 

As a result of the move, the company will not need to add 
to its three-mainframe data center, Habern said. “Our goal 
is to get down to two mainframes, but that won’t happen in 
1994,” he said. 

The large Sun servers have to churn hard to keep up with 
the data flow generated by Fingerhut’s mainframes. “We 
are doing between 15 million and 20 million batch updates a 

Fingerhut, page 72 








Done deals: Conference 
attendees share strategies 


By Thomas Hoffman 
ORLANDO,FLA. 





One user cut his software upgrade bill by 
90% by scrutinizing the fine print. Anoth- 
er trimmed his services contract by half. 
These were some war stories presented 
at a recent conference aimed at helping 
users become skilled negotiators. 

Some 120 information technology pro- 
curement specialists from Fortune 500 
companies and government agencies 
met here to share high-tech contract 
knowledge and experiences at Interna- 
tional Computer Negotiations, Inc.’s 
(ICN) 1994 Advanced Procurement Strat- 
egies Masters Program. 

ICN, a 19-year-old consulting firm in 
Winter Park, Fla., provides advice and 
seminars to help user firms wrangle op- 
timal computer services and equipment 
contracts out of such vendors as IBM and 
Computer Associates International, Inc. 


Vendor battles 

Among the war stories was the case of 
the state of California’s Stephen P. Teale 
Data Center in Sacramento. The site, 
which handles data processing for 250 
state agencies, upgraded from an IBM 
3090 Model 600J mainframe to an IBM 
ES/9000 in November. 

The data center notified CA ofits plans 
to upgrade from a Group 60 to a Group 80 
machine. The Islandia, N.Y., software gi- 
ant responded with a bill for $800,000 to 
allow the data center to run its software 
packages — including CA-Ramis and CA- 
Examine — on the larger CPU, according 
to Joyce R. Henry, manager of contracts 


administration at the Teale Data Center. 

Dubious about CA’s proposed price 
hikes, Henry reviewed Teale’s CA soft- 
ware licenses and determined that the 
agency was responsible for only $87,000 
— or one-tenth — of CA’s upgrade fees. 
Upon bringing the discrepancy to CA's at- 
tention, the vendor “backed off” from its 
initial stance and even dropped upgrade 
charges on several products, bringing 
the upgrade costs for the multiproduct 
suite to $47,000, Henry said. 

A CA spokesman said, “It’s rare for 
something like this to occur. We’re glad 
that the problem was resolved.” 

Henry was not the only attendee who 
successfully played hardball with a ven- 


dor. Carolyn Tilden, manager of systems 
support at Sara Lee Corp. in Chicago, re- 
cently completed an IBM mainframe di- 
saster-recovery deal for four divisional 
data centers that is expected to reap a 
50% savings for each division. The con- 
tract, which the $14 billion food and con- 
sumer products maker landed last year 
with an unspecified vendor, replaced a $2 
million disaster-recovery services pact. 

Tilden said applying ICN’s Managed 
Acquisition Process methodologies 
helped Sara Lee in its negotiations, and 
adding ICN senior consultant Frank Coo- 
per to the 20-person negotiating team 
complemented the talks. 

ICN precepts that Sara Lee applied 
during the four-month bargaining pro- 
cess included prioritizing contract de- 
mands before negotiations begin and 
working spontaneous “exit” clauses into 
the agreement. Each played a key role in 
helping the company land the best possi- 





Pact pointers 


ICN conference speakers and attend- 
ees offered dozens of helpful hints for 
dealing with information technology 
vendors, including the following: 

> Ensure that software licenses de- 
fine favorable locations for potential 
litigation over software usage issues 
(breach of contract, copyright in- 
fringements). For example, if your 
firm is in Los Angeles, make sure your 
contract stipulates that all legal mat- 
ters be held in the Los Angeles area. 
> Don’t take any chances with cus- 
tomized software that gives your or- 
ganization a competitive advantage. 





If you need to discuss technical de- 


tails with the supporting vendor, 
make sure your conversations are 
conducted over an encrypted phone 
line. 

> Equipment contracts should in- 
clude provisions for customers to ter- 
minate the agreement if the product 
vendor in question is acquired by an- 
other. 

> For disaster-recovery contracts, 
customers should include “nonper- 
formance” provisions in case hot-site 
vendors do not meet contractual obli- 
gations (facilities are not available, 
core applications cannot to be pro- 
cessed). 

> During contract negotiations with 
vendors, avoid disclosing itemized 
information systems budget alloca- 
tions. — Thomas Hoffman 
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ble deal, Tilden said. 

“If we decided to consolidate or out- 
source one of our data centers, we didn’t 
want to be left holding payments on that 
part of the agreement,” she said. 


Look up the fine print 

Legal experts who attended said the pop- 
ularity of outsourcing agreements is 
making contract language more critical. 

“As more and more people are moving 
to outsourcing and third-party facility 
managers, it’s imperative to have defini- 
tions for ‘upgrades,’ ‘usage’ and ‘en- 
hancements’ spelled out up front,” noted 
Peter Frazza, an attorney at Budd Lar- 
ner Gross Rosenbaum Greenberg & Sade 
in Short Hills, N.J. Frazza represented 
First Fidelity Bancorp in a breach of con- 
tract lawsuit against CA that was settled 
out of court last year. “Contracts must 
stipulate that third parties have and be 
granted access to software.” 

Michael J. Cammarota, a senior attor- 
ney at Integrated Systems Solutions 
Corp. in White Plains, N.Y., who chaired 
several outsourcing conference 
sions, offered advice for bargaining with 
facility managers and software vendors. 
“CA is afraid of attracting negative pub- 
licity, and that can be used as a negotiat- 
ing point on software licensing if done 
fairly and equitably,” Cammarota said. 

Joe Auer, ICN’s president, told confer- 
ence goers that most vendors are apt to 
“bend” on equipment and services con- 
tract negotiations to generate last-min- 
ute revenue as they near the end of cer- 
tain fiscal quarters. Still, he warned of 
the dangers of getting too “chummy” 
with vendors. “If you invite on-site ven- 


ses- 


dors into your secure areas, open up 
your proprietary information to them 
and let them play on your corporate vol- 
leyball team, you can’t expect to be able 
to negotiate with them,” Auer said. 
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Software provides report cards on doctors’ bills 


By Mitch Betts 
When insurers and health maintenance 
organizations ask a doctor why he or she 
has a pattern of unusually high charges, 
the typical response is, “Well, my pa- 
tients are sicker than other doctors’ pa- 
tients.” 

But that argument is being challenged 
by “physician profiling” software that 
adjusts claims data for the severity of ill- 
nesses and provides more meaningful 
comparisons with other doctors’ cases. 


Vendors of this hot category of soft- | 


ware, which dovetails with the Clinton 
administration’s plans for “report 
cards” on health care providers, include 
HealthChex, Inc. in Fairport, N.Y., GMIS, 
Inc. in Malvern, Pa., and Value Health, 
Ine. in Avon, Conn. 

The latest firm to jump into this niche 
is Boston-based Health Payment Review, 
Inc. Last month, the company introduced 

-atterns of Treatment Plus, which pro- 
duces a variety of reports that compare 
a physician’s practices — adjusted for 
severity — with a well-respected data- 
base of clinical guidelines. 

For example, the software can spot 
doctors who order more tests than the 
clinical guidelines suggest or who sub- 
mit excessive claims. The flip side is that 
the software also identifies doctors with 
a pattern of high-quality, cost-effective 
care. 

The software is available on IBM main- 
frames, AS/400s and RS/6000s, as well as 
Hewlett-Packard Co. HP 3000s, Digital 
Equipment Corp. VAXs and IBM-compat- 
ible PCs. The price ranges from $50,000 
to $500,000, the vendor said. 


Counterfeiter sentenced 
AUS. District Court judge in Bos- 
ton gave a Massachusetts man 
three years of probation after the 
man pleaded guilty to using coun- 
terfeit Digital Equipment Corp. 
trademarks to pass offused Digital 
systems as new products. Michael 
Kozlowski, 33, of Wenham, Mass., 
was involved in obtaining and re- 
furbishing used Digital machines 
that were then sold overseas as 
new systems. 








The underlying clinical database, 
called Patterns of Treatment, is updated 
twice a year to reflect changes in accept- 
ed medical practice. 

Vic Sztengel, assistant vice president 
for managed care at Golden Rule Insur- 
ance Co. in Indianapolis, already uses 
the Patterns of Treatment database, run- 
ning on an IBM 3090 mainframe, for ret- 


rospective studies of physician prac- 
tices. Sztengel said he plans to add the 
Plus module in the fourth quarter of this 
year to flag suspicious claims before they 
get paid. 

The sensitivity of the profiling soft- 
ware can be adjusted to find claims con- 
sidered questionable by, say, 100%, 90% 
or 70% of a doctor’s peers. “When you tell 


a doctor that 70% to 75% of his peers con- 
sider it a bad practice, that’s pretty per- 
suasive,” Sztengel said. 

Will physician profiling replace the 
current practice of utilization review, 
where nurses double-check the appro- 
priateness of particular treatments? No, 
Sztengel said, because managed-care or- 
ganizations will need a combination of 
three techniques — profiling, utilization 
review and full-scale “chart audits” —to 
keep a lid on rising doctor bills. 
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IBM considers upgrade to old System/36 


By Craig Stedman 





The first PowerPC-based system to be 
shipped by IBM’s AS/400 Division may 
not be an AS/400 per se, but rather a new 
version of the venerable System/36 line 
that industry sources said IBM is consid- 
ering introducing late this year. 

The stand-alone box would likely be 


followed by support for running System/ 
36 applications on the PowerPC-based 
AS/400 models due in 1995, according to 
industry sources. IBM probably would 
provide upgrades from the System/36 
model to the AS/400, they added. 

IBM is reportedly looking at a Novem- 
ber shipment of the System/36 unit, al- 
though sources noted that plans have not 


been finalized and could change. The last 
System/36 hardware introduction was in 
1988, the same year the AS/400 came to 
market. 

William Zeitler, assistant general 
manager for AS/400 marketing, recently 
said that it is “somewhat likely” that 
“market-specific” systems using Pow- 
erPC chips will be made available during 
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to the commitments people make. Suddenly, all kinds of possibilities appear. And your business 


the fourth quarter of this year. 

Glenn Van Benschoten, systems prod- 
uct manager at the AS/400 Division, 
would not say last week whether a Sys- 
tem/36 box is in the works. He added that 
IBM has not committed to providing the 
PowerPC-based AS/400s with more than 
the current level of System/36 compati- 
bility. That requires applications to be re- 
compiled and in some cases reworked. 

However, “It’s fair to say that we’re 
having what-if discussions with [Sys- 
tem/36] customers as to what their wants 
and needs are,” Van Benschoten said. 
The 200,000-strong System/36 installed 
base remains “a very important part of 
our franchise,” he noted. 


Giving in 

Nili Young, an analyst at Meta Group, Inc. 
in Westport, Conn., said some System/36 
users have been “very forceful’ about 
wanting to continue with that machine’s 
SSP operating system and command lan- 
guage. 

“IBM is finally throwing up its hands 
and saying it will give them more power,” 
she said. 

“When the AS/400 first came out, IBM 
presumed that System/36 users were 
just going to whip out their checkbooks” 
and migrate, said Jamie Crump, presi- 
dent of the Richwell Group, a Blairsville, 
Ga., consulting firm that uses a Sys- 
tem/36. She noted that IBM has had “a 
kind of change of heart over the past year 
anda half, which I’m very glad to see.” 

Crump said she would be most inter- 
ested in running System/36 applications 
directly on a PowerPC-based AS/400 so 
the migration process could be done “at 
your convenience. From a cost-justifica- 
tion basis, that would really give you the 
best of both worlds.” 

However, Cliff Beckwith, senior sys- 
tems analyst at York Insurance Group in 
Westbrook, Maine, said his company 
wants to move off the System/36 by year’s 
end. 

The AS/400 is an option, but the migra- 
tion choice will be driven more by the ap- 
plications software that York Insurance 
settles on, Beckwith said. ‘““We see the 
[System/36] architecture as kind of at the 
end ofits life,” he said. 
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Feds moving data to CD-ROM 


Advantages of CDs outweigh magnetic tape by weighing less, storing more 


By Gary H. Anthes 


WASHINGTON 





Vice President Al Gore once referred to 
them as “silos of rotting data” — govern- 
ment warehouses holding terabytes of ir- 
replaceable information on millions of 
aging magnetic tapes. 

Now, enabled by improving technology 
and plunging prices, federal agencies 
are moving from magnetic tapes to CDs 
for data archiving, replacing a medium 
with a shelf life of 10 years or so with one 
that lasts five to 10 times as long. At one 
NASA facility 200 magnetic tapes a day 
are being copied to CDs. 

Jerry McFaul, a computer scientist at 
the U.S. Geological Survey (USGS) and 
founder of a government CD-ROM users’ 
group (see story below), said he saw the 
potential for CD-ROM a decade ago, but 
the technology was just too costly for 


widespread use. Now, he said, systems 
able to create CDs (called CD-Recordable 
or CD-R), which were priced at $100,000 
in 1989, can be had for as little as $4,000. 
“We expect that to be halved again by this 
coming summer,” he said. 

McFaul said CD technology is just 
emerging for use in data archiving; early 
adopters turned to it for cost savings in 
disseminating large databases to the 
public. For example, an oil company with 
a truck and a check for $85,000 could buy 
from the USGS 25G bytes of seismic data 
on 640 tapes. Now a geology professor 
with a shoe box can have the same thing 
on 39 CDs for $1,248. 


Not wearing well 

NASA’s Jet Propulsion Laboratory in 
Pasadena, Calif., is converting 65,000 ag- 
ingtapes toCD-R and is finding problems 
with almost one tape in 10, said Mike 





Special Interest Group on CD- 

ROM Applications & Technology 
(SIGCAT) in Reston, Va., now has 6,500 
members worldwide. About 200 feder- 
al government units are represented. 
SIGCAT serves as an umbrella orga- 
nization to a number of working 
groups that focus on issues such as 
networking, software, libraries, stan- 


F ounded in 1986 at the USGS, the 





Chip off the USGS block 


eae 4 


dards, reliability and integrity, geo- 
graphic information systems and 
multimedia technology. 

The USGS maintains an electronic 
bulletin board with a conference de- 
voted to CD-ROM. 

It can be reached at (703) 648-4168. 
Information about SIGCAT is avail- 
able at (703) 648-4452. 

— Gary H. Anthes | 
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Martin, project engineer. Even with new 
tapes, one in every 10 to 20 is defective in 
some way, he said. “But we never find de- 
fective CDs, never.” 

While NASA is using CD-R 
technology for data archiv- 
ing because it is more cost- 
effective for makingjust one 
or two copies, it uses CD- 
ROM technology to make 
copies of data for high-vol- 
ume distribution to the pub- 
lic. The agency is attaching 
two CD-ROM jukeboxes to 
the Internet, and the juke- 
boxes will soon make more 
than 250G bytes of data 
accessible to _ scientists 
around the world. 

The advantages of CDs — 
low cost, high data density, 
ease of creation and ran- 
dom-access retrieval — work together to 
enable fundamentally new kinds of sci- 
entific analyses, said Carl Abston, depu- 
ty chief of data management at the USGS’ 


Weighing the 
options 


Auser-recordable CD 
holding 680M bytes, or 
about 340,000 pages 
of text, weighs less 
than 1 ounce and costs 
about $18. The same 
information would fill 
seven magnetic tapes, 
each weighing more 
than two pounds and 
costing $10. 


Denver office. For example, Abston com- 
bined onto a single CD data about geo- 
magnetism, cosmic rays and tree rings 
for the National Oceanic and Atmospher- 
ic Administration. That enabled scien- 
tists to ask questions such as, “Is there a 
correlation between climate [tree ring] 
data and ionospheric data?” he said. 

“Before CD-ROM, it would have been 
very difficult to acquire, process and 
compare all that data,” Abs- 
ton said. “Now scientists 
can see correlations of dis- 
similar data never seen be- 
fore. A great number of dis- 
coveries will occur this 
way.” 

Abston said the USGS put 
out a CD containing 560 
high-resolution color photo- 
graphs of natural disasters 
such as earthquakes, volea- 
noes, sink holes and the like. 
Previously available to the 
public from a government li- 
brary at $10 each, all 560 pic- 
tures can now be purchased 
on CD for $32, he said. 

“Taxpayers pay for all this research, 
but they seldom get a chance to get their 
hands on the results of that research,” 
Abston said. “Now they can get it.” 








Fingerhut 


CONTINUED FROM PAGE 69 


day to those [Oracle] databases,” Hab- 
ern said. “We divide the transactions into 
14 [job streams] and run them concur- 
rently,” on the Sun server. 

The benefits of the Unix system were 
immediate, said Betty Bothereau, senior 
vice president of consumer, corporate 
and environmental affairs at Fingerhut. 
“We can give our customers more accu- 
rate information more quickly, and it 
has also given us a faster order-taking 
process,” said Bothereau, who oversees 
telemarketing operations. Staffers can 
now view multiple databases on the Sun 
server and IBM mainframe, she said. 


Slow savings 

But because there was a large up-front 
cost — 20-way SPARCcenter 2000s are 
priced at $1.2 million — IS savings were 
not immediate. More people were added 
to the 500-plus IS staff io tend the large 
Sun servers, including two installed at 
the corporate data center in St. Cloud, 
Minn., 70 miles from the firm’s headquar- 
ters; and two more will be installed at a 
Fingerhut telemarketing center in the 
Minneapolis suburbs. 

The payoff from the move to Unix serv- 
ers may come later when the firm can 
avoid future mainframe purchases, Hab- 
ern said. “At some point, there was going 
to be one person too many [to support], 
and that would have caused us to up- 
grade with a $20 million mainframe,” he 
said. In contrast, all four Sun servers can 
be upgraded to 20-way SMP machines 
and outfitted with more memory and disk 
storage. They can even be clustered. 
“This way I can have a much smoother 


incremental increase in costs, rather 
than great, big steps,” Habern said. 

Fingerhut’s downsizing project began 
in January 1993 and grew to include a 
crew of 75 programmers, including 40 in- 
house personnel and 35 outside consul- 
tants. In eight months, the company’s 
IMS-based customer service and order- 
processing applications were ready for 
the switch to the 16-way SPARCcenter 
2000 machine and another 10-way 
SPARCcenter 2000, Habern said. The 
servers anchor on-line applications for 
1,000 customer-service representatives. 

During the Christmas season the sys- 
tem allowed 300 staffers to be trained as 
temporary customer-service staffers in 
five hours. Usually, training to handle 
customer calls takes more than 15 hours. 

Those 300 staffers “took about $2.5 
million worth of orders,” Bothereau said. 
“Otherwise those calls would have had to 
go to aservice bureau.” 

Half of the new system’s users at cor- 
porate headquarters are logged on to the 
16-way SMP system, and the other half 
are logged onto the 10-way machine. 
“During the initial startup, the other 
[SMP machine] was kind of a cold back- 
up,” Habern explained. The goal is to 
have a mirrored set of Sun servers at 
both telemarketing centers. By June, the 
16-way server’s database will be repli- 
cated on a companion server, and two 10- 
way SMPs willbe in place. 

Besides the SPARCcenter 2000 serv- 
ers, there are about 20 SPARCstation 10 
file servers that host user applications at 
Fingerhut. There are also roughly 400 
Sun SPARCclassic workstations, along 
with 700 IBM 3270 terminals. To preserve 
Fingerhut’s investment in the IBM 3270s, 
custom code was written to allow them 
to display Unix applications and data 
hosted by the Sun servers. 
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LOTUS NOTES MAKES TEAMS WORK. 


Every day, more companies around the world are realizing the 
ue business advantages of Lotus Notes.” Because Notes lets 

teams access, track, share and organize information in ways never 
before possible, they can now respond more quickly and effective 
to the everyday business demands of customer service, account 
management. product development and more 

Let's see how Notes helped one team quickly resolve a problem 
caused by a last-minute client request. It involves the construction 
of a building in Neuilly, France, designed by an architect in the San 
Francisco office of a company headquartered ir w York. Without 
Notes, this kind of responsive problem solving doesn't happen 

Notes works on all popular computing 
platforms including Windows” Macintosh 
OS/2* and UNIX* And with Notes unique 
data replication feature. you can work 
anywhere and automatically get up-to-date 
information when you need it 

To experience the power of Notes, pick up a Starter Pack 
for just $995. It comes with one Lotus Notes Server for Windows 
and two Notes Clients for Windows. Plus 25 popular ready-to- 
use applications, and a “Getting Started’ video that helps you 
get up and running quickly 

For a free demo disk, or to become a Lotus Business Partner. call 


1-800-828-7086, ext. 9341 or visit your Lotus Authorized Reseller 
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White Paper 


“Groupware was created to enhance collaboration, 
communication and interpersonal productivity. 
Whether the product is e-mail, workflow or conferencing, 


groupware is providing solutions to specific business problems. 


Experts predict that by 1998 groupware sales will reach $5.5 billion.” 


This White Paper is written by David Coleman, conference chairman, Group Ware’94, and a principal at 
Collaborative Strategies, a San Francisco-based consulting firm focused on workgroup computing. 
Mr. Coleman can be contacted at 415-282-9197. For more information on Group Ware’94, call 800-247-0262. 
For more information on the White Paper Program, please call 508-879-0700. 





Groupware: Changing Business for the 90s 


Introduction 


The economic expansion of the ’70s and 80s has given way 
to the global recession of the 90s. The mixture of this declin- 
ing economic atmosphere with an increasingly robust interna- 
tional communications and technology infrastructure has cre- 

ated a fiercely competitive global business environment. 


In this environment, downsizing and organizational re- 
structuring — a.k.a. redesign — have become prominent 
trends. These concepts, which are targeted at increasing pro- 
ductivity, are being widely discussed and implemented in 

many companies. 


But these trends are not the only challenges facing enterprises in the 90s. 
Increased quality, better customer service, lower product prices, greater em- 
ployee autonomy and more flexible and responsive organizations are all on 
the agenda. 


How are today’s innovative organizations coping with these di- 
verse pressures and, in some cases, thriving? How are these orga- 
nizations staying competitive? How are they realizing high qual- 
ity, decreasing time-to-market and reducing costs? What 


technologies are being implemented to achieve these goals? 
The key to these questions is groupware. 


Groupware is the term loosely used to describe a group of 

technologies that mediate interpersonal collaboration 

through the computer. As is the case with so many technolo- 

gy buzzwords, it seems there are as many definitions for 

groupware as there are people trying to define it. For purpos- 

es of this white paper, Collaborative Strategies defines it as 
“Computer-mediated collaboration that increases the productivity or func- 
tionality of person-to-person processes.” 


No matter how it is defined, groupware was created to foster collabo 
tion, communication and interpersonal productivity by automating mz 
tasks and enhancing the efficiency of others. Whether the groupware prod- 
uct in question is e-mail, workflow or something else does not matter. What 
matters is providing solutions to specific business problems. This is what 
groupware does in a way that has propelled it to the forefront of cutting- 
edge technologies. 
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Groupware: Changing Business for the ’90s 


Groupware is not a new idea. Many of the 

technologies that compose groupware have 

been around for 20 years. Despite the 

availability of these technologies, however, 

groupware never took off in the "70s and 

’80s because the network infrastructure 

needed to support it was not there. How- 

ever, the infrastructure is now in place, and 

businesses are using groupware to restruc- 

ture themselves for global competition. 
Just as the groupware market is 

emerging, different classifica- 

tion schemes are being used 

to size the market and 

position products. 

Current groupware 


a ‘y ; Ps B ° ; 
product categories [i TOT LH 


are going though a 


. - 
cycle of expansion TTL 
to meet the growing § : Busines 5 a 


needs. For the next 

two years, many new Was at ui 90s 
products will become Wes 

available in all group- 

ware categories as vendors 

rush to fill identified needs. 

However, as with most natural and 

economic systems, expansion today usual- 

ly leads to contraction tomorrow. 

We at Collaborative Strategies believe 
that the product offerings in the group- 
ware category will increase, but the num- 
ber of categories of products will decrease 
as users become more sophisticated, stan- 
dards develop, and the market matures. 
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Experts predict 


that by 1998, 


groupware sales 
will reach 


5 billion. 


White Paper 
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By 1996 there should only be five 
categories for groupware products: 
* E-mail/messaging, including cal- 
endaring and scheduling 
* Group document 
handling, including 
workflow, document 
and image manage- 
ment and group editing 
* Group decision sys- 
tems, including audio 
and video conferencing, 
group decision support 
systems and shared-screen products 
* Workgroup utilities and develop- 
ment tools, including GUI develop- 
ment tools and groupware mainte- 
nance and development tools 
* Shared-database products, in- 
cluding Notes, Oracle Office and 
shared-memory products. 

In an attempt to delineate the 
true groupware market, several mar- 


ket research firms track the sales of 


the technologies that are most com- 
monly associated with groupware, 
including e-mail, electronic confer- 
encing and workflow. In a recent re- 
port, Bob Flanagan, senior analyst at 
Workgroup Technologies, Inc., esti- 
mates the market for groupware 
software to be $1.7 billion in 1993. 


He forecasts rapid growth for this 
market, predicting that by 1998, 
sales will be $5.5 billion worldwide. 

This dovetails nicely with the fig- 
ures reported by the British market 
research firm Ovum, Ltd. In its re- 
port, “Groupware: Market Strate- 
gies,” Ovum states that the groupware 
market is growing at a robust 15% a 
year. Like Workgroup Technologies, 
Ovum also predicts the total group- 
ware market will reach $5.5 billion by 
1998. And 60% of that $5.5 billion 
figure will consist of training and im- 
plementation services rather than 
software sales (Figure 1). That per- 
centage will change significantly as 
software sales consume a larger and 
larger portion of the market. 

Ovum states that one third of the 
1993 groupware market is attribut- 
able to the sale of workflow software 
and services. The firm also says that 
the st alone e-mail systems that 
today comprise 19% of the group- 
ware market will only account for 
10% of the market by 1998. This 
suggests that e-mail functionality 
will be integrated into other tech- 
nologies like workflow, calendar- 
ing/scheduling or group decision 
support systems. 


1998 GROUPWARE MARKET REVENUES 
(Total: $5.5 billion) 


FIGURE 1 
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Source: Ovum, Ltd. 


After 1998, software sales will consume a larger and larger portion of the market. 
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THE ROLE FOR 
GROUPWARE SERVICES 

There are many challenges to 
providing groupware services. Many 
consultants become discouraged be- 
cause even though the technology is 
adequate for the organization, many 
organizations do not want to change 
the way they work. 

Nevertheless, firms such as An- 
dersen Consulting provide a wide 
variety of groupware services to their 
clients. These services include plan- 
ning, consulting, implementation, 
custom application development, 
organizational consulting, change 
management, business process re- 
design, and meeting facilitation. 

Attendees at GroupWare’93 were 
asked what services were needed that 
the software vendors were not pro- 
viding. The most requested service 
was planning. However, this is not a 
service that the Lotus or Micr 
consulting groups generally 
Their consulting is usually focused 
on implementation services or cus- 
tom application development. 

In general, groupware consulting 
can be very profitable. Lotus Con- 
sulting makes $3-$5 for every dollar 
of Notes sold. However, the need for 
planning and other consulting ser- 
vices to help integrate groupware 
into the organization is often filled 
by consultants of another breed, 
such as EDS, the “Big Six” or even 
management consulting firms such 
as Mackenzie, Inc. 

The reason these firms are be- 
coming a major channel for group- 
ware is that groupware requires 
software, customization, and orga- 
nizational and change management 
consulting. Because every enterprise 
is different, there is no one firm that 
can provide a complete groupware 
solution for a large organization. 


FORCES DRIVING/INHIBITING 
THE GROUPWARE WAVE 
What forces are driving group- 
ware market growth? 
* The improved price/performance 
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of both groupware hardware and 
software has made it more available 
to a larger population 

* The worldwide recession and 
downsizing are driving increased 
white-collar productivity 

* Well known vendors such as Mi- 
crosoft, WordPerfect, Lotus, IBM 
and Digital Equipment Corp. are 
promoting groupware products and 
increasing awareness in the market- 
place 

* Increased competition is requiring 
large organizations to change and 
become flatter and more flexible, 
processes often requiring groupware 

* The increased complexity of 
today’s products and business pro- 
cedures is driving the use of ad hoc 
teams supported by groupware. 

There are also equal and oppos- 
ing forces that inhibit the growth of 
groupware. These include: 

* A general lack of education in the 
business community about group- 
Ww 

* The marketplace is confused as to 
the nature of groupware, and much 
of the information distributed by 
groupware vendors has increased 
this confusion 

* The recession is decreasing bud- 
gets, and many firms cannot afford 
groupware 

* The distribution channels for 
groupware are new and not fully im- 
plemented 

* MIS shops worry that they will 
become dependent on a single 
groupware vendor 

* Organ 
change 


tions are resistant to 
* There are few groupware stan- 
dards to foster rapid growth. 

When 500 groupware users were 
surveyed at the GroupWare’93 Con- 
ference about their success or failure 
with groupware, those that were not 
successful noted that their greatest 
problems were not with the technol- 
ogy but involved the absence of sup- 
port from top management and the 
lack of a specific business problem 
adaptable to the technology. The 
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Groupware is at the intersection of company databases and communication networks. 


issue of support from top manage- 
ment is a hot one and will be debat- 
ed at GroupWare’94 in Boston (Feb. 
27-Mar. 2). 


NETWORK ENVIRONMENT 
Where does groupware sit in 
today’s enterprise IT architecture? It 
lies on a network infrastructure 
which includes PCs, PC operating 
systems, cabling, network operating 
systems, administration utilities and 
the phone lines for a WAN (Figure 2). 
Groupware is part of the net- 
worked application environment. 
However, not all networked applica- 
tions are groupware. Access to a cor- 
porate database through a network 
may not be groupware. However, in- 
teractive or discussion databases may 
be part of a groupware application. 
Often, groupware applications 
are workgroup-oriented and not en- 
terprise-oriented. The issues in- 
volved in scaling up these applic 
tions for a multinational 
corporation are not trivial and fre- 
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quently require the cooperation of 
competitive vendors, the establish- 
ment of standards, and maturation 
of the supporting infrastructure. 
Many of the requirements for “en- 
terprise-ware” are not yet available. 
Groupware rests 
at the top of a big 
wave that includes. ; 
technologies such implementing 
as: client/server, 
multimedia, docu- 
ment and image 
management, net- 
worked applications 
and distributed/mo- 
bile/remote com- 
puting. 
Organizational 
trends toward flatter 


problems. 


organizations, decentralization and 
outsourcing are being reflected in 
the information technologies that 
businesses employ. The rapid 
growth of networks and the decline 
of legacy systems has managers 
searching for ways to amortize their 





The greatest problems 


groupware are 

the absence of top 
management support 
and the lack of 


appropriate business 
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Anyone can sell you the 
pieces. We'll make it fly. 


\ piece here, a piece there. All too often, 
that’s how company-wide software integration 
arrives. With no instructions, no help and no 
clear idea of what the thing should look like 
when it’s done. 

You need a plan, and IBM can help. With 
client/server software that will help you rightsize, 
streamline and transform your company as 


quickly or as gradually as you need. With LAN 


workgroup products that bring your people on 


OS/2® and Windows™ together, like IBM Time 
and Place/2™ and Lotus Notes® and cc:Mail.™ 
With software like our new connectivity programs 
that can unite your LAN and host users. With 
document processing programs such as 
SearchManager/2,™ which can locate documents 
in many of the most popular document formats. 
And we provide the planning, training and 
services to make sure everything works as well as 
you hope. LAN to LAN or host to LAN, nobody 
puts the pieces together like IBM. 

Want to automate your sales force? Improve 
your customer service? Speed your product de- 
velopment? There’s never been a better time to 
call | 800 IBM-CALL, dept. 142, for more 
information on our client/server workgroup 
solutions. We'll show you where all the pieces 
go. And then stay around and help you get it off 


the ground. 


SOFTWARE FOR BUSINESS SOLUTIONS 
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Current Groupware Product Categories 


Electronic mail and messaging 

Sample products: cc:Mail (Lotus), Microsoft 

Mail (Microsoft), DaVinci Mail (DaVinci), Be- 

yond Mail (Beyond), MHS (Novell), Futurus 
Team (Futurus), FirstClass (SoftArc) 

Issues: Standards, XAPI, VIM vs. MAPI, X.400, X.500 

(directory services). How is it possible to deal with mul- 
tiple mail systems in one enterprise? 


Shared-screen products 

Sample products: ShowMe 2.0 (Sun Solutions), As- 
pects (Group Technologies) 

Issues: Who controls the screen? What are the interac- 
tion/baud rates? What is real-time response? Is your 
equipment compatible? How many people can confer- 
ence efficiently? Is it necessary to meet in person? Is a 
facilitator needed? 


Shared-memory products 

Sample products: Lotus Notes (Lotus), Oracle Office 
(Oracle), WordPerfect Office (WordPerfect), 
LinkWorks (Digital Equipment) 

Issues: Replication schemes, network topologies, scala- 
bility, transaction-based vs. store-and-forward databas- 
es, support for worldwide geographies, integration 
with legacy systems. 


Calendaring and scheduling 

Sample products: Meeting Maker (On Technologies), 
Network Scheduler 3 (Powercore), Time and Place/2 
(IBM) 

Issues: Possible proliferation of meetings because they 
are now easier to schedule, privacy of personal calen- 
dars and time (big brother is watching). Having enough 
people in the company using the product to make it 
worthwhile, scheduling across multiple time zones. 


Group decision support systems 

Sample products: GroupSystemsV (Ventana), Vision- 
Quest (Collaborative Technology Corp.), Council (Co- 
Vision) 

Issues: Do they integrate with scheduling systems? 
What to do after an electronic meeting? Can you put 
the resolutions into Notes or other products and track 
goals and commitments? What is the role of the facili- 
tator? Are facilitators necessary for this technology? 


Group editing 


Sample products: Face-to-Face (Crosswise), Mark-Up 


(Mainstay Software) 

Issues: Why is this product category not useful? What 
about page mark-up standards such as SGML and 
CALs? Will it support common word processors and 
page layout programs or does it require the use of a 
special editor? Does it have version control? How 
does it effect document security? How does it inte- 
grate with the enterprise document/image database 
or repository? 


Workflow 

Sample products: ATI (Action Technologies), WorkMan 
(Reach Technologies), JetForm (Jetform), FloMark (IBM) 
Issues: Workflow coalition. Passing documents and in- 
formation between products. Is it worth automating 
poor processes? 


Document image management 

Sample products: FileNet (FileNet), Plexus (Recogni- 
tion Technologies) 

Issues: Standards, obtaining group access, version con- 
trol, security, data integrity, compression, integration 
with other documents, repositories, integration with 
standard desktop word processing and group editing. 


Workgroup utilities 

Sample products: Workgroup for Windows (Microsoft) 
Issues: What should be part of the OS and what 
should be part of the application? 


Groupware development tools 

Sample products: Notes (Lotus), Oracle Office (Ora- 
cle), CoEX (TwinSun) 

Issues: What OS, GUI and network to develop for. 
How to insure issuer compatibility? Standards, object- 
oriented (reusable) code, licensing, (network, multime- 
dia, intellectual property rights). 


Groupware services 

Service listing: planning and implementation, applica- 
tion development, training and maintenance, business 
re-engineering, process re-engineering, meeting facili- 
tation 

Issues: Expertise is a most valuable commodity in the 
groupware market. Having all the expertise you need 
in-house in unlikely. No one vendor offers a complete 
groupware solution and re-engineering often requires 
multiple product and service vendors to collaborate to 
be successful for a single client. 
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LANs as well as discover a use for 
old mainframes that have been paid 
for and are still functional. 

The desire of companies to tie in 
suppliers or customers has lead to 
organizational extensions that in- 
clude these two groups as well as ad 
hoc teams that may be project-ori- 
ented and cross corporate bound- 
aries. 

Many organizations have realized 
that they cannot be all things to all 
people. They have discovered that 
the best way to stay competitive is to 
focus on what they are best at and 
deliver it as efficiently as possible. 
This specialization means that in 
order to provide a complete group- 
ware or business solution, many or- 
ganizations need partners and must 
enter into new alliances to meet 
these demands. 

Frequently, the structure of these 
alliances is awkward because the inte- 


gration of two very different organi- 
zations can be painful. There is no set 
formula to follow. However, because 
groupware promotes communica- 
tion, it can often provide a solution. 

In essence, groupware provides 
the competitive glue of the 90s. It 
provides a way for organizations to 
remain flexible, yet fast on their feet; 
a way to stay focused on the cus- 
tomer while supporting the external 
salesperson; and a way to provide all 
employees with the greater informa- 
tion and autonomy they need to be 
more productive. 


WILL ALL SOFTWARE 
BE GROUPWARE 
IN THE YEAR 2000? 

When is groupware groupware, 
and when is it something else? The 
groupware applications that we are 
starting to see may not be sold or 
even tracked as groupware. Similar 


to artificial intelligence, groupware 
has the potential to become ubiqui- 
tous but hidden. 

For example, e-mail support 
could be pushed down to the oper- 
ating system level. 
This would have ad- 
vantages: it would 
make messagin 
available to all appli- 
cations, it would 
provide a common 
directory structure, 
and it would help to 
establish messaging standards. This 
is also true of database functions; we 
have already seen the beginning of 
these trends in some of the evolving 
Microsoft operating systems. Also, 
Unix has always included calendar- 
ing and e-mail as part of the operat- 
ing environment. 

Sometime toward the end of the 
decade groupware may evolve as a 


eventually 
encompass all 
computer 


applications. 


Groupware may 


Get Your People Talking , 


Enhance group communication via public and private 
discussion topics and OLE 2.0 support. Use TeamTalk 
for announcements, brainstorming, and online meetings. 
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Enter your product in the 
GroupWare ‘94 
Best of Show Awards 


This competition is open to all exhibitors of 
the GroupWare ’94 show: 

August 7-10, 1994 

San Jose Convention Center 

San Jose, California 


For more information on entering the 
GroupWare Best of Show Awards, contact: 
Dana Floyd 
(602) 661-1260 


Sponsored by 
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Even if groupware 
technology is 
proficient, the 
implementation 
will not be 

ssful if the 


corporate culture 
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SUCCESS WITH GROUPWARE 
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Source: GroupWare’93 


GroupWare’93 attendees report a moderate satisfaction rate with their groupware implementations. 


term to encompass all applications, 
as all computer applications may 
then be group-enabled, workflow- 
enabled or have support teams on a 
network. This means that groupw 

may no longer be useful as a term. 
So will all software be groupware in 
the year 2000? The answer is yes. 


JUSTIFYING 
GROUPWARE 
Selling group- 
ware to manage- 
ment is a challeng- 
ing task. Often, 
executives demand 
cost-justification for 
these expenses. 
When groupware is 
applied and applied 


low payoff, it cannot 
be cost-justified. This may be the 
case with elaborate financial ac- 
counting systems, where it is laid on 
top of existing inefficient practices 
in such a way as to negate its effec- 
tiveness. Even if groupware is imple- 
mented correctly, when managed 
poorly, it will still produce disap- 
pointing results (Figure 3). 
A second reason for the difficulty 
in selling groupware to management 


poorly to areas of 


is that its greatest benefits are often 
intangible and therefore not mea- 
surable in traditional ways. One user 
that found this out is Bullivant, 
Houser, Bailey, Pendergrass & Hoff- 
man, a Portland, Oregon law firm. 

Bullivant uses groupware to re- 
duce legal fees and communicate 
with clients. “Clients often want re- 
ports at periodic intervals,” notes 
Don Evans, COO at Bullivant. “This 
is an expensive process for the 
clients and time consuming for our 
lawyers. Rather than reporting to 
the clients on a regular basis, we can 
change the process by using group- 
ware and enabling the clients to ex- 
amine the documents in the work- 
ing file or database to see progress. 
This means the reporting time goes 
away and the client can reduce their 
bills by 20 percent.” 

Bullivant invested $250,000 on 
Lotus Notes software and in build- 
ing a suite of custom applications to 
support its lawyers and clients. 
Training costs were low because the 
firm spent considerable money up 
front making the software easy to 
use, but maintenance and support 
costs were running up to $100,000 
per year. Savings based on the 
groupware application amounted to 
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$50,000 through the elimination of 
redundant data entry in 1993. That 
number is expected to reach $75,000 
during 1994. 

Despite these impressive hard- 
dollar savings, Bullivant feels its 
biggest groupware benefits lie else- 
where. “The biggest benefits we have 
seen from this system are the intan- 
gibles,” explains Evans, who main- 
tains that involving clients with the 
process makes a big difference. “We 
can now measure how long it takes 
to resolve a matter, which has raised 
the level of cost-consciousness on 
the client side. Clients want their 
problems resolved quickly and inex- 
pensively. This system lets them 
track progress and see how well we 
are doing.” 


The Groupware ROI 

Dramatic productivity and ROI 
results were reported by Lotus in a 
1992 study done on 39 companies 
using Lotus Notes for a year or more 
on networks of 200 or more nodes. 
The study reports a minimum ROI 
of 15 percent. This pales when com- 
pared with the impressive average 
three-year ROI of 395 percent. Even 
more impressive is the typical pay- 
back cycle of three months. 

If hardware costs are included, 
the payback is bumped up to four 
months, and the ROI drops to 197 
percent. The study also reports a 
200% productivity improvement in 
the application development cycle 
by IT managers. 

The ROI in this Lotus study was 
high because training, consulting 
and maintenance costs were not in- 
cluded in the initial, or ongoing in- 
vestment. And initial software costs 
were balanced against the produc- 
tivity gains. Even taking all these 
costs into account, many organiza- 
tions have found that the use of 
Notes catalyzes business restructur- 
ing and supports improved produc- 
tivity gains while providing a signifi- 
cant ROI. 

Lotus Notes is not the only 
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groupware product with proven 
productivity gains. Chevron Pipe- 
line Company’s procurement ser- 
vices group used Ventana’s Group- 
SystemsV to develop a tree diagram 
for all procurement activities with- 
in Chevron. The procurement team 
documented the process results and 
found that it was able to accom- 
plish its goals in half the time while 
realizing $5 million in savings on a 
$100,000 investment. 

Spalding Sports Worldwide faces 
a faddish market where quick re- 
sponsiveness is critical to success. 
Spalding uses Keyfile’s image man- 
agement software to streamline the 
design-implementation process. 

“Our initial software investment 
of $100,000 paid for itself 
overnight,” says Spalding’s H. Old- 


ham Brooks. “We were spending 
$85,000 a year in copying, mailing 
and distributing product specifica- 
tions. But more importantly, it 
used to take us a year and a half 
from design to full implementa- 
tion. Now, once the designs are in 
the system, authorized users any- 
where in the world can examine, 
comment and access these docu- 
ments instantly.” 

This project has been such a suc- 
cess that Spalding is now using the 
software in all of its major depart- 
ments and is experimenting with 
using it in its eleven foreign offices. 


Government 
Groupware Gains 

In another example of group- 
ware being used to increase both 


functionality and productivity, the 
U.S. Army’s Redstone Arsenal used 
Ventana’s electronic meeting soft- 
ware in a variety of military situa- 
tions and showed a 71% decrease 
in meeting time. Overall calendar 
time required for meetings de- 
creased 91 percent. 

And in an inspiring example of 
business process re-engineering 
using groupware, the Secretary of 
Defense commissioned a group of 
56 Army, Navy, Marine, and re- 
servist logistics experts, 15 support 
personnel, and a four-person man- 
agement team to construct a new 
automated logistics systems model 
for battlefield commanders. The 
original model took over 19 
months and $3 million to con- 
struct. Its groupware-based succes- 


20 Rules For Success With Groupware 


Looking for some help in getting your groupware 
system up and running? The following is a list of 
20 common-sense rules that may give you an 


advantage: 


1. Find a groupware champion. The high- 

er up in management, the better. Get their 
hands on the keyboard. By getting top 
management involved they will see the ben- 
efits, and you will get a lot more support. 

2. Groupware changes the corporate culture. 


Plan for it. 


10. No one groupware product can do it all. 
11. Don’t expect software vendors to offer you 
all the services you need for groupware. You 


may need to use internal people or consul- 


tants to insure your project's success. 
12. Groupware is not a quick fix. As part 
of a re-engineering effort, it may take two 
to four years to see the results. 
13. Listen to the people involved in the pilot 
project. They are experts on what needs to be 


3. Pick a pilot project rather than trying to roll group- 
ware out to the whole organization. 

4. Pick a bounded project with a group that is sup- 
portive of both technology and innovation. 

5. Pick a project with visibility and financial impact. 
6. Measure productivity factors before you start the 
project. 

7. Measure productivity factors after the project has 
started. This is a good way to cost-justify groupware. 
8. Select groupware software based on a specific 
business problem that has not been solved successful- 
ly using traditional methods. Corollary: Do not pick 
the groupware before finding a problem for it to 
solve. 

9. Make sure you have adequate planning, support, 
training and maintenance for your project. 


done and can often suggest ways to improve the 
process. 

14. Don’t be afraid to make changes. A pilot project 
is an experiment. Learn as you go. 

15. Make sure the software you pick fits with existing 
systems. Try to amortize your LAN investment by con- 
necting to your mainframe or other legacy systems. 
16. You can’t change people overnight. Be prepared 
for resistance. 

17. If people take time to change, organizations 
take even longer. 

18. It takes courage to change a corporate culture. 
Applaud those that are willing to change. 

19. Be careful about paving the cowpath. There is 
no point in automating a very inefficient process. 

20. Groupware can be very political. Make sure it is 
a big win. 
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, _ LinkWorks Lets Your Workgroups 
_— a Connect At A Whole New Level. 


No other groupware brings you together like new 
LinkWorks.™ And no other groupware gives 
you and your organization more power to compete 
— and win — in today’s business environment. 
That's because LinkWorks is more than a group- 
ware application. It's an advanced, 
object-oriented framework that 
integrates the applications and 
databases you already have 
and will.want in the future. Which 





makes you and your workgroup more effective. 
LinkWorks gives you a direct, intuitive desktop view 
into your personal and shared information. Plus 
dynamic, graphic workflow management. It’s such 
an impressive package that BYTE Magazine 
named it Best of COMDEX '93. And of course 
LinkWorks gives you full 
client/server functionality: 
communications, access 
control. and support for 

a wide range of databases, 
applications, servers and 
clients. LinkWorks is simple, 





direct, and powerful. Take the 
first step. Call for a free demo disk for your PC. 

And get. ready to reach new heights. 
ca ua a LinkWorks. It’s the way you want to work.™ 


vom ™ Call 800-DIGITAL. 


a (800-344-4825) Press 2 and reference code BVZ. 
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The integration of 
groupware with 


legacy systems is a 


challenge being 


addressed today. 
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sor was completed in three weeks at 
a cost of $300,000. 


TECHNICAL AND 
ORGANIZATIONAL 
CHALLENGES 

The two major challenges to 
groupware are technical and organi- 
zational. Of the two, or- 
ganizational challenges 
are more difficult to 
meet. Technical solu- 
tions can almost always 
be reached through 
persistence. However, 
even if groupware 
technology is profi- 
cient, the groupware implementation 
will not be successful if the corporate 
culture does not support it. 


The following case studies on Pa- 
cific Gas & Electric (PG&E) and 
General Foods demonstrate how 
two companies have overcome tech- 
nical and organizational barriers to 
groupware success. 


Pacific Gas & Electric 

PG&E is a large west coast utility 
with 20,000 employees. It has fared 
well in its efforts to integrate group- 
ware with its legacy system. There 
are several reasons for this. Most 
importantly, it had ample time to 
plan for the impact of client/server 
networks and applications, and did 
not have to migrate from a main- 
frame environment in order to 
achieve integration. This greatly 
eased the technical challenges. 


A GROUPWARE CLASSIFICATION SCHEME 


FIGURE 4 


Any Time 
Any Place 


Source: Robert Johansen, The Institute for the Future 


Johansen devised a way for users to describe and define groupware function based on time or place usage. 
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PG&E based its groupware appli- 
cations on a LAN-WAN, client/ 
server architecture. These applica- 
tions have little interaction with the 
mainframe data. In most cases, 
when users need to locate that data, 
they cut and paste from their 3270 
emulator to Notes on the same PC. 
When this process becomes com- 
monly used by individual users, it 
can be enhanced by the creation of 
custom programs specifically de- 
signed to perform mainframe 
lookups 

PG&E has almost 20,000 nodes 
on its LAN/WAN, including Macin- 
toshes, PCs and Unix workstations. 
The PCs and workstations are large- 
ly used for electrical planning, esti- 
mating and new business proposals. 
More applications are being created 
for this client/server environment 
every day. In order to facilitate that 
growth, Lotus Notes has currently 
been rolled out to 3,000 nodes. That 
software is being implemented 
slowly in accordance with a tech- 
nology life cycle plan that details 
the full costs and benefits of Notes. 
This plan includes a number of 
areas: 

* research and development 

* vendor relationships, acquisition 
and distribution 

* marketing 

* staffing 

* application development 

* implementation 

* training 

* administration and operational 
support 

* security 

* retirement and migration to new 
technology. 

PG&E believes in involving 
everyone early on in such far-reach- 
ing projects as its groupware imple- 
mentation. That is why it created a 
45-page document detailing tech- 
nology transfer at both the local and 
corporate level. These efforts paid 
off prior to the groupware introduc- 
tion when, in 1987, PG&E began 
planning and implementing its 





Groupware: Changing Business for the ’90s 


i, ee 


LAN/WAN network. By 1991, 
10,000 of the utility’s 20,000 em- 
ployees were up and running on the 
network. 

The groupware rollout has been 
similarly well managed. PG&E is 
currently using Banyan’s Intelligent 
Messaging for its corporate e-mail 

stem, and its workflow applica- 
tions will also be based on this mail 
platform. Although PG&E has 
found moving to a client/server 
groupware-based LAN-WAN envi- 
ronment is more expensive than re- 
lying on mainframe technology, it 
has also found the new environment 
to be much more functional. 

Art Beckman, manager of client 
support services, is in charge of the 
LAN/WAN network. According to 
him, “Price in comparison to the 
mainframe is not an issue. How do 
you compare prices when there is 
both new and increased functionali- 
ty on the LAN?” Beckman’s advice 
to those looking at groupware for 
their organization: “Stay away from 
multiple platforms. A standard sta- 
ble platform to build your group- 
ware applications upon will save 


you time, money and lots of 


headaches.” 


General Foods 

General Foods provides a good 
example of overcoming the organi- 
zational challenges associated with 
groupware. The corporation has 
4,000 people at its headquarters in 
White Plains, N.Y. Prior to imple- 
menting groupware, trying to 
schedule meetings at that location 
was not only frustrating, but an out- 
right waste of time. 

The situation got so bad that Bob 
Sickles, systems manager for the 
110-person Dinners and Enhancers 
division, chronicled it by creating a 
video called “Nightmare on North 
Street: The Scheduling Monster.” 
This humorous, 20-minute video 
detailed the frustration and ineffi- 
ciency of scheduling a meeting at 
General Foods. The video was just 


one of the things Sickles did correct- 
ly in the course of successfully inte- 
grating groupware with the main- 
frame-based legacy system at 
General Foods. 

Another was realizing that suc- 
cess often grows out of failure. Five 
years ago General Foods tried to im- 
plement an electronic scheduling 
program with PC clients and a VAX 
server. It failed miserably. “It was 
too much of a behavioral change,” 
notes Sickles. “People were not used 
to having their PC on and runni 
the whole day. Now with e-mail so 
prevalent, keeping the PC on is stan- 
dard — if you are not on e-mail you 
can't do your job.” 

General Foods uses Microsoft 
Mail for its corporate e-mail com- 
munications. The company has had 
a 110-node LAN Manager, Token 
Ring network consisting largely of 
386 and 486 PCs running Windows 
for two years. Sickles’s division was 
one of the first to be up and run- 
ning on it. 

In another correct move, Sickles 
found a top management champion 
— Jim Cook, who is responsible for 
both Total Quality Management 
(TQM) and Information Systems at 
General Foods — to back the use of 
Network Scheduler 3.0 from Power- 
core. 

Sickles realized that he would 
have to change people’s behavior, 
overcome their fears, and train them 
to use the Network Scheduler 3.0 
system competently in order to have 
a successful scheduling rollout. One 
way he did this was by gaining sup- 
port at both the staff and secretarial 
levels. In so doing, he made sure 
that the middle managers who 
would use the scheduling software 
heard good things about it from 
both above and below. 

Sickles specifically asked the staff 
about its anxieties. The most com- 
mon ones were loss of control of 
personal calendars, and a fear that 
people would be inundated by 
meetings because they would be- 
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come so easy to schedule. 

He assuaged these fears with a 
two-pronged strategy. First, he 
rolled the product out in a phased 
manner and initially restricted it to 
specific functional groups. These 
groups were strategically selected 
based on their fre- 
quent contact with Groupware 
other employees in 
the division. This 


allowed news of people’s behavior 


success with the 
scheduling software 
to spread quickly _ their fears. 
and widely. 

The second part of the plan in- 
volved publicizing the project’s suc- 
cess. Sickles wrote articles for the 
company TQM newsletter describ- 
ing how easy the software was to use 
and how much time it saved during 
initial pilot tests. Again, the good 
news spread quick 

With all the organizational has- 
sles behind him, Sickles had only to 
deal with technical problems during 
the actual implementation process. 
All of these problems were over- 
come. 

Sickles is part of the company- 
wide TQM effort, and in the spirit 
of TQM he did a survey before and 
after the implementation of elec- 
tronic scheduling. He found that 
the total elapsed time needed to 
schedule a meeting using Network 
Scheduler 3.0 was reduced by 
from 5.1 hours to 1.4 hours. He 
also found that the average number 
of minutes actually spent in the 
scheduling process was reduced by 
71%, from 19.5 minutes to 5.6 min- 
utes. Buoyed by its success with cal- 
endaring, General Foods is evaluat- 
ing Lotus Notes, various bulletin 
board systems for accessing market 
reports, and an on-line clipping 
service. 

When asked about his secret to 
success, Sickles states, “The TQM 
focus on measurement and the cus- 
tomer, as well as thorough planning 
helped us in the long run.” 
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Corporate America at the Crossroads 


Making The Right IT Decisions For The ’90s 

The evolution to open systems is no longer a question of “why”. 
It’s a matter of when and how. That’s why attending UniForum 794 in 
San Francisco will keep you in the driver’s seat when key decisions on 
corporate IT strategies must be made. 

Five days of exciting, informative conference sessions and product 
demonstrations—at the largest conference and exhibition of its kind 
—will bring you up to date on UNIX and open systems technologies, 
strategies, and products. It’s information that will enhance your 
corporation’s performance. And your career. 


Networking. Interoperability. Connectivity. And More. 

At UniForum, you'll hear about the latest developments in open 
ems. Distributed Computing, Client/Server technologies, UNIX, 
“Open Proprietary” s ems, Windows NT, Networking, Inter-operabil- 

ity, Connectivity, Downsizing, and more. You'll also benefit from the 
real-life e xperiences of kers whose successes will illustrate how 
you can create cost-effective open systems environments right for you. 
Plus, you'll see over 400 companies de monstrating thousands of prod- 
ucts and services to increase your company’s productivity. 


Meet Us In San Francisco. 
Join tens of thousands of your fellow open systems professionals, 


from over 50 countries, at San Francisco’s Moscone Center, Confer- 
ence March 21-25, Exhibition March 23-25 1994. 
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Call (800) 225-4698 (U.S.) or (508) 879-6700 for information 
on attending or exhibiting, or fill in the coupon below and fax to 
(508) 872-8237. 

Or mail to: UniForum ’94, IDG World Expo, P.O. Box 9107, 
Framingham, MA 01701-9107 

UniForum "94. It’s the open systems conference and exhibition 
that helps you keep your options open. 


UNIFORUM 1994 


MOSCONE CENTER * SAN FRANCISCO 
The Open Systems Industry's Conference & Exhibition 


Conference: MARCH 21-25 Exhibition: MARCH 23-25 


I want to keep my options open. Please send me more information 
chant UniForum’94, March 21-25, Moscone Center, San Francisco. 


I’m interested in exhibiting I’m interested in attending 
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Company _ 
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UniForum "94 is sponsored by the UniForum Association and managed by IDG World Expo, Framingham 
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© 1993. PROGRESS IS 


These days, everybody and their brother is offering client/server development software 
with Gui capabilities. Gut, that is, and not much else. Now, introducing ProGress Version 7. 
The client/server development software with an unprecedented mix of graphical capa- 
bility and depth. And the only cui development tools powerful enough to take you from 
pi'ot projects to even the toughest mission-critical, client/server applications. 
Version 7 also lets you create Gui or character-based applications for client/server, 
host-terminal or mixed configurations. And the applications are portable across a 
z wide range of databases, network environments, operating systems and hardware plat- 
CRITICAL ME ets forms. Plus, your applications are scalable, portable and reconfigurable without recoding. 
LIENT/SERVER The result? Increased flexibility to help simplify the move to client/server. And, 
an investment in applications and systems that stays protected over time. So call the num- 
ber below and witness Version 7 in action. At which point, we'll promptly bury the competition. male) GRESS 
Call 1-800-989-3773 extension 165 to qualify for a specially-priced Version 7 test drive. ST eS 
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ival frameworks to be launched 


By Jean S. Bozman 





In the wake of Hewlett-Packard Co.'s 
announcement of an object-oriented 
application framework [CW, Jan. 10], 
Unix developers with mixed-vendor 
shops will have a choice: HP’s Taligent- 
based framework, which IBM is adopt- 
ing for Unix machines, or a 
competing object frame- 
work from SunSoft, Ine. 
Users will have to decide 
well in advance of the prod- 
ucts’ release later this year 
— and before the Object 
Management Group ships 
its Common Object Re- 
quest Broker Architecture 
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CA OBJECT TOOL FOR CLIPPER 
ENTERS BETA, 96 
NEW PRODUCTS, 97 
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practical alternative to the frame- 
works is to write objects in C++ code, 
analysts said. 

CORBA 2.0, which has drawn sup- 
port from Digital Equipment Corp., 
AT&T Global Information Solutions 
and IBM, among others, will be the glue 
that holds together distributed object- 


Tel alias 


SunSoft and Hewlett-Packard will offer two independent 
object-oriented application development frameworks for 


Unix systems 
SunSoft’s DOE 
OpenStep APt Environment 


DOE/NextStep applica- 


tion environment environment 


bale ELE da 
Common Desktop 


Taligent application 


tentially, on either platform, you could 
have a choice of either an application 
development environment or a set of 
runtime objects.” 

Unix users said that until CORBA 2.0 
appears, they face a difficult choice. 
Large sites with a variety of Unix sys- 
tems are already planning how to cope 
with an assortment of object 
frameworks — and with po- 
tential incompatibility. 

“Conceivably, it would be 
a very big problem,” said 
David Pensak, principal 
consultant for advanced 
computing technology at Du 
Pont Co. in Wilmington, Del. 
“Right now, there’s not real- 





(CORBA) 2.0, which will al- 


low the two object frame- SYSTEM 
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DOE Object System 
system 


Taligent development 


ly [a] good agreement about 
how things are going to be 





works to interoperate. 
Both the SunSoft and HP 


NETWORKING 


DOMF/DCE 


done.” Corporate develop- 
ers can hedge their bets by 





frameworks have similar 


: ; SYSTEM 
components, including an 


OPERATING 


| ONC/NFS 
Solaris HP/UX 


choosing a subset of object- 





object layer that sits on top 
of the Unix operating sys- 
tem, a distribution mecha- 
nism for objects and an application de- 
velopment environment (see chart). 
But developers will likely have to 
choose between the paths because the 
frameworks use different object class 
libraries as building blocks. The only 
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oriented applications written in differ- 
ent frameworks. But the specification 
is not due to be released before the fall. 

“CORBA 2.0 is a bridge.” said Paul 
McGuckin, a Unix analyst at Gartner 
Group, Ine. in Santa Clara, Calif. ““Po- 


framework functionality 
that can be tested in both 
frameworks, Pensak said. 
SunSoft is using Next 
Computer, Ine.’s NextStep to add ob- 
ject class libraries and methods to its 
Project Distributed Objects Every- 
where (DOE) application development 
environment [CW, Nov. 29, 1993]. Sun- 





Skeptical users 


arge Unix shops said they face the 

question of CORBA-based interop- 

erability with some skepticism. 
They understand vendors’ need to differ- 
entiate their products with proprietary 
features. But they said the pressure on 
information systems to provide interop- 
erable systems that stay on-line for many 
years is forcing their march to standards. 

“We need CORBA, and we need it to be 
areal standard, not a paper tiger,” said 
Dick Navarro, director of integrated 
product definition processes and tools at 
McDonnell Douglas Aerospace Corp. in 
St. Louis. 

McDonnell Douglas has about 1,000 
Unix workstations that handle design 
and engineering work, most of them HP 
9000 Mode! 700s. The site also has IBM 
mainframes that handle administrative 
applications. Navarro said he wants to 
ensure that Unix hardware can be re- 
placed without disrupting software ap- 
plications on long-term projects. 

Most aerospace projects last for many 
years, while the underlying technology 
changes rapidly, he said. [The vendors] 
are in business, and they have aright to 
make profits, but we need to have an en- 
vironment that meets our diverse 
needs,” Navarro said.—Jean S. Bozman 


Frameworks, page 96 











Market for re-engineering tools burgeons 


By Melinda-Carol Ballou 





With demand high for moving legacy ap- 
plications to client/server environments, 
the market for re-engineering tools has 
burgeoned over the past six months with 
announcements from KnowledgeWare, 
Inc., IBM, Texas Instruments, Inc. and, 
most recently, from Siemens AG Austria. 
For developers, one of the keys to suc- 
cessful re-engineering is being able to 
find and extract the code needed to per- 
form particular business functions and 
then to migrate it to the new environ- 
ment, such as a client/server setup. 


Expansion 

The market is growing for such transi- 
tion tools, according to Jim Sinur, an an- 
alyst at Gartner Group, Inc., a Stamford, 
Conn., consulting firm, and developers 
require arange of options. 

Some customers, for example, may 
need tools to bring legacy applications 
over to KnowledgeWare’s Application 
Development Workbench (ADW) or TI's 
Information Engineering Facility (IEF). 
Other sites may opt instead for a more 
open migration tool, such as those from 
market leaders Micro Focus, Inc. or Via- 
soft, Inc., analysts said. 


United Airlines, for instance, a major 
IEF site, is migrating “hundreds of mil- 
lions” of lines of legacy code to client/ 
server platforms, according to Wayne 
Anderson, director of San Francisco MIS 
at the airline. When the project is com- 
plete, some 82 systems that support air- 
craft maintenance will have moved. An- 
derson’s group is interested in checking 
out TI's re-engineering tools for making 
the transition. 

But even though increasing numbers 
and types of products meet this need, 
some vendors’ strategies are narrowly 
focused. For example, Sinur said that 
both TI and KnowledgeWare have a pro- 
prietary interest in furthering their own 
computer-aided software engineering 
(CASE) strategies. “That’s their main 
goal, though they can help some organi- 
zations deal with refurbishing their leg- 
acy base,” he said. 

Siemens’ new family of relatively low- 
cost CASE tools, just now becoming 
available in the U.S., does just that by of- 
fering a range of design, analysis and re- 
engineering capabilities, according to 
company officials. Dubbed XperCASE, 
the product is already in use in Europe. 

These Windows-based tools from Sie- 
mens offer the following features: 


¢ Automatic code generation. 

¢ Re-engineering of C, Cobol and Xbase. 
¢Graphical representation of source 
code. 

¢ Point-and-click functions to re-engi- 
neer code. 

¢ Automatic software reconstruction, hi- 
erarchical structuring and documenta- 
tion. 

To re-engineer legacy programs using 
the Siemens tools, developers run source 
code through an analyzer that creates a 
schematic diagram of the program. A 
window of structured lists allows devel- 
opers to see code functions and variables 
and view the associated business func- 
tions they perform, according to Oliver 
Karrall, a product manager at Siemens 
AG Austria. Developers can then point 
and click on a function and zoom into the 
related pieces of code, he said. 

The Siemens tools are shipping now 
and are priced at $1,995 for a single li- 
cense and $3,990 for a network starter 
package. 

Thompson Brandt GmBH, a German 
consumer electronics company in Vill- 
ingen, used the Siemens tools to custom- 
ize and restructure existing software 
Hans Vollmer, a project leader at the com- 
pany, said they were “very helpful” in re- 
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working code functions and variables. 

The Siemens tools can act as back-end 
“complements to upper-CASE suppli- 
ers” such as TI and KnowledgeWare by 
focusing on maintenance and deploy- 
ment, according to Wayne Kernochan, an 
analyst at the Aberdeen Group, a Boston- 
based consulting firm. 


Moving code 

For example, KnowledgeWare’s North- 
star and Legacy Workbench redevelop- 
ment tools allow developers to extract 
chunks of legacy Cobol code and place 
them in an interim repository for graphi- 
cal analysis. The code can then be moved 
into KnowledgeWare’s ADW for rede- 
ployment [CW, Nov. 15, 1993]. 

For its part, TI uses its Current Sys- 
tems Modification and Current Systems 
Analyzer to find and extract pieces of rel- 
evant code from legacy systems and 
bring it over to IEF [CW, Oct. 18, 1993]. 

As for other useful re-engineering 
tools, Sinur said IBM’s Visual AGE 
which uses Viasoft technology “under 
the covers” is less proprietary than 
some of the other available tools and may 
be better able to help developers under- 
stand the impact of changes made to soft- 
ware across platforms. 
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YOU'VE GOT THE SAS° SYSTEM 
ON YOUR SIDE 


Getting information you need to do your 
job shouldn’t be a job in itself. Client/server 
computing can help. 

But what if the data is not relational? Or 
you need to combine data from many 
sources? Or moving large volumes of data 
across your overtaxed network is unaccept- 
able? That’s where the SAS System provides 
the most complete client/server solution. 

With the world’s leading information 
delivery system, enterprise data—regardless 
of source or structure—becomes a general- 
ized and available resource on your desktop. 
And when it’s impractical to move data to 
your application, the SAS System lets you 
move your application (or parts of it) to the 
data. You can then turn that data into useful 
information using the #1 multiplatform 
choice for decision support /EIS. 


BRINGING IT ALL TOGETHER 
IS WHAT SETS US APART 


Give us a call today for your free guide, 
Client/Server and Beyond, and learn how the 
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CA object tool for 
Clipper enters beta 


By Michael Vizard 





Computer Associates International, Inc. 
appears close to delivering on a promise 
to create a visual programming environ- 
ment that generates code as fast as that 
generated with a third-generation lan- 
guage or assembler. 

After almost two years of develop- 
ment, CA-Visual Objects for Windows re- 
cently entered beta testing. It is intended 
to bridge the gap between higher-level 
languages that typically generate com- 
paratively slow applications and third- 
generation languages, such as C, that 
give developers faster application per- 
formance. 


Important to expansion 

“Visual Objects generates low-level code 
that is as fast as C or assembler code. It’s 
the only language I know that combines 
a higher-level language with the low- 
level speed of a C or C++,” said Carl 
Nelson, a programmer/analyst at Mem- 
phis Light Gas & Water Division in Ten- 
nessee. 

Initially, Visual Objects will support 
CA's Clipper database, but the company 
said that it intends to extend Visual Ob- 
jects support to other languages. In the 
meantime, Visual Objects will be a criti- 
cal part of CA’s efforts to expand its base 
in the XBase market. 


Clipper is currently a distant third in 
the XBase market, behind Borland Inter- 
national, Inc. and Microsoft Corp. By 
providing a visual programming envi- 
ronment that generates significantly 
faster applications, CA is hoping to shift 
the current allegiances of XBase devel- 
opers. 

Meanwhile, Borland and Microsoft are 
working on extending their XBase lan- 
guages to include support for object ex- 
tensions. CA is racing to deliver Visual 
Objects before Borland delivers dBase 
for Windows this June [CW, Jan. 23]. 

CA officials declined to comment on 
their delivery timetable for Visual Ob- 
jects, but Memphis Light Gas is using 
Visual Objects to develop Clipper appli- 
cations deployed on the AST Research, 
Inc. GridPad PCs that its support person- 
nel use in the field. 

This Clipper application will be a Win- 
dows version of an existing DOS applica- 
tion that tracks time sheets and truck in- 
ventory, Nelson said. For the long term, 
Nelson said he expects to use Visual Ob- 
jects, which supports the Open Database 
Connectivity drivers from Microsoft, for 
future client/server applications. 

Currently, the utility relies heavily on 
CA's IDMS database running on a main- 
frame, but the company expects ulti- 
mately to move to a client/server archi- 
tecture, according to Nelson. 
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Soft plans to publish the application pro- 
gramming interfaces to its OpenStep 
software layer — a version of NextStep 
that is being adapted to run on top of its 
Solaris operating system. 

HP recently joined IBM and Apple 
Computer, Inc. in backing the Taligent 
environment [CW, Jan. 10]. 

Taligent’s class libraries 


and development system Object 
framework 


will be integrated with HP’s 
HP/UX Unix operating sys- 
tem, but they will also be 
ported to IBM’s OS/2 and 
AIX operating systems and 
to Apple’s System 7. HP will 
also support proprietary 
NextStep code running in 
native mode on HP/UX. 

But neither framework is 
ready for use, although ear- 
ly versions of both systems 
are set to ship later this 
year. “Right now, it’s a va- 
porware battle,” said Chet 
Geschickter, director of re- 
search at Hurwitz Consult- 
ing Group, Ine. in Water- 
town, Mass. “It’s a mess 
because the convergence 
point is yet-to-be-released 
software. No matter what 


Taligent, Inc.’s object 
framework will not ship 
to users until later this Next’s object technology 
year or early 1995, Said 

Taligent Chief Execu- 
tive Officer Joseph Gu- 
glielmi. But a software 
developer’s kit is set to 

ship to selected sites 

by midyear. SunSoft 
plans to get its frame- 

work on the market 
sooner — possibly by 
spring, said Bud Trib- 
ble, vice president of 
object products, who 
oversees Project DOE. due to concerns about 

ADOE software devel- 

oper’s kit is available. 


happens with CORBA, distributed object 
technology is going to be incredibly com- 
plex to design and implement, and even 
more complex to manage and change.” 
“There is going to be a big battle- 
ground for one framework environment 
vs. another,” said Natasha Krol, director 
at Meta Group, Inc.’s Advanced Informa- 
tion Strategies service in Westport, 
Conn. She said each framework has its 
strengths: HP is ahead with the “plumb- 
ing” that allows objects to be distributed 
over a Unix network, while 
Sun’s NextStep framework 
is ahead with hundreds of 
business objects ready for 
assembly into applications. 
Users at some SunSoft- 
only sites are pleased that 


will be part of the Solaris en- 
vironment. Brewers Retail, 
Inc., a Mississauga, Ontario, 
beer distributor, runs its 
business on 15 SunSoft serv- 
ers and develops applica- 
tions with C and database 
tool sets. 

Pompi Malik, MIS manag- 
er at Brewers Retail, said 
NextStep was passed over 
during a 1993 evaluation of 
object-oriented products 


Next’s future and the propri- 
etary nature of NextStep’s 
object-oriented code. 





Application Development 








Micro Focus, Inc. has enhanced the Mi- 
cro Focus CICS Option Version 3.0, a 
product that provides users with a multi- 
user, multitasking and multiplatform en- 
vironment for creating, modifying and 
testing CICS applications. 

According to the Palo Alto, Calif., com- 
pany, the product provides a flexible, in- 
tegrated tool set that includes a screen 
painter, resource definition facilities, an 
enhanced command processor and full 
CICS emulation. The CICS/ESA 3.3 com- 
mand-level application programming in- 
terface is also provided. 

Micro Focus CICS Option Version 3.0 
costs $1,250. 

> Micro Focus 

(415) 856-4161 





Tritus, Inc. has announced Version 1.2.6 
of Tritus SPF a 32-bit AIX version 
of IBM’s mainframe-based ISPF/PDF 3.3. 

According to the Austin, Texas, com- 
pany, Tritus SPF allows mainframe pro- 
grammers to work on an IBM RS/6000 us- 
ing the same commands and keystrokes 
as with the mainframe editor. 

Features include unlimited Undo/ 
Redo, source code comment highlight- 
ing, modifiable panels including a 
Dialog Test Mode, compiler error file in- 
tegration into source data, multiple logi- 
cal terminals that allow up to 16 ses- 
sions, custom fonts and a large file 
capacity. 

A Tritus SPF base license plus seven 
additional concurrent user licenses 
costs $1,500. 

> Tritus 

512) 794-5800 





Virtual Software Factory Ltd. has an- 
nounced Recycle-SF, a suite of tools de- 
signed for reverse-engineering of Cobol/ 
CICS/DB2 legacy applications. 

According to the Herndon, Va., compa- 
ny, the product comprises three modules: 
Recover, which extracts design informa- 
tion from source code, data definitions 
and job-control language and provides 
text and graphical documentation; Re- 
pair, which allows maintenance and en- 
hancement of the Recover design and 
provides impact analysis on proposed 
changes to the source code; and Rede- 
ploy, which provides tailoring services to 
enable application conversion to new 
languages and/or hardware architec- 
tures. 

Module prices for Recycle-SF range 
from $18,000 to $22,500. 

> Virtual Software Factory 

(703) 318-1180 





Lucid, Inc. has introduced Version 2.5 of 
the Energizing Programming System, 
Unix programming tools. 

According to the Menlo Park, Calif., 
company, Version 2.5 offers improved 
ease of use and reduces the development 
cycle. 

Support of precompiled header files 
has been added, and files are 50% 
smaller. 

The Energizing Progamming System 


2.5 can confirm and extend the linkages 
for users within a project. 

The product also provides improved 
template support, including support 
for nested types and multiple reposi- 
tories. The industry-standard “long dou- 
ble” type is supported for more precision 
in floating-point arithmetic. 

Version 2.5 costs $4,250 for a single 
unit and $2,900 per unit for 10. 

p> Lucid 

(415) 329-8400 





ImageSoft, Inc. has introduced Object/ 
Engineering 3.0, a C++ class library de- 
signed for scientific and engineering de- 
velopment users. 

According to the Port Washington, N.Y., 
company, the product includes founda- 
tion classes, numeric components and 
modeling methodologies. 

Object/Engineering 3.0 provides four 
methods for handling runtime errors, 
warning messages, exceptions and re- 
turned code. 

The product comes integrated with a 
graphics package and is portable under 
DOS, Windows and Unix. 

The DOS/Windows version of the prod- 
uct is available for $845. The Unix ver- 
sion costs $1,600. 

> /mageSoft 

516) 767-2233 
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Integrated Systems, Inc. has intro- 
duced Psosim, a host-based simulation 
tool for the Psosystem embedded real- 
time systems software environment. The 
tool consists of a Unix library simulating 
all programming features and the Pso- 
system real-time multitasking operating 
system, providing host-based develop- 
ment of Psosystem applications in the 
absence of connected target hardware. 
Cost: starts at $3,000. Integrated Sys- 
tems, Santa Clara, Calif. (408) 980-1500. 
... Excel Software has added enhanced 
object-oriented design, code browsing 
and re-engineering capabilities to its 
Mac-Analyst and MacDesigner suite of 
computer-aided software engineering 
(CASE) tools. Features include a Browse 
window anda Translator utility that pro- 
vides re-engineering of C++ and Object 
Pascal code into the CASE repository, 
creating a data dictionary from which 
class diagrams can be automatically 
generated. Cost: starts at $995. Excel 
Software, Marshalltown, Iowa (515) 752- 
5359. ... EMS Professional Shareware 
has introduced the C/C + + Utility library, 
which houses 1,090 public domain and 
shareware products for programmers 
who use C++, Turbo C and Microsoft C. 
Files include benchmark, binary tree, 
linked list, paradox engine, program 
generator and string and text process- 
ing. Cost: $59.50 on CD-ROM or $149 for 
the disk version. EMS Professional 
Shareware, Olney, Md. (301) 924-3594. ... 
Kofax Image Products has introduced 
Version 1.5 of the Kipp Advanced Devel- 
opers Toolkit. The document imaging 
tool kit includes storage filters for saving 
scanned images in popular file formats. 
Cost: $4,995. Kofax Image Products, Ir- 
vine, Calif. (714) 727-1733. 
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ON YOUR SIDE 


Getting the right information to the right 
people can be a major challenge. Client/server 


technology can help. 


But your investment should get you more 
than a pricey electronic file cabinet. After all, 
servers are computers...and pretty powerful 
ones. That’s why the SAS System is a more 


complete client/server solution. 
With the world’s leading information 


delivery system, servers not only dole out 
data...they serve up compute resources as 
well. Summarize millions of records on the 
server and send only the (much smaller) 
results to the desktop. That can mean real 
savings when your network strains to honor 
multiple requests for large data volumes. And 
turn data into useful information with the 
Client/server software that meets your most 
challenging decision support/EIS needs. 


CLIENT/SERVER SOFTWARE 


WITH THE DECIDED ADVANTAGE 


Give us a Call today for your free guide, 
Client/Server and Beyond, and \earn how to 
bring out the best in your hardware, your 


software, and the people who use them. 


? 
} 
“ 
P 
aA 


SAS INSTITUTE INC. 


SAS is a registered trademark of SAS Institute Inc. Copyright © 1993 by SAS Institute Inc. 
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The brains 


behind 


VWVindovwvs nT. 


When Microsoft” went searching 


for a processor to develop Windows 
NT,” where did they turn? To the best 
brains in the business. 

The mighty MIPS R4400 RISC 
microprocessors. 


Which isn’t surprising, really. The 


NEC V,4400° 150MHz MIPS proces- 


sor is already at the heart of the most 


powerful workstations in the world. 


And now, thanks to Windows NT, 


the same 64-bit brain that powers 


these machines can be right on your 


desk. Manipulating spreadsheets. 


Processing data. And, perhaps, even 
changing the course of history. 
The reason Microsoft chose the 


MIPS RISC architecture is simple— 


raw, unadulterated speed. In fact, 


NEC’s V,4400 runs Windows NT 
almost twice as fast as Pentium; 
and nearly four times as fast as the 
486° DX2/66° 


So before you buy a computer to 


run Windows NT, think about what's 
inside. After all, it only makes sense to 
choose the quickest processor that 
processed the program. 

If you’re responsible for evaluating 


new PCs running Windows NT, look 


for the new V,4400-based systems. 


They run faster, save you money and 
even let you use your existing DOS 
and Windows 3.1 applications. 

If you want to discover more about 


our Vp-Series microprocessors, and to 


© 1993 NEC Electronics Inc. All registered marks and trademarks are property of their respective holders. “Comparison based on bitfield Byte portable benchmarks, August 1993 


receive a list of systems vendors ship- 
ping V,-Series based PCs, please call 
NEC Electronics Inc. at 1-800-366- 
9782. Or fax us at 1-800-729-9288 
and ask for Info Pack #167. For in- 
formation on NEC MIPS-based 
PCs, call NEC Technologies, Inc. at 
1-800-NEC-INFO. 











inside: 


Opinion: Turning 


technologists into 


strategists. 


Management 








@ Pitney Bowes’ Frank Pensiero: Payback ona new 
wireless system took slightly more than two years 


nOING OUT 


Applications using 
wireless data 
communications 
can be a big boost 
_ to customer 
sqrvice. _ +e 
ig pain trying to 
cost-justity” them. 


arry St. Onge might be tempt- 

ed to call his company’s first 

attempt at using a wireless 

data communications system 
a “failure to communicate.” 

It wasn’t that the equipment the compa- 
ny invested in didn’t perform. The prob- 
lem was a difference of opinion on wheth- 
er it was ever needed. 

St. Onge, then sales director of the Field 
Recorder Group at Agfa Miles in Wilming- 
ton, Mass., which manufactures and sells 
graphic film recorders, wanted to replace 
his department’s inefficient paging sys- 
tem with a wireless system that would 
provide his staff with two-way data 
communications. 

He tied together his 12 field salespeople 
and application support specialists using 
awireless packet mobile data communi- 
cation system from RAM Mobile Data. 


By Joe Panepinto 


WIRELESS 


St. Onge loved the idea of being able to 
communicate directly and immediately 
with all of his staff via electronic mail and 
believed the system was worth the ex- 
pense. But when he became director of in- 
ternational marketing last spring, his suc- 
cessor didn’t share his enthusiasm. 

“Tt was silly,” says new sales director 
Peter Oprysko. “‘As far as instant access 
goes, none of my people would have inter- 
rupted a sales meeting to answer a mes- 
sage. Anyway, they were all avail- 
able on pager, sol saw the 
messaging system as a use- J | 
less redundancy.” .— 
So he pulled the plug. 


Wireless, page 101 
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A POWERTul 


developmen 


IBM COBOL POWERbench for RISC 
System/6000° combines a comprehensive 
set of development tools with a COBOL 
compiler to make your mission critical, 
commercial application development 
more efficient, more productive. 


Micro Focus® Compiler V3.1. New COBOL POWERbench™ from IBM Software Solutions 
Micro Focus Toolbox™ combines the Micro Focus COBOL™ compiler with an integrated 
V3.1 for AIX. suite of development tools to help simplify coding, debugging 
Optional Dialog System™. and optimizing your applications. 
The highest level of ANSI COBOL POWERbench is a complete TROL @ nT 
standard COBOL syntax. development environment, designed to COBOL : 
Database access through embedded _ help you quickly and easily learn the sted 
structured query language (SQL). _ skills necessary to proficiently develop POWERbench 
Language-sensitive © COBOL applications in a UNIX™ 
color editor. environment. The compiler supports 11 different 
Animator® - a full function COBOL dialects, so you can preserve existing applications - 
source code debugger. most of which will run with minimal coding changes. 
Static Analyzer. All in all, COBOL POWERbench allows you to 
transfer existing mainframe applications, knowledge 
and skills to a UNIX Client/Server environment. 


To receive literature, or 
to have an IBM Marketing 
Representative contact 
QO F you, please call 
1-800-346-4699 ext. 262 


or fax 1-800-426-8649 


(North America) or contact 


developers. *""* 


IBM Italy - 1670.18001, UK - 081.575.7700, France - 05.03.03.03, Germany - 0130.4567, Netherlands - 030.383120, 

Sweden - 08.793.4004, Denmark - 8030.4545, Norway - 047.66.99.9300, IBM Switzerland - 155 4646. IBM, RISC System/6000, AIX and 
POWERbench are registered trademarks or trademarks of International Business Machines Corporation. Micro Focus, Micro Focus COBOL, 
Animator, Toolbox and Dialog System are registered trademarks or trademarks of Micro Focus. All other product names are trademarks or 
registered trademarks of their respective companies. POWERbench is based on the Hewlett-Packard SoftBench framework technology. 

© 1993 IBM Corp. 
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This case illustrates the dilem- 
ma facing wireless advocates who 
find themselves having to show the 
payoff of a wireless data commu- 
nications system: Proving the re- 
turn on investment (ROI) for some 
wireless applications is a tough 
job. 

Surveys show that im- 
proving customer service 
through information 
technology is one of 
the hot issues for in- 


As trivial as it may sound, elimi- 
nating the time field service engi- 
neers spend searching for a tele- 
phone may be the only hard-dollar 
savings a manager can demon- 
strate when trying to persuade his 
company to make the investment. 

“Management knows instant ac- 
cess to information will give the or- 
ganization some kind of advan- 
tage. They’re just not sure what it 
is,” says Ira Brodsky, president of 

Datacomm Research, a re- 
search and consulting 

firm in Wilmette, Ill. 
“Right now [wireless 
data] just looks 
like [it has] a lot 


Metering ROI at 
Pitney Bowes 


In its search for ROI, postage- 
meter maker Pitney Bowes found 
it would realize a 24% ROI after 
seven years on its wireless data 
communications system. 


Total return on investment in 
millions of dollars 


$20 


24% 


Corp., it is easy to see how some, 
Agfa’s Oprysko among them, view 
mobile data communication sys- 
tems as an expensive redundancy. 

One organization that had a 
hard time demonstrating the ROI 
of wireless data communications 
was the Field Services Division of 
National Computer Systems, Inc. 
in Eagan, Minn. 

The company examined the po- 
tential financial benefits of wire- 
less data communications sys- 
tems for streamlining the man- 
agement of field service engineers 
and dispatch services by conduct- 
ing a five-month, preimplementa- 


Payback 
on initial 


return 


tion analysis of the technology. At 
formation systems ex- of potential, but it’s diffi- the end of the five months, Nation- 


$15 


ecutives. Wireless data v 
would seem a sure-fire way to 
provide customer, scheduling, in- 
ventory status and other kinds of 
information to field sales and ser- 
vice personnel. This can enable 
companies to respond more quick- 
ly to service calls and better meet 
customer needs. 

But when wireless advocates 
are pressed to make a convincing 


cult to cost-justify,” Brod- 
sky says. 


Market effect 

Richard Siber, group director of 
mobile computing and wireless 
communication at BIS Strategic 
Decisions in Norwell, Mass., sus- 
pects the difficulties in estimating 
ROI for wireless communication 
systems is hindering the market’s 


investment 


$10 


dollars-and-cents case for these 
benefits, they often are forced to 
go out on awire. 


growth. 


At the end of 1992, there were 
fewer than 225,000 mobile data 


GETTING BUY-1N WITH APILO 


Wireless LANs are 
rovin 

with the sak 

at one wholesaler 


ost-justifying an expensive 
new technology can bea 
whole lot easier if you give 


people a chance to discover 


its value for themselves. 

By installing wireless 
LANs in five of his company’s biggest show- 
rooms across the country, Marc Salkin, MIS 


manager at Silvestri Fitz & Floyd, a Chicago 


designer, importer and wholesaler of high- 
end home Christmas decorations, created 
demand for wireless technologies among 
the company’s field sales force. Salkin says 
he hopes this will help him sell a wireless 
wide-area network system to upper man- 
agement. 

In each of the company’s five biggest 
showrooms sits a Digital Equipment Corp. 
VAX workstation connected via 56K bit/sec. 
leased lines to a VAXcluster with inventory 


information in Dallas. Floor salespeople are 


equipped with Norand Corp. handheld com- 
puters and bar-code readers that communi- 
cate via radio waves to the VAX worksta- 
tions on the floor. 

Now, floor salespeople no longer greet 
customers with paper purchase order and 
pen in hand. Instead, they punch in the cus- 
tomer number to begin an order, scan in the 


ular 
es force 


bar codes from the items the customer 
wants and then punch in a quantity on the 
handheld computer’s keyboard. 

Areal-time connection with a transaction 
processing system on the VAXcluster in Dal- 
las gives the salesperson information about 
product availability and projected ship 
dates. 

The salesperson can also download infor- 
mation on a particular customer’s credit 
limit, past-due bills on receivables and pur- 
chase history, Salkin says. 


What's in stock 

“Historically, there was a big gap between 
the amount of merchandise ordered by cus- 
tomers and the actual amount shipped,” Sal- 
kin says. “We can’t sell what we don’t have, 
so if you’re a customer who ordered $5,000 
worth of goods we are oversold on, we used 
to have to tell you we could only ship, say, 
$2,000 worth.” 

The result was unhappy customers and 
unpredictable cash flow. One of the biggest 
unexpected results of the successful wire- 
less showroom project is its implications for 
future adoption and justification of a wire- 
less WAN system to replace the phone calls 
and fax machines currently used by the field 
sales force. 

“At last year’s national sales meeting, 
almost all of our 50 to 70 field salespeople 
were screaming that we have to give them 
something wireless to take on the road with 
them,” Salkin says. “Those are some 
screams management is real likely to 
listen to.” — Joe Panepinto 


Year 0-2.4 


Year 0-7 


communication subscribers in the 
U.S., a number that is growing by 
only about 10,000 to 20,000 busi- 
ness subscribers per year. In con- 
trast, cellular telephone use grows 
by 11,000 business and nonbusi- 
ness subscribers combined per 
month. 

Two of the biggest names in mo- 
bile data communications — RAM 
Mobile Data and Ardis — have few- 
er than 50,000 subscribers com- 
bined, Siber says. 


Expanded bottom line 
Many people are having trouble 
justifying the additional cost of 
mobile data communication sys- 
tems, Siber says, because these 
systems don’t so much replace 
pagers and cellular phones as add 
new expenses to existing ones 

“Right now, when cost-justifying 
one of these systems you need to 
look at all of the mobile devices 
your field personnel need to stay 
in touch,” Siber says. 

The average monthly bill 


for cellular phone usage is J J 


bn 
A b the 


$60; for the SkyTel 
paging service, it’s 
$74 per month. Add 
the $100 per month av- 
erage cost of a mobile data 
communication service like Ar- 
dis or RAM Mobile Data and you 
have a significant increase in 
monthly outlays, not to mention 
the cost of equipping field person- 
nel with handheld devices. 
Outside of the package delivery 
industry, where the technoiogy is 
really a cost of doing business for 
companies such as United Parcel 
Service, Inc. and Federal Express 


COMPUTERWORLD 


al Computer was convinced there 
was sufficient ROI and purchased 
the system. 


Page no more 

National Computer began its cost- 
justification by comparing the sav- 
ings that could be gained from dis- 
continuing its paging service 
(provided by RadioPage America) 
and replacing it with a more ro- 
bust system, explains Rich Han- 
son, controller of customer sup- 
port services development in the 
IS department. 

Since field service engineers 
would be in constant touch with 
the home office via ruggedized 
handheld terminals communicat- 
ing over RAM Mobile Data’s radio 
packet network, National Comput- 
er saw no need to retain a paging 
system. 

The new wireless system would 
allow the firm to get more informa- 
tion from its customers into the 
field. Since the software driving 
the wireless system would auto- 
matically route calls to the prima- 
ry or secondary engineer on an ac- 
count, fewer dispatchers would be 
needed to answer inquiries from 
customers or field service engi- 
neers responding to pages. 

Also, area managers would no 
longer need to supervise the as- 
signment of incoming customer 
calls among field service engi- 
neers in their charge. Instead, the 
managers would be able to con- 
centrate on selling additional ser- 
vices to customers. 

On the debit side of the 
ledger, National Com- 
puter’s total initial in- 

vestment was $1.6 
million to equip 200 
field service engineers with 
ruggedized Itronics 
Corp. T5000s and customize 
application software, Hanson 
says. 

The bottom line? “We figured 
our cost for communication ser- 
vices — pager vs. wireless data — 
was equivalent,” Hanson says. 

In addition, the firm performed 
time-use studies of field service 
engineers and asked Ardis and 

Wireless, page 104 
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KNOWING HOW TO USE IT IS ANOTHER. 


The solution is to work with a company 
that knows how to take your equipment 
and make it work for you. A company that 
knows what's abead so you wont get left 
behind. A company that understands how 
to build a network with the latest routers, 
UTES CLLR ER EL LE eee LESS LA 
will grow with you. Today, the question 
isn't just about equipment. But who can 
you trust with the know-how to bring 


everything in your network together? 


Anixter. Nobody knows networking like 
we do. It starts by working with the leading 
manufacturers to design a network per- 
fectly tailored for you. Making sure it stays 
‘that way. And supporting it with technical 
expertise from people who really under- 
stand your network. For cabling systems, 
networking products and the know-how 
to get you exactly what you need, exactly 
when you need it, there’s only one place 


to set your sights: 


1-800-ANIXTER 


rN | 4 
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RAM Mobile Data to do similar 
studies as part of the bidding pro- 
cess. 

The company looked at a num- 
ber of metrics, including the aver- 
age response time for a service 
call, the total number of calls ser- 
viced in a day and the amount of 
time field service engineers spent 
searching for a 
telephone after 
they were 
paged. 

As it turned 4 
out, “the top Vv 
time-saver would be 
in the amount of time spent 
searching for a telephone” after 
they were paged. 

Brodsky estimates that field 
service personnel typically spent 
10to 15 minutes searching for tele- 
phones five to six times per day. 

“In most organizations field ser- 
vice reps spend an average of more 
than an hour looking for tele- 
phones. That’s more than 10% of 
their workday,” Brodsky says. 

All in all, Hanson says, “We 
found there would be a substantial 
savings in the field engineer's 
workday with a wireless data sys- 
tem.” 

That is, if one considers a 7% im- 
provement in field force utilization 
or productivity to be a substantial 
enough return to justify the initial 
investment. (To be fair, it should be 
noted that the field force accounts 
for a large part, 35%, of National 
Computer’s costs.) 


Quantifiable gain 

Postage-meter maker Pitney 
Bowes, Inc. had better luck in its 
ROI search. 

A detailed ROI analysis conduct- 
ed by Pitney Bowes estimated the 
company would realize a 24% re- 
turn on its $12 million mobile data 
communication investment over a 
seven-year period, according to 
Frank Pensiero, manager of sys- 
tems development for customer 
service at Pitney Bowes in Stam- 
ford, Conn. 

The wireless system supports 
more than 150 field service reps 
across Pitney Bowes’ extensive 
product line of production mail 
equipment and office products. 
Payback on the system came in 2.4 
years, which Pensiero says he was 
very pleased with. 

“We justified the system in 
terms of people savings,” Pensiero 
says. 

Before the wireless system, Pit- 
ney Bowes had 18 service support 
centers staffed by dispatchers 
who would field calls from custom- 
ers, retrieve customer informa- 
tion from the company’s database 
and then page field service reps or 


wait for them to call in. 

Once the dispatcher got in touch 
with the rep, the dispatcher would 
recap the call with the customer; 
once the rep got fininshed with the 
customer call, he would recap with 
the dispatcher the work done, and 
the dispatcher would then key it in- 
to the system. 

The new system — Motorola, 
Inc. KDT H40 handhelds communi- 
cating through the Ardis radio net- 
work — routes customer calls di- 
rectly to the field service reps. It 
has allowed Pitney Bowes to re- 
duce the dispatching office space 
and work force by 60% and consoli- 
date 18 call centers to six. 

“Two-thirds of our cost-justifi- 
cation for the system came from 
the consolidation of the call cen- 
ters,” Pensiero says. “Besides 
eliminating the facilities, we saved 
on the cost of leased lines and com- 
puter equipment and terminal 
maintenance.” 


Phone search 

Efficiencies were also realized in 
how field service reps used their 
time. Pensiero figures the compa- 
ny realized an 8% productivity 
increase due to the new wireless 
system, including time saved 
searching for telephones and im- 


104 CompuTEeRWORLD FEBRUARY 7, 1994 


The new wireless 
system Pitney 
Bowes installed 
enabled it to 
reduce dispatching 
office space and 
staff by 60%. 

Its 18 call centers 
were reduced 

to six. 


SOURCE: FRANK PENSIERO, MANAGER OF 
SYSTEMS DEVELOPMENT, CUSTOMER 
SERVICE, PITNEY BOWES. 


National Computer 
Systems’ field 
service engineers 
found was the 
C%) time gained 
not searching for 
a telephone Ge 


proved responsiveness. 

At first, there was some concern 
among management that field ser- 
vice personnel would abuse the 
electronic-messaging system and 
load it up with all kinds of idle chat- 
ter. 

“In the beginning we tried to 
control the list of IDs each rep 
could communicate with,” Pensie- 
ro says. “But the messaging sys- 
tem proved to be such a productiv- 
ity boon and great team-building 
tool, we opened it up.” 


Messaging glasnost 

Instead of putting formal stric- 
tures on the communication chan- 
nels open to each field service rep, 
Pitney Bowes made the message 
queue public so that anyone on the 
system could see messages being 
posted by any other rep. The result 
is that a form of self-policing or 
self-censorship has limited the 
amount of nonbusiness-related 
traffic. At the same time, the public 
posting of all messages has 
sparked an increase in coopera- 
tion among field service person- 
nel. 

“‘We haven’t measured the sav- 
ings, but having the message 
queue open cuts down and limits 
the traffic to business messages 
only,” Pensiero says. “With pagers 
and cellular phones, you can’t do 
anything about that nonbusiness- 
related expense.” 


Wireless skeptics 

Currently, fewer than half of Pit- 
ney Bowes’ field service reps con- 
tinue to carry pagers, and most of 
those who do are contractual or 
on-site reps who are reluctant to 
give up their pagers until the wire- 
less system proves itself. For the 
rest of the company, including 
cost-conscious upper manage- 
ment, the wireless system has al- 
ready proved its worth. 

“Most everyone in the company 
[including management] has ac- 
cepted the wireless system as im- 
portant to our business — maybe 
too much,” Pensiero says. ““When- 
ever the system goes down, even 
for a little while, everybody really 
complains.” 

Wireless data communications 
has shown a payoff at Pitney 
Bowes, thanks to the consolida- 
tion and job elimination it has en- 
abled. But at many companies, an 
ROI analysis — or enthusiasm for 
increased communication among 
workers — isn’t the way to prove 
the worth of this technology to 
skeptics looking for high and quick 
returns. 

Wireless advocates may do bet- 
ter to focus on the customers 
gained and retained by wireless 
applications and write off the ex- 
pense as acost of doingbusiness. @ 


Panepinto is a free-lance writer in 
Amherst, Mass. 
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Maximizing IS’ value to the organization 


Thomas J. Buckholtz 


Does the information 
systems and re- 
sources function 
have a future asa 
strategy-maker? 
Before you reflex- 
ively nod yes, consid- 
er that every IS activ- 
ity can be and is increasingly being done 
by contractors and clients. 

Outsourcing examples abound and en- 
compass selecting and operating tech- 
nology, maintaining and replacing lega- 
cy systems, developing new systems, 
training and providing information 
services. 

Even business re-engineering falls in 
line — consultants and empowered em- 
ployees suggest and implement change. 

Is the IS community a casualty ofits 
own success? Are information technolo- 
gists destined to be people without whom 
a business can’t compete but who are 
perceived as a second-class staff func- 
tion providing commodity services? 

Yes, unless something is done. 

Contrast IS’ situation with that of oth- 


er staff functions such as finance and 
law. For the chief executive officer, fi- 
nance retains vitality based on issues 
such as profitability and the financial as- 
pects of potential busi- 
ness partnerships. CEOs 
deal with legal issues 
such as maintaining a 
favorable regulatory 
climate. 

But too often IS tech- 
nologists fail to capture 
opportunities to enhance 
their work, its value and 
people’s perceptions. 

The products of all or- 
ganizations depend ex- 
plicitly or greatly on de- 
cisions and their 
implementation. Why not 
help formulate and solve 
the who, what, when, why 
and how of strategic de- 
cisions? Why not cata- 
lyze improvements in 
communicating and im- 
plementing those deci- 
sions? 

Can information tech- 
nologists achieve line 
status? Can they achieve first-class staff 
status? 

Fortunately, the answers are yes. 








By focusing 
on business 
goals and 
synergy 
between 
people and 
organizations, 
information 
technologists 
can become 
coaches for 
and partners 
in the most 
important 
a decisions. 


IS groups have become profit centers 
by developing revenue-earning software 
products, systems integration services 
or telecommunications services. 

As for achieving first- 
class status, that may 
seem difficult, but it 
need not be. IS group 
members have both 
great insight into their 
clients’ business and the 
potential to add com- 
mensurate value. 

For example, the IS 
community in the feder- 
al government recently 
catalyzed a movement to 
improve a major govern- 
mental mission— name- 
ly, providing better ser- 
vice to citizens. 

One result was that 
the U.S. Department of 
Agriculture ran a series 
of “Easy Access” pilot 
projects facilitating 
farmers’ participation 
in the department’s pro- 
—! grams. 

IS can playa key role 
in decisions about forming business alli- 
ances; much of the value of a partnership 
lies in the ability to share information. 





Or, as noted above, one can actively fa- 
cilitate the making and implementing of 
key, nonroutine decisions. 

The IS community must recognize that 
its overall contribution is fostering in- 
formation proficiency — the effective 
use of information to accomplish goals 
such as the mission of an organization, 
objectives of a project or purposes of 
ajob. 

By focusing on business goals and syn- 
ergy between people and organizations, 
information technologists can become 
coaches for and partners in the most im- 
portant decisions. 

If they prove their worth in enhancing 
the making and implementing of strate- 
gic decisions, then as information profi- 
ciency catalysts, information technolo- 
gists add needed value and can achieve 
the status of a first-class support func- 
tion — indeed, of being an integral part 
of general management. 

The time has come for the information 
resources community to showits true po- 
tential. « 





Buckholtz served as commissioner of the Gen- 

eral Services Administration’s Information Re- 
sources Management Service, where he led the 
deployment of computing and telecommunica- 

tions throughout the U.S. government. He lives 
in Portola Valley, Calif. 





Executive 


Edward Palmer has 
joined Scriptel in Co- 
lumbus, Ohio, as vice 
president and chief 
information officer. 
Palmer previously 
worked at NCR Corp. 
for 29 years, retiring 
from the company as director of market- 
ing planning and programs for all chan- 
nels of distribution. 


George C. Kenney has been named CIO 
and managing director at Kidder, Pea- 
body & Co. in New York, reporting to Se- 
nior Vice President and Chief Financial 
Officer Richard O’Donnell. Kenney was 
most recently executive director of infor- 
mation technology at Swiss Bank Corp. 
Prior to that, he was senior vice presi- 
dent and CIO at the American Stock Ex- 
change. 


Brandon Systems 
Corp. in Secaucus, 
N.J., has announced 
that Stephen B. Lu- 
cas, 55, has been ap- 
pointed CIO. Lucas 
joined Brandon in 
1991 as manager of 
information systems. He was previously 
manager of financial information cen- 
ters at IBM. 





Emanuel Ruscheinski has been named 
assistant regional commissioner for da- 
ta processing at the Internal Revenue 
Service’s Midwest Region based in Chi- 
cago. Ruscheinski assists the regional 
commissioner in planning, coordinating 
and evaluating returns processing, com- 
puter services, revenue accounting, pub- 
lic affairs and taxpayer service activi- 
ties. Prior to his appointment, 
Ruscheinski served as director of the IS 
development liaison programs for the 
IRS in Washington. He is a native of 
Gmeund, Austria. 


Michael Liebhold has 
been named vice 
president of technol- 
ogy at Times Mirror 
Co. in Los Angeles. 
Liebhold, 49, will be 
responsible for guid- 
ing the company’s 
technological strategies. He will report 
to Efram Zimbalist III, vice president of 
strategic development. Prior to joining 
Times Mirror, Liebhold was senior scien- 
tist of media architectures research in 
the advanced technology group at Apple 
Computer, Inc. 


Joyce Young has 
been appointed di- 
rector of information 
services at Tellabs 
Operations, Inc. in 
Lisle, Il. She will re- 
port to J. Peter John- 
son, vice president of 
finance and treasury, assistant secre- 


tary and controller. Her responsibilities 
for all global operations will include ap- 
plication development for all platforms, 
ranging from the IBM AS/400 to PCs; 
wide-area network management; client/ 
server, computer operations; and tele- 
communications. Prior to joining Tel- 
labs, Young was director of decision sup- 
port systems at Helene Curtis Industries, 
Inc. in Chicago. 


Dave Carlson, execu- 
tive vice president at 
Enterprises Sys- 
tems, Inc., has been 
named chairman of 
the organization’s 
HL7 executive com- 
mittee. 

HL7 has also welcomed new members 
to its two advisory boards, including 
Landen Bain, CIO at Duke University 
Medical Center. Bain has been appointed 
co-chairman of the Health Providers Ad- 
visory Board. 


Phyllis Gardner has been promoted to di- 
rector of divisional MIS at the McCor- 
mick/Schilling Division of McCormick & 
Co. in Sparks, Md. Gardner will be re- 
sponsible for collaborating with the divi- 
sion’s functional areas in developing and 
implementing both a strategic and a tac- 
tical MIS plan. She was previously direc- 
tor of sales and marketing administra- 
tion at McCormick. 


Christine Cournoyer has been appointed 
director, planning, technology and devel- 
opment at the North Atlantic Group of 
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Gillette Co. in Boston. She will report to 
CIO Larry Gunther. Her responsibilities 
include technology planning, informa- 
tion architecture and systems develop- 
ment. Cournoyer was previously direc- 
tor of IS at Bolt, Beranek & Newman in 
Cambridge, Mass. 


Gary Naiman has been appointed vice 
president, MIS, at CMS Enhancements, 
Inc. in Irvine, Calif. Naiman, 50, has more 
than 20 years of experience in systems 
management at Fortune 500 companies. 
He will be responsible for developing 
company information systems and tech- 
nology. 

Prior to joining CMS Enhancements, 
Naiman was vice president of West Coast 
IS at Los Angeles-based Paramount Com- 
munications. 


The National Association of State Infor- 
mation Resource Executives (NASIRE) 
in Lexington, Ky., has announced that 
three of its members have taken new po- 
sitions. 

Ann Fuelberg of Texas, formerly ex- 
ecutive director of NASIRE’s Depart- 
ment of Information Resources, has tak- 
en a position in the private sector. John 
Ruffin, of Mississippi, formerly director 
of NASIRE’s Bureau of Systems Policy 
and Planning, has been named executive 
director of the Central Data Processing 
Authority. He replaces Frank Stebbins 
who retired in December. 

Lastly, Terrence Maxwell of New 
York has been named executive director 
of the New York State Forum for Informa- 
tion Resource Management. 
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The idea of entering a client/server 
environment hg Eat eee 
perilous. Butit’s a Ra rT earn 
cally improve a Penton? of oN 
business. And with Digital you'll have an 
lage Welt aren products that offer the 
protection of a steel cage. 

Our Open Client/Server products 

let you move your mission critical 
applications more efficiently, productively 
and confidently than you ever expected. 
Our proven OpenVMS™ software delivers 
unmatched levels of application avai- 
ability, data integrity and system securi- 
ty in a client/server environment. With 
servers that provide tight integration with 
all desktops including DOS® Windows® 
Windows/NT® OS/2® MAC® UNIX® and 
OpenVMS. Plus data integration with the 


databases or PCLANs of your choice. 


et To Client ya er. 
en x a 


a 


Winer ate) t= Manel] have Py ra ca 
“vanced features that ensure your “da 
is always available, pate E 


secure. They even protect Pretest co 
asters by providing Failover protection — 


over complete networks in only seconds. 
Best of all, with our Alpha AXP 64-bit 


servers, you’re running on the fastest, 


most cost-effective servers’ available. 


These servers beat anything else out 
there on performance, price/performance 
and scalability. Not to mention that 
Alpha AXP gives you the flexibility to 
support multiple operating systems such 
as OpenVMS, Windows/NT and UNIX 
from Digital and other companies. 

And of course, you'll have the added 


protection of the service and support only 


Digital can deliver, in over 100 countries. 


To learn more, please call 1-800-DIGITAL. 

















BRANCH office 
CONNECTIVITY 


Until today the prospect of integrating a branch office into your corporate 


network has always seemed hopelessly far off. There are now unparalleled 


is FINALLY 


connectivity solutions that bring your branches and headquarters much closer within RE ACH 


together. 


Eicon Technology, a world leader in PC-based connectivity, offers a family of 


internetworking and host access products for linking remote offices along with some of the best 3270, 5250 and APPC emulations 


8 0 


gico® 


——— 


ELCON 


for use on your favorite PC platform. Eicon’s new InterConnect Server 
extends your Cisco, Wellfleet or IBM backbone network across the enterprise. 
It fuses traditional router and gateway technologies by integrating LAN 
interconnection for Novell NetWare and TCP/IP networks, access to any host, 
as well as conversion and concentration of non-LAN communications—all 
supported by comprehensive SNMP network management. 

So, if you are interested in connecting your branch offices—whether they are 
in San Francisco, New York, or anywhere else in the world—call 1-800-80- 


EICON for the Branch Office Connectivity booklet. 





The best way to connect PCs 
to IBM 3270-based servers 
is through the post office. 


a 


Get a free A2B demo disk by simply mailing or faxing us this card. 


Name seis Title 
Company Telephone 
Address 
City : State Zip code 
My current connection requirements are: 

J LAN to Host via gateway 

(jy TCP/IP. 

j Cable to host. 

J All of the above. 

Yeee? 
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Calendar 


FEB. 20-FEB. 26 





Share Winter 1994 Meeting. Anaheim, Calif., Feb. 
20-25 — Keynote speaker: Ellen Hancock, IBM 
senior vice president and group executive. 
Theme: “Interoperability on the Workstation.” 
Contact: Share, Inc., Chicago, Ill. (312) 822-0932. 


Documation ’94 Conference & Exposition. Los An- 
geles, Feb. 21-25 — Contact: Graphic Communi- 
cations Association, Alexandria, Va. (703) 548- 
2867. 


The Fourth Annual East Coast Oracle Developers 
Conference. New York, Feb. 23-26 — Contact: Ad- 
irondack Information Resources, New York, N.Y. 
(212) 759-3632. 


Representing the Technology Client: Critical Legal 
and Business Issues for the Computer Lawyer. At- 
lanta, Feb. 24-25 — Contact: Barbara Fieser, 
Computer Law Association, Fairfax, Va. (703) 
560-7747. 


Speech-Recognition Applications: What Works, 
What’s Next. San Francisco, Feb. 24-25 — Con- 
tact: Chuck Sheppard, Probe Research, Inc., Ce- 
dar Knolls, N.J. (201) 285-1500. 


MacFair ’94. New York, Feb. 26 — Contact: New 
York Mac Users’ Group, Inec., New York, N.Y. 


(212) 473-1600. 


FEB. 27-MARCHS 





The Groupware ’94 Boston Workshop Solutions 
Conference & Expo. Boston, Feb. 27- March 2 — 
Contact: The Conference Group, Scottsdale, 
Ariz. (602) 661-1260. 


Application Development World & Objex. San 
Francisco, Feb. 27-March 3 — Contact: Digital 
Consulting, Inc., Andover, Mass. (508) 470-3870. 


Reseller & Integrator Symposium on Document 
Imaging. Santa Clara, Calif., Feb. 28-March 2 — 
Contact: The Rheinner Group, North Scituate, 
Mass. (617) 545-7027. 


Engineering Document Management Systems 
*94. Orlando, Fla., Feb. 28-March 3 — Contact: 
The Kalthoff Group, Cincinnati, Ohio (513) 871- 
6808. 


Ninth Annual Computers in Libraries ’94. Arling- 
ton, Va., Feb. 28-March 4 — Contact: Meckler- 
media, Westport, Conn. (203) 226-6967. 


Benchmarking: A Key to Business Excellence. 
Buffalo, N.Y., March 1-2 — Contact: Association 
for Manufacturing Excellence, Wheeling, II. 
(708) 520-3282. 


Pen-Based Expo and Mobile World. Boston, 
March 1-3 — Focus: mobile computing. Contact: 
Digital Consulting, Inc., Andover, Mass. (508) 
470-3870. 


MARCH 6-MARCH 12 





Automatic Data Processing (ADP) Industry Confer- 
ence. Tucson, Ariz., March 7-10, — Contact: 
ADP, San Ramon, Calif. (510) 866-1100. 


Mobile ’94: A Technologic Conference & Exposi- 





Business Communications Review, Hinsdale, Ill. 
(800) 227-1234. 


Daratech CAD/CAM, CAE Strategy Workshops. 
Cambridge, Mass., March 8-9 — Contact: 
Daratech, Inc., Cambridge, Mass. (617) 354- 


tion. San Jose, Calif, March 7-10 — Focus: 
mobile technology. Contact: Rob Johnson, 


Exploring Ways Agile Competition and Virtual 
Companies Impact Your Company's Bottom Line. 
Austin, Texas, March 8-10— Contact: Agility Fo- 
rum, Bethlehem, Pa. (215) 758-5516 


Re-engineering: The Implementation Perspec- 


Technologic Partners, New York, N.Y. (212) 696- 


2339. 


9330. 


Computer ’94 Telephony Conference & Exposi- 
tion. Dallas, March 8-10 — Contact: Jim MeMa- 
nus, Telecom Library, Southampton, Pa. (215) 


The Fourth Annual PBXs in the gos: Technology 
Trends, Strategic Applications and Market 
Directions. Washington, March 7-10 — Contact: 355-2886. 


tive. San Francisco, March 8-10 — An educa- 
tional seminar providing an introduction to re- 
engineering, with an analysis of the business 
factors driving it. Instructor: Michael Hammer. 
Contact: Hammer and Co., Cambridge, Mass.., 


(617) 354-5555. 














Now that terminals are no longer dumb, your 
connectivity solution had better be smart. 


L Introducing A2B—The smart software solution | You know 
the problem: how do you get PCs running Windows to connect 
with IBM” 3270-based servers — without spending countless man- 
hours to continually walk your users through the process? 4* The 
solution is A2B". A robust new software product that makes 
it vastly easier for PC users to get connected and stay 
connected. | Opening up ‘a whole new world of connectivity 
If you're making the transition from proprietary networking 
architectures like SNA” to the open world of TCP/IP, 
you'll appreciate A2B. It gives your users simultaneous 


access to any ASCII-based server on their TCP/IP 


cuent 
COMPUTER 


rarer ; o 
backbone as well as their mainframe environments. 4 


Suddenly your 3270 is no longer a thing of the past. 

You've extended its useful life and merged it with newer 
technologies, saving money and headaches. And this TCP/IP 
“total connectivity” paradigm extends even to 3287 printing. 


| Easy, secure access for remote users | As remote access 


becomes increasingly important, you'll like the way A2B connects 
users over dial-up, packet-switched, or even cellular networks. A2B 
even gives remote users an icon-based quick set-up, which lets them 
deal painlessly with complex asynchronous connections or 
X.25 networks. | Perfect for users who “don’t do networks” 
More than easy, A2B is also fast and reliable. Using A2B’s 
SplitSecond® option, you can dramatically improve your users’ 


The 
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2 Gurdwara Road, Ottawa, Ontario, Canada K2E 1A2 Main: (613) 727-1779 Fax: (613) 727 


All trademarks and registered trademarks are the property of their respective 


response times by reducing the volume of data transmitted over the 
network — up to a 70% reduction. SplitSecond actually remembers 
frequently used screens and only transmits the information that 
has changed. &* You can even shield your users entirely from the 
has cl 1. OY hield tirely f th 
connection process by means of Simware’s powerful REXX- 
based programming language, which is included with the 
I 1 l hick luded with tl 
package.| Your gateway to total connectivity —and beyond 
@ Because you have users in a variety of locations, 
of A2B supports coax boards and the most popular 
ASYNC = 

LAN gateways, including NetWare’ for SAA 


nost 
COMPUTER 


and LAT as well as EICON’s X.25 gateway 
; Because you can’t “shrink wrap” expertise | Simware 
is committed to helping you get the most out of all our 
products, even beyond the sale. That’s why every aspect of A2B 
is designed to be user-friendly and low-maintenance. And why 
Simware’s support is second to none. Call or fax today, and find 
out how easy it can be to combine the strength of your PC with 
the power of your mainframe, whether you're local or remote. 
Ask about our DOS and Mac solutions too. 


Call or fax now! For a free A2B demo disk, fax your business 
card to (613) 727-3533 or call 1-800-267-9991 ext. 221 
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CROWLEY 
MARITIME 
CORPORATION 


Since Lante Corporation created a sales Wonderware Corp. created a Microsoft Gateway Group, Inc. helped integrate 
toolbox using Microsoft Office and Windows™-based control system at one-fourth Microsoft SQL Server into an image-based billing 
Visual Basic; sales have increased 128%, the cost of a typical configuration. system, dramatically improving productivity. 


CHART 


Microsoft Office and WinResources MDL Information Systems, Inc. and This securities firm looked to Micro Modeling 
Computing, Inc. made changing menus faster and Microsoft Office provided productivity tools allowing Associates and Microsoft Office to expedite the 
easier for this popular restaurant chain. research scientists to better analyze data. delivery of investment research to clients. 


MIX International, Inc. and Stanford Business Platinum Software and Paradigm Technologies This law firm now spends less time on paperwork 
Systems joined this supermarket’s accounting implemented a Windows NT™-based thanks to Quickstart Technologies’ use of 
and point of sale system with Microsoft Access’. client/server architecture, cutting costs 65%, Microsoft Office and the Windows NT family. 





TO BETTER ASSIST YOU, WE HAVE 
EXPERTS IN EVERY DEPARTMENT. 


© 1994 Microsoft Corporation. All rights reserved. In the 50 United States, call (800) 426-9400, Dept. KZ7; in Canada, call (800) 563-9048; outside the U.S. and Canada, call your local Micre 


and Microsoft Access are registered trademarks and Visual Basic, Windows and Windows NT are trademarks of Microsoft Corporation 


These days, businesses are in a 

state of constant technological 
transition. Youre upsizing, 
downsizing, or just trying 

MICROSOFT 

WINDOWS. to get your eclectic col- 

lection of hardware and software 

to work together. 

Enter Microsoft’ Solution 
Providers. Independent companies 
who, working with Microsoft 
products and support, are dedicat- 
ed to solving business problems. 

How? Simply, every Microsoft 
Solution Provider (and there are 
thousands) have people with real- 
world experience in integration, 
consulting, development, technical 
training, and support. Talented 
teams who understand that a health 
care provider has different busi- 
ness issues than a bank. 

Many have Microsoft Certified 
Professionals on staff. People who 
have proven their technical exper- 


tise by passing Microsoft: 
rigorous certifi EESS0 


cation exams on Microsoft products. 

Microsoft Solution Providers 
also know that companies are work- 
ing in mixed computing environ- 
ments. So theyte well versed in 
solving multiplatform problems. 
For case histories on the solutions 
represented here, or for a referral 
to a Microsoft Solution Provider, 


call (800) 426-9400, Dept. KZ7. 


Microsoft: 


»soft subsidiary or (206) 936-86 
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INFORMATION TECHNOLOGY 


Are you considering migrating to 
NetWare 4.x? If you are, your com- 
pany’s successful migration to 
NetWare 4.x depends on a strategic 
and careful assessment of the costs 
and risks involved. 

In April, 71993, Novell introduced 
the latest version of its market lead- 
ing network operating system. 
NetWare 4.x redefines the strategic 
environment by introducing a global 
directory service which changes the 
system architecture at the worksta- 
tion, server, and system levels. 
These new facilities and services 
demand a re-evaluation of your 
enterprise network structure, 
detailed planning of the migration 
process and poses a steep learning 
curve for both system managers 
and end-users. 

This seminar will walk you 
through the analysis and planning 
stages of migrating to NetWare 4.x 
and highlight the experiences of 


$395.00 
REGISTRATION 
FEE INCLUDES: 
¢ Comprehensive 
seminar workbook 
¢ Exclusive Migration 
planning guide 
© Support disk including 
NetWare 4.x 
migration and planning tools 
Limited edition of best-selling 
NetDraw® - 
Network a 
cece iNet Draw 
software 
Complimentary CompuServe 
Start-up Kit — a premier 
onine source of information 
on NetWare 
Luncheon and break 
refreshments 


MULTIPLE ATTENDEE 
DISCOUNTS AVAILABLE 


NOTE: IF you CAN’T 
yes) eee 
ATTENDEE MATERIALS 
KIT IS AVAILABLE FOR 
yust $99.95! 


three organizations that have already attempted 


the process. 


ATTENDING THIS SEMINAR WILL HELP YOU .. 
e Learn the technologies of NetWare 4.x: 


¢ NetWeare Directory Services 
Print service enhancements 
Storage Management Services 
Compression and Migration 
Management tools 


¢ New Application Programming Interfaces 
Understand why migrating to NetWare 4.x is a 


strategic issue 


Distinguish between across-the-wire and in-place updates 
Determine the risks and learn how to avoid them 

Avoid the pitfalls and problems of the migration process 
Examine the limitations of NetWare 4.x 

Make NetWare Directory Services work for 


your organization 


Optimize the NetWare 4.x network environment 
Understand security features including packet signatures 
Explore the role of NetWare 4.x in enterprise networking 
Evaluate detailed case studies of early adopters 


Official Sponsors: 


===SynOptics (| OMPAG. 


NetWare 4.x Stratecic Micration Dates 


3/14/94 
3/17/94 
3/21/94 
3/24/94 
3/29/94 
4/4/34 
4/7/34 
4/11/94 
4/14/94 
4/18/94 
4/21/94 


well Nile) 


Boston, MA — Westin Hotel/Copley Place 
New York, NY — Embassy Suites 
Washington, DC — Crystal Gateway Marriott 
Chicago, IL — Holiday Inn/O'Hare 
Los Angeles, CA — Embassy Suites/LAX 
San Francisco, CA — ANA Hotel 
Seattle, WA — The Warwick 
Dallas, TX — The Infomart 
Denver, CO — Embassy Suites Denver Southeast 
Atlanta, GA — Sheraton Century Center 
Miami, FL — Hyatt Regency Miami 


ON THE INFORMATION SUPERHIGHWAY 


$395.00 
REGISTRATION 
FEE INCLUDES: 


¢ Comprehensive 
seminar workbook 

© Copy of Navigating 
the Internet by the 
seminar presenter, 
Mark Gibbs 
Support disk of 
Internet tools and 
information 


Limited edition of best-selling 


NetDraw® - 
Network 
diagramming software 
Complimentary CompuServe 
Start-Up Kit 

Luncheon and break 
refreshments 


MULTIPLE ATTENDEE 
DISCOUNTS AVAILABLE 
NOTE: IF you CAN’tT 

ATTEND, A FULL 
ATTENDEE MATERIALS 
KIT IS AVAILABLE FOR 


As an information technology 
asset, the Internet is fast becoming 
the greatest communications sys- 
tem and information technology 
resource the world has ever known. 

The Internet consists of 


AVG, . 
PRS over 6,000 networks in 50 
Saag 


countries on all continents. More 
than 20 million people use the 
Internet each day and it connects 
over 30 million computers. The 
Internet offers companies of all 


awetDraw sizes from across all industry seg- 


ments the opportunity to create 
and maintain a strategic business 
advantage. 

Increasingly, network profes- 
sionals are being called upon to 
understand this strategic informa- 
tion technology tool, the value it 
delivers and how it can be inte- 
grated into their own company’s 


OS 


Doinc Business ON THE INTERNET Dates 


Sheed hacen information infrastructure. 


Doing Business on the Internet, 
a timely and comprehensive course, 
provides you with a detailed analysis of Internet tech- 
nologies, opportunities, and business potential. 
ATTENDING THIS SEMINAR WILL HELP YOU... 
¢ Understand the technologies of the Internet 
¢ The role of TCP/IP 
¢ How to connect computers 
e Evaluate the evolving Internet tools and facilities 
¢ Core tools: telnet and ftp 
¢ Electronic mail 
¢ Gopher and Veronica ¢ Archie ¢ Mosaic 
e WAIS, Hytelnet, and the World-Wide Web 
¢ White and Yellow Pages ° Listserv and Newsgroups 
Integrate your IT resources with the Internet 
Analyze the security issues and assess the risks of 
Internet connection 
Find the resources that your company needs 
e File archives ¢ Software 
¢ Commercial databases ¢ Service providers 
Assess the experience of early adopters 
through case studies 
Plan how to cost-effectively get your organization onto 
the Internet 
Build a strategy for doing business on the Internet 


Official Sponsor: 


DIAL OUR 
FAX-BACK 
INFORMATION 
LINE FOR 
COMPLETE 
SEMINAR OUTLINES 
AND 
REGISTRATION FORMS 
800-756-9430 


when prompted 
request document #62 


Rockwell 
International 


3/15/94 
3/18/94 
3/22/94 
3/25/94 
3/30/94 
4/5/94 
4/8/94 
4/12/94 
4/15/94 
4/19/94 
4/22/94 


Co-Sponsored by: 


Register Today for the Seminar Nearest You! 
CALL 800-643-4668 
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Competitive advantage 


means knowing your 
customers intimately — 
and reshaping products 
and even new businesses 
around them. 


ach year, for the last 100 
years, millions of British 
shoppers have walked 
through the doors of 
Marks & Spencer to buy 
the latest fashions and 
household goods. Last 
year alone, 14 million 
people spent the equivalent of $11 
billion at more than 600 stores in the 
UK and overseas. 

The company netted an impres- 
sive $1.2 billion and, along with the 
profits, captured another asset that 
would turn out to be worth millions: 
point-of-sale (POS) data on the 3.5 
million customers who had charged 
their purchases to the Marks & 
Spencer credit card. 

With this who-bought-what-when- 
and-where data, “technomarket- 
ers” at the firm can predict down to 
a specific individual who, for exam- 
ple, would be most likely to pur- 
chase women’s cosmetics in March. 

That’s why, in March 1992, a half- 
million people who recently bought 
- Rowers - - eee — @ NABISCO’S DAVID KLEIN: ‘With direct consumer 
received a direct-mail piece offering input, we have the ability to respond first- 
them a home-delivery flower ser- hand’ 

Smart marketing, page 117 
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lf you have an eye 
for high-quality SPARC® 
workstations, look into 
the market's only real 
alternative: Axil. You'll 
see a growing force in 
the SPARC world who 
designs, develops and 
manufactures superior 
workstations in Silicon 
Valley + That means smart 
solutions of outstanding 
value + Plus complete 
interoperability with your 
existing SPARC-based 
applications and systems. 
Why? Because to make 
sure we're fulfilling the 
SPARC vision for open 
systems, Axil licenses 
SPARC technology from Sun’s™ SPARC Technology Business® 
and Solaris® from SunSoft™ + We're then applying the years of 
SPARC know-how of our world class in-house R&D team to deliver 
quality, innovative solutions and support + The result is superior 
Axil systems available from over one hundred VARs world- 
wide + For your nearest Axil VAR, phone 1-800-284-AXIL or 
408-894-9700 + Take a clear look at Axil: the real SPARC alternative. 


= : ee 
<= Axil 


Axil is a workstation division of Hyundai Electronics America. Axil is a trademark of Hyundai Electronic Industries, Inc. Other trademarked names are owned by their respective companies or organizations. 
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THE 1994 ALL-STAR COMPUTER BOWL 


The Computer Museum proudly presents the All-Star Computer Bowl® which will tip off on April 23th at The Civic Auditorium 
in San Jose. % Satellite broadcast of the match will be transmitted to the Microsoft campus in Redmond and The Computer Museum in 
Beantown. * Will this turn out to be a Slam-dunk for the All-Stars from the East? Or will the in-your-face style of the Western All-Stars 
prevail? And what on earth does basketball have to do with computers? * There's only one way to find out, and once again, 
tickets will be hard to come by since there will be no local TV play-by-play. Call (617) 426-2800 extension 399 now to reserve your seats. * 


= THE 1994 COMPUTER BOWL PRESENTED BY THE ASSOCIATION FOR COMPUTING MACHINERY © 


EAST COAST ALL-STAR TEAM 
Neil J. Colvin 
Foundation Technologies Ltd. 


Bob Frankston 
Microsoft Corporation 


Mitchell Hapor 
Electronic Frontier Foundation 


Pamela McCorduch, Author 
David L. Nelson, Novell Multimedia 


WEST COAST ALL-STAR TEAM 
Bill Gates 

Microsoft Corporation 

Bill Joy 

Sun Microsystems, Inc. 
Jeffrey Halb, Consultant 
David Liddle 

Interval Research Corporation 
Harry J. Saal 

Smart Valley, Inc. 

THE EXAMINER 


Dr. Andrew S. Grove 
Intel Corporation 


ALL-STAR REFEREES 
Charles Bachman, 
Bachman Information Systems, Inc. 


L. John Doerr 
Kleiner Perkins Caufield & Byers 


Mitchell Hertzman 
Powersoft Corporation 


Patrick J. McGovern, 
International Data Group 


John William Podusha, Sr. 
Advanced Visusal Systems, Inc. 


Heidi Roizen 
T/Maker Company 


John F. Shoch 

Asset Management Company 
FOUNDERS 

Pat Collins Nelson and, David L. Nelson 
UNDERWRITER 

COMPUTERWORLD 

OFFICIAL SPONSORS 


Adaptec, Inc. 
The !Qware® Company 


Bank of Boston 
The Bank 


BASF Information Systems 
The Diskette 


Intel Corporation 
The Microprocessor 


Hleiner Perkins Caufield & Byers 
The Venture Capital Firm 


Network General Corporation 
The Network Monitoring and Analysis 
Company 


Powersoft Corporation 
The Client-Server Application 
Development Tool 


Price Waterhouse 

The Accounting Firm 

Robertson, Stephens & Company 
The investment Bank 

Stratus Computer, Inc. 

The Transaction Processor 

Visix Software Inc. 


The High Performance Workstation 
Software Company 


Viewlogic Systems, Inc. 

The Electronic Design Automation Companu 
Wellfleet Communications, Inc. 

The Internetworking Company 

TRADE SPONSORS 

PARTNERS & Simons, Design 

Hk Graphics, Separations 

Bob O'Shaughnessy, Photography 

The Computer Bow! is broadcast on the PBS 
series, “Computer Chronicles”, hosted by 
Stewart Cheifet. The Computer Bowl is a 
project to benefit the educational programs 


of The Computer Museum, 300 Congress Street, 
Boston, MA 02210. 


For tickets and sponsorship information 
(617) 426-2800 extension 399. 
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vice. The response was so tremendous 
that Marks & Spencer has a 10% share in 
the home-delivery flower market. 
Following this same procedure to sell 
wine, food, gift baskets and gift certifi- 
cates, Marks & Spencer’s mail-order 
business has grown from $15 million in 
1990 (when it only sold home furnishings 
through the mail) to $75 million today. 


Analysis, not paralysis 

This is not your ordinary POS system 
that drowns analysts in a sea of buying- 
pattern data. A 35G-byte database, 
called MarketPulse, from Computer Cor- 
poration of America in Cambridge, 


hax 
Reuters America, Inc. plans to use its 
customer-support center as a front 
line to its marketing function, says 
Daniel J. Rooney, vice president of 
the response center. Via an 
automated system, customer 
comments can be turned into new 
products that are guaranteed to sell. 


Mass., categorizes customers according 
to how recently and frequently they 
made a purchase, how much they spent, 
where they shopped and what they 
bought. 

Each week that data is uploaded from 





the POS systems, creating a “‘living data- 
base” as it’s known in marketing circles. 

The beauty of a living database is that 
each purchase sharpens the customer 
profile. So rather than develop profiles of 
the “average customer’ and include 
them in a mass-mailing, marketing ana- 
lysts can develop a good sense of the in- 
dividuals who shop at their stores. “It’s 
about reaching those who are warm to 
the touch,” says Bill Savage, manager of 
customer information service at Marks & 
Spencer. 

In the competitive 90s, simply obtain- 
ing reams of data on buying patterns is 
not enough; marketing analysts today 
need to close the loop. They need to react 
quickly — by changing their pitch, prod- 
uct, delivery or service — to what they 
learn about their customers. 

“It’s analysis, not paralysis,’ says 
Jane Mermelstein, managing associate 
at CSC Research and Advisory Services 
in Cambridge, Mass. “Classic marketing 
doesn’t include what the customer 
wants,” Mermelstein continues, citing a 
bank that mass-mailed a letter promot- 
ing a home-equity loan; unfortunately, 
some of the recipients didn’t even own 
homes. Worse, it followed up the initial 
mailing with an identical one, whether or 
not the recipients had responded. 

Smart marketing, on the other hand, 
usually results in whole new ways of 
doing business or producing the product 
— whether in pursuit of customer infor- 
mation or after having gathered it. “No 
one would have felt confident enough to 
invest [in new businesses] without this 
kind of control,” Savage says. 


The case of the cookie shortage 

“Be patient — more SnackWell’s cookies 
are on the way!” You might be familiar 
with this Nabisco Foods, Inc. advertising 
campaign, but what you may not know is 
that it was just one part of the East Han- 


Trends in marketing automation - 


@ Telemarketing 
applications 


®@ Market-penetration and 
market-share analysis 


© Competitive company and 
product briefings 


@ Company and market 
reports 


@ Database marketing systems 
® Executive information systems 


@ Point-of-sale 
systems 


over, N.J., company’s plan to respond to 
customer complaints about a national 
cookie shortage. 


Nabisco Foods, inc. can view bakery 
sales, customer support, 
advertising and shipping 
information through a single 
interface. Point-of-sale data will be 
added by 1995. 


Last year, the company best known for 


its Oreo cookies launched a new lowfat 
and fat-free line called SnackWell’s. The 
cookies and crackers were so popular, 
they kept the firm’s 800 consumer re- 
sponse line ringing around the clock. 
Thirty thousand callers said they loved 
the cookies but their stores had run out. 
Where could they buy more? 

Although Nabisco hadn't anticipated 
such demand, it was prepared for the cri- 
sis. Operators who handled the calls 
noted the requests in a consumer re- 
sponse database. Via a network, the data 
triggered the bakeries in Winston-Sa- 
lem, N.C., to increase production and 
alerted brand managers at headquar- 
ters in East Hanover to revise their sales 
forecasts. Meanwhile, customers were 
notified on national television that they 
wouldn’t have to wait long for their be- 
loved cookies. 

By 1995, POS data will also be included 
in the chain, so that from one interface, 
the firm’s marketers will be able to view 


consumer response, sales forecasts, 
POS and shipment databases, no matter 
where the information resides. 

The most important link in this partic- 
ular chain is the consumer input. Like 
many consumer goods manufacturers, 
Nabisco uses the market research ser- 
vices of Information Resources, Inc. in 
Chicago to analyze the information gath- 
ered by its POS system. 

But although the Information Re- 
sources sales data showed SnackWell’s 
sales to be very strong, it couldn’t alert 
the company to the magnitude of the 
demand. “With direct consumer input, 
we have the ability to respond first- 
hand,” says David Klein, director of mar- 
keting systems at Nabisco. 

And being within responding distance 
of the customer is a key piece of the new 
re-engineered marketing. “You want to 
marry the core competencies of the firm 
with the customers,” Mermelstein says. 

Such a marriage is likely to result in 
some radical organizational changes. 
“Sometimes that means moving the 
smarter parts — and with them, the 
smarter people — closer to the custom- 
er,” says Brian Reynolds, senior manag- 
er at Boston-based Nolan, Norton & Co. 
That’s why you see instances such as a 
custom-designed forms company put- 
ting its top designers on the phone and 
taking customer orders. The designers 
can advise customers in a way that cleri- 
cal workers cannot. 


Is it plugged in? 
The organization is not the only thing 
that can change. At NEC Corp. in Boxbo- 
ro, Mass., the company is listening to its 
customers so carefully that it’s altering 
the computers and peripherals it sells in 
direct response to their comments. 
All day long, the 60 technicians and en- 
gineers at the firm’s Technical Support 
Smart marketing, page 118 


@ Mobile computing applications 


@ Integrated distribution- 


@ Customer satisfaction and 
needs-analysis systems 


channel systems 


@ Forecasting/ 
Modeling 
systems 


@ Segmentation and territory 
analysis systems 


@ On-line market research 
systems 


® Sales force automation 
systems 


© Relationship-selling systems 
where the customer helps 
make business decisions 


@ Customer-based, direct 
order-entry systems, such as 
those used by brokerage 
firms 


@ Integrated sales, customer 
service and marketing 
systems 


@ Multimedia 


@ Teleworking 
(teleconferencing and 
telepurchasing) 
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Center answer questions ranging from 
“What video card should I use with my 
NEC monitor?” to “Why isn’t there any 
picture on my screen?” Using a database 
called Vantive Support from Vantive 
Corp. in Mountain View, Calif., they an- 
swer the caller’s questions and record 
what transpired. 

At many firms, customer support stops 
there. But NEC is using this database as 
the ultimate marketing tool. It’s feeding 
the information gathered at the support 
desk back to the product development 
and engineering groups. One month, 
about 3% of the 50,000 callers were call- 
ing to complain that they couldn’t get a 
directory on their NEC Multispin 3X CD- 
ROM readers. The problem? No disk in 
the drive. 

That led the company to add an LCD 
panel to the next version of the product. 
Now, when you try to call up a directory 
on an empty drive, the panel will politely 
prompt you: “Disk?” 

“We don’t want [customers] to have to 
callus anymore,” says Tom James, man- 
ager of technical support. 

James echoes the technical support 
philosophy at Reuters of America, a pro- 
vider of worldwide real-time financial in- 
formation. Its customers, who receive fi- 
nancial data from Reuters directly on 
their Windows-based PCs, might call to 
verify a London stock price that doesn’t 
look right. Or they might ask how to 
download the international bond prices 
from Continental Europe into their Excel 
spreadsheets. In total, the Chicago- 
based technical support center receives 
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nearly 1,100 calls each day. 

Reuters has installed an automated 
customer support system, called CBR 
Express, from Inference Corp. in El Se- 
gundo, Calif. But it will ultimately be able 
to channel common complaints and 
questions back into other parts of the 
organization. When that happens, says 
Robert Friedenberg, a vice president of 
Inference’s Consulting Group, Reuters 
will be able to launch new products — 
say, a macro program for loading Reu- 
ters data into an Excel spreadsheet — 
based on the information gathered on the 
phones. 

“Product support is a window to the 
customers. They tell you what they like 
and what they don’t,” Friedenberg says. 

Companies that can quickly respond 
to customer input have moved far beyond 
those that target “average” prospects. 
But, says Stan Rapp, chairman of Cross 
Rapp Associates in New York and author 
of Beyond Maximarketing (McGraw- 
Hill, 1994), even these marketers are 
barely scratching the surface of the 
available technology. 

In the next five years, Rapp predicts 
that marketing will become even more 
highly individualized. Here’s the scenar- 
io he envisions: He accepts an offer from 
Air France to fly round-trip to Paris on 
the Concorde for a business-class fare. 
When he returns home, he gets a letter 
saying, “Dear Mr. Rapp: We are so 
pleased you accepted our offer. When do 
you plan to fly again?” 

“They should be thinking of me as a 
prospect to pay full fare on the Con- 
corde,” he says. “But at heart, [ecompa- 
nies today] are still mass marketers.” 


DeJong is a Boston writer who frequently writes 
about re-engineering. 
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Barton Goldenberg 


An 
unexpected 
journey 


When Dow Europe decided to re-engi- 
neer its marketing process, the company 
had little idea it would lead to jointly de- 
veloping reusable food-packaging mate- 
rials. 

What the company did know, accord- 
ing to lan Atkinson, director of business 
technology and information at Dow, was 
that it had to break from the old business 
model that the chemical industry used 
for decades. Gone were the days when 
manufacturing plants could produce kilo 
after kilo of powders, pellets and liquids 
and be confident that these products 
would spearhead new business opportu- 
nities. 


Twosteps ahead 

Like many industrial companies today, 
Dow had to radically rethink its market- 
ing process. 

To meet the new business climate, the 
company decided it would have to begin 
assessing new opportunities ahead of 
the marketplace, evaluate the business 
value of those opportunities and calcu- 
late likely outcomes — all before bring- 
inga new product to market. 

Dow used two techniques to meet its 
goal: the use of product development 
teams and something called “relation- 
ship marketing.” 

With product development teams, per- 
sonnel from marketing, sales, technical 
and manufacturing work together to in- 
tegrate customer needs with core com- 
petencies and technological capabilities 
of the supply channel. The team deter- 
mines which products are the most ap- 
propriate to market and when. 

Global electronic mail, LANs and 
group software all help to ensure that 
team members have a common view of 
the marketing process being used and 
the resulting documentation of findings 
and agreed upon actions. 

Dow also found it could benefit from 
closer working relationships with mem- 
bers of its supply chain and distribution 
channel. All three now share vital infor- 
mation in order to achieve acommon 
market view, better segmentation of end 
users and improved understanding of 
customer-specific requirements and oth- 
er market-related issues. 


Key toa good relationship 
Electronic data interchange, E-mail, 
business simulation software and im- 
proved account management communi- 
cation systems are all used to establish 
this type of relationship. 

Account management communication 
systems were particularly important for 
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helping customers understand what in- 
formation Dow needed, what informa- 
tion should be shared between Dow and 
distribution channel members, how to 
better follow up and track new projects 
and how to communicate important in- 
formation among databases. 

Evidence of Dow’s marketing re-engi- 
neering is seen in a variety of practical 
instances. For example, Dow now has a 
better understanding of the environmen- 
tal performance demanded at the con- 


IBM Client/Server 


Database Solutions 


For those industries and 
applications where the data, 


and the quality of that data is critical, 
DB2/6000 brings the DB2 mainframe standard 
to the AIX® Client/Server environment with 
minimum effort. Its function-rich features 
ensure data integrity, performance, 
manageability, availability and scalability. 

Here are some important features: *Your 


MOT) 


applications, including DOS, Windows™ OS/2® 
or AIX. *Stored procedures reduce network 


traffic - only the procedure name goes 


across - a definite advantage. 


32 Bit Client/Server Database, 
Cost-based Optimizer, 
Declarative Referential Integrity, 
Multi-level Concurrency Control, 








sumer level for food packaging in Eu- 
rope. The company now jointly develops 
source-reducing, high-performance 
packages. 

It can also be seen in Dow’s total-chan- 
nel understanding of the needs of distrib- 
utors to convenience restaurants. It 
helped design reusable packaging con- 
cepts based on custom-designed poly- 
ethylene shipment containers. 

And the journey continues at Dow to 
consolidate the gains realized by the re- 


bB2 


*DB2/6000 conforms to X/open standards 
and XA interface for efficient transaction 


reach is 
extended via 
DDCS/6000, 
which provides 
transparent 
access to the 
host database 
from the AIX 
database Server 
and from 


LAN client 


engineering efforts, which include im- 
proved responsiveness and much less 
wastefulness in bringing new products 
to market. 

Dow’s experience in product develop- 
ment teams and relationship marketing 
is not unique — both practices could ben- 
efit any industrial firm interested in re- 
engineering marketing. 4 





Goldenberg is president of ISM, Inc. in Washing- 
ton. 


TREC Late 
DB2/6000 
for AIX 


management. *Referential integrity 
and online backup ensure high 


SUCS 


performance and availability. 
*-DB2/6000 protects your 

investment in your existing host database 
and systems while allowing you to move 
comfortably and securely into Client/Server, 
the computing environment of tomorrow. 

DB2/6000 is designed to drop easily into 
your network with minimum downtime. It’s 
very simple to set up - drop it in, set up the 
connections and you're ready to run. And, 
for example, it’s easy to configure DOS, OS/2, 


Windows or AIX clients to access DB2/6000. 


IX 


Call us today for more information, 
or to order DB2/6000. 
In the U.S.A., call 1-800-346-4699, ext. 32 
or fax 1-800-426-8649. 
In Canada, call 1-800-465-1234, ext. 669. 
In Mexico, call 91-800-00639. 


On-line Backup, 
Forward Recovery, 


ANSI 89 Dynamic and Static SQL, 
Conforms to X/open standards and XA interface. 


IBM, RISC System/6000 and AIX are registered trademarks of International Business Machines Corporation 
All other product names are trademarks of their respective companies 


© 1993 IBM Corp. 
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An important 
new Client/Server 
solution for 
your business. 
DB2/6000 from 
IBM Software 


Solutions. 
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Introducing the Harmonix HX3C. An EMC 3.5" disk 
storage solution that offers 
100% Harmonix Integrated Cached Disk 
Arrays (ICDA’) features. 


Which means it has all the features 


The Harmonix 


HX3¢ 


that offer you optimum availability, 
reliability, and capacity. The HX3C can support up 


to 6.8GB of disk storage capacity. 


And it’s available at a cost that’s 25% less than 


comparable competitive systems. 


2 
It’s also supported by EMC’s I | MC 


THE STORAGE ARCHITECTS 


Remote Maintenance Program 

(RMP) that may actually detect problems before they 
become problems. To find out 

more, call an EMC sales representative today at 


1-800-424 EMC2, ext. MM611C. 


Introducing the HX3C Disk Storage System 
for AS/400. Never before has there 
been so much capacity for so little money. 


© EMC, Harmonix, Integrated 


Cached Disk Array, and the EMC logo are trademarks of EMC Corporation. ICDA is a registered trademark of EMC Corporation. 
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‘Romping around the Internet is a challenge because it’s not easy to find things’ 


The ‘father of the Internet’ 
says intelligent applications, 
out-of-the-box security and 
information indexing will draw 
business users to the network 


Martin SIMON 


INTON 
‘CERF 


ew would dispute that Vin- 
ton Cerf, more than any 
other extraordinarily tal- 
ented and dedicated net- 
working wizard, has made 
the Internet what it is to- 
day. 

Beginning with his pio- 
neering work in the devel- 
opment of TCP/IP, on which 

the Internet is built, and through 
tireless service in a number of vol- 
unteer groups (see list page 122), 
Cerf’s vision and hard-nosed com- 
mon sense have allowed this net- 
work of networks to grow from use 
by a handful of defense-oriented 
researchers in the early 1970s to 
15 million users worldwide today. 


Cerf, 50, once likened the task of 


keeping the Internet working to 
“holding a tiger by the tail,” and 
that was when it was several or- 
ders of magnitude smaller than it 
is now. 

Computerworld’s Senior Cor- 
respondent Gary Anthes recently 
sat down with Cerf, who had just 
been appointed senior vice presi- 
dent for data architecture at MCI 
Communications Corp. Cerf left lit- 
tle doubt that he plans to see the 
Internet continue to grow in both 
size and importance, especially to 
business users. 


Q™ Internet is doubling in 
size every year. Can it con- 


tinue to scale up indefinitely? 

I think we have a reasonable han- 
dle on how to get the system to 
scale up into the billion-network 
range. That’s a target that is ines- 
capable. There are 600 million 
telephones in the world, and in 
seven years there could be twice 
that number. My ultimate either 
dream or nightmare is that in ev- 
ery place in which there is a tele- 
phone there will be a switching in- 
strument connected to a LAN for 
the office or household. 

One can easily imagine 600 mil- 
lion networks, and that doesn’t 
count all the mobile platforms in 
automobiles, airplanes and so 


forth. So it’s not hard to terrify 
yourself with the possibility that 
there could be a billion networks. 


© How can we get there? 
We have hard work ahead 


of us in building large-scale rout- 
ers. How to handle that many net- 
works is a software challenge, and 
it’s an architectural challenge be- 
cause there’s an awful lot of 
knowledge needed to make intelli- 
gent decisions about what to do 
with a [data] packet. 


Can TCP/IP continue to carry 

the load? 
It’s already been modified to oper- 
ate at gigabit speeds. The more in- 
teresting challenge is that we’re 
finding applications that need to 
know more about the available 
network resources and to say 
more to the networks about the re- 
sources they need. 

Until now we've been able to say, 
“Take this packet, and do your 
best with it.” Now we have appli- 
cations that need to say, “Here’s 
the profile of my requirement: I’m 
going to need 60M bit/sec. for the 
next 10 seconds or 10 minutes” or 
whatever. 

Vinton Cerf, page 122 


Internet stats 


Applications are going 


6O 


2 million 


7% to 10% 


SOURCE: U.S. DEPARTMENT OF COMMERCE, WASHINGTON 


INTERNET SOCIETY, RESTON, VA 
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Vinton Cerf 
CONTINUED FROM PAGE 121 


to have to be much smarter about 
estimating their requirements and 
saying something to the network. 


Are the Internet and its 
hosts as vulnerable today in 
terms of security as they were in 
1988, the year of the Internet 
Worm? 
I'd say yes. 


What needs to be done about 
security? 
First, the network itself needs to 
protect its resources, You don’t 
want the routers controlled by 
some 15-year-old hacker down the 
street. So there have to be better 
authentication facilities, and this 
probably means cryptographic 
techniques within the network. 
We also need to work with oper- 
ating system vendors to help cus- 


Serve and Dow Jones are being 
augmented with rather informal 
sources of material. 

The downside is that a lot of this 
information is not worth looking 
at; it is not well thought out or well 
organized. Some of it might be mis- 
information. 

Romping around the Internet is 
a challenge because it’s not easy 
to find things. I think what will hap- 
pen is that some people will make 
a living out of cataloging and in- 
dexing the informal material. 

It’s not enough to provide bit- 
carrying capacity. If we’re creat- 
ing an information infrastructure, 
it needs to be a business infra- 
structure. Certain business-relat- 
ed functions such as advertising, 
registration, billing, collections 
and establishment of contracts 
must be embedded in the system. 


Q Is the Internet Al Gore’s 
“information superhigh- 
way?” 

It depends on whom you ask. I 


— not doing badly after two decades. . . 


Had he known TCP/IP would be- 
come an international stan- 
dard used by millions of people, 
Vinton Cerf says he might have 
done things a little differently. 

In the mid-1970s, Cerf, who 
was then a professor at Stan- 
ford University, and a group of 
graduate students invented the 
protocols that became TCP/IP. 
Having undertaken the work as 
an experiment, he was caught 
by surprise in 1974 when the 
U.S. Department of Defense 
seized TCP/IP as its communi- 
cations standard for connect- 
ing dissimilar computer envi- 
ronments. 

“Had I known TCP/IP would 
become a production standard, 
I would have selected a larger 
[than 32-bit] address space and 
paid more attention to high- 
speed, high-delay environ- 


tomers configure systems that are 
secure out of the box. You typically 
don’t get that today; you get very 
insecure out-of-the-box [systems], 
and you have to go to a lot of extra 
trouble to lock it all up. 


The Internet is pretty hard to 

navigate for the nontechnical 
user. Will that improve? 
Wide-area information services 
are growing very rapidly on the In- 
ternet, and that’s causing a revo- 
lution in information provision. 
Organized, centralized informa- 
tion resources such as Compu- 
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ments,” Cerf says. “The highest 
speeds we were thinking about 
were 1.5M bit/sec. over satellite 
links. That was worst case. Ar- 
panet was at 56K bit/sec.” 

Despite the shortcomings, 
things have not turned out too 
badly, Cerf says. “There is al- 
ways someone coming up with 
anew way of moving a bit from 
AtoB.” The challenge for an ar- 
chitect, he maintains, is finding 
away to build a structure that 
can absorb all those new tech- 
nologies without having tostart 
from ground zero. 

“T take great pride in the fact 
that the Internet has been able 
to migrate itself on top of every 
communications capability in- 
vented in the past 20 years,” 
Cerf says. “I think that’s nota 
bad achievement.” 

— Gary Anthes 


think it’s fair to think of the Inter- 
net as an example of an informa- 
tion superhighway. It’s still kind of 
a bumpy road, but it’s as close as 
anyone has come to a working ex- 
ample of what such a superhigh- 
way would be like. 

I find the analogy occasionally 
jarring because with real roads, 
you go slowly out of your driveway, 
a little faster down the residential 
street, then up to 55 mph or so on 
the highway. But in the data com- 
munications world, it’s actually 
OK to back out of the garage at 900 
mph. So one of the things likely to 


FEBRUARY 7, 1994 


constrain the rate at which we in- 
troduce interesting new applica- 
tions will be the bandwidth avail- 


able to end users. 
Q How should our existing tele- 
communications infrastruc- 
ture, including the Internet, evolve 
to meet the needs of corporate 
America? 
One of the things that has made the 
Internet so robust and flexible was 
that there was at least one fixed 
thing in the universe — the proto- 
cols. That created a common ad- 
dress space, a common way of pro- 
viding one very simple service, 
namely, best-effort packet deliv- 
ery. Now we know that’s not suffi- 
cient anymore. Best effort is OK 
for most things but not for more 
demanding applications like pack- 
et video and packet voice. 

We use facsimile, videoconfer- 
encing, voice mail, electronic mail, 
electronic commerce. And in the 
corporate environment especially, 
we get into a very rich multiproto- 
col environment; SNA needs sup- 
port, so does DECnet, Novell Net- 
Ware, TCP/IP and even occa- 
sionally there’s some poor soul 
who’s trying to make OSI [Open 
Systems Interconnect] work. 

I don’t necessarily argue that 
you should be able to use your tele- 
phone to talk to your TV, but I am 
looking for some way of creating a 
more rational framework for all 
these services so that they can fit 
together. 

The ability to command band- 
width as you need it and to allocate 
it on a varying basis is very attrac- 
tive. I can imagine having intelli- 
gent boxes on the premises that 
are doing dynamic bandwidth allo- 
eation [among applications such 
as E-mail, file transfer and video- 


conferencing. } 
@ Is the Internet too open for 
business use? 
We started out in the Internet with 
the theory that anyone should be 
able to talk to anyone else. But in 
the business world complete pro- 
miscuity is not desired. What one 
really needs is the ability to differ- 
entiate between the private re- 
sources of the corporation, which 
may be very geographically dis- 
persed, and the ones that one 
wants to make accessible to the 
public or to other organizations. 
You might want semipermeable 
membranes where you might per- 
mit anyone to call in but no one to 
go out or vice versa, or you could 
go out only to certain places. In the 
data communications environ- 
ment we tend to have either a net- 
work that is completely private or 
completely public; we actually 
need something in between. 


What would you like to see 
happen in the office envi- 
ronment? 
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If [had my druthers we would see 
a combining of communications 
facilities so that rather than hav- 
ing separate telephone, data and 
videoconferencing networks, for 
example, we would at least have 
the capacity consumed by those 
borne on a common platform. It 
could be local ATM [Asynchronous 
Transfer Mode] switching, it could 
be FDDI [Fiber Distributed Data 
Interface] or something else. 

The other thing I see is the space 
war that is taking place on our 
desks with PCs, telephones, may- 
be a notebook computer and the 
like. I think the space war may be 
won by having a common instru- 
ment, and the obvious common in- 
strument is one that is computer 
based. 

I'd like to have programs that 
know something about the tasks I 
typically perform. I'd like to be 
able to call up a Rolodex, for exam- 
ple, and poke a name and have the 
system make the call. Some local 
software that is knowledgeable 
about the task I am trying to per- 
form would help maintain some 
context. Then, in the course of a 
conversation, if I decide to send 
you something, the system knows 
I'm talking to you, and it knows 
there are ways to get to you by E- 


mail, fax or other means. 
Q Looking out a few years, 
what skills will be needed by 
the corporate network manager? 
People doing corporate commu- 
nications will have to be very 
computer application sensitive. 
Software is going to play an in- 
creasingly important role. You re- 
member Clinton’s campaign slo- 
gan, “It’s the economy, stupid!” 
Well, it’s the software, stupid! 

The toughest job any of us is go- 
ing to have in this complex data 
networking environment is figur- 
ing out how to diagnose perfor- 
mance problems and anomalies 
that are almost inexplicable at the 
application level. 

Unless we learn how to build 
really robust data networks, we 
will face a very fragile future, and 
we cannot afford that. We cannot 
build an information infrastruc- 
ture that is brittle. 
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= By Joe Panepinto 
0 f n In light of recent 
TRANSITIOR headline-grabbing 
disasters, it would 
come as no surprise to see this new acro- 
nym in next Sunday’s classified ads: 
DRE (Disaster Recovery Experience). 

“There is a tremendous demand for di- 
saster recovery skills,” says Jeff Marin- 
stein, president of Contingency Planning 
Research, a consulting firm in Jericho, 
N.Y. 

Despite demand, Marinstein esti- 
mates that less than 15% of all companies 
with disaster recovery plans have a full- 
time disaster recovery staff. Instead, the 
responsibility usually falls into the laps 
of general information systems person- 
nel. But experts advise IS staffers not to 
shrug off the extra responsibility too 
quickly. 

“There are a lot of companies looking 
for people who have put together disas- 
ter recovery plans and tested them,” 
says Gary Daniels, service continuity 
manager at M&lI Data Services, Inc., a fi- 
nancial services bureau in Milwaukee. 


Whatit takes 
Daniels came to his post six years ago af- 
ter 12 years at a variety of positions. “Di- 
saster recovery is really moving data 
centers,” he says. “Who else would have 
a good background for disaster recovery 
except someone who has moved data 
centers and has technical support expe- 
rience?” 

In reality, moving data centers — ship- 


ping tapes to alternate sites and bringing 
up systems and communications lines — 
is only part of disaster recovery. Plan- 
ning is the first and most important job 
and can be aided by software such as 
RiskPac from Computer Security Consul- 


At M&l Data Services, Daniels did not 
use software to develop the company’s 
recovery plan. Instead, he took an exist- 
ing document (one that was adequate to 
restore only 5% to 10% of the company’s 
necessary data processing) and edited it 


LEARNING DISASTER RECOVERY PLANNING 


MAY SEEM LIKE EXTRA WORK, BUT EXPERTS 
PREDICT IT WILL BE A SOUGHT-AFTER SKILL 


tants, Inc. in Ridgefield, Conn., ComPas 
from Comdisco, Inc. in Rosemont, Ill., and 
Chicago-based Chi/Cor Information 
Management, Ine.’s Disastar, which 
tracks inventory and documents all lo- 
gistics and procedures necessary to re- 
store the technological infrastructure. 

According to David Nolan, Comdisco’s 
senior vice president of marketing and 
product management, it takes roughly 
one to two weeks for an IS employee to 
become fully functional in ComPas and 
another one to three months for that em- 
ployee to develop the initial disaster re- 
covery document. 


to reflect things he observed during re- 
covery tests. A key change was replacing 
the plan’s linear format (which said you 
don’t proceed to Step 3 until Steps 1 and 
2 are done) with a modular one that an- 
ticipates multiple contingencies. 

At the Public Employees’ Retirement 
System of Nevada in Carson City, Paul 
Seaman, IS manager and part-time di- 
saster recovery coordinator, has also de- 
tailed plans for recovering the depart- 
ment’s business functions in the event of 
a full-scale disaster or a variety of small- 
er ones. 

“Since we’re a public pension fund, our 


biggest priority is to get the monthly ben- 
efit check into the hands of the recipi- 
ents,” Seaman says. “If the disaster hap- 
pens when we're in the middle of printing 
the checks, we follow one procedure; if it 
happens 15 days from the time we're 
printing the checks, we follow another.” 

Even though Seaman picked up disas- 
ter recovery skills as a sideline to his oth- 
er IS responsibilities and now spends 
roughly 5% of his time on it, he values his 
new planning skills. ““You’re really pick- 
ing up an understanding that can mini- 
mize business losses from a disaster. 
And that’s avery valuable skill.” 
Panepinto is a free-lance writer in Amherst, 
Mass. 


‘TRAINING 


Certification for disaster recovery profes- 
sionals is available from the not-for-profit 
Disaster Recovery institute in St. Louis. 

The organization offers four-, two- and 
half-day classes in different phases of di- 
saster recovery. Classes are not required 
to take the $200 certification exam, 
however. Recertification is necessary ev- 
ery three years, along with a $50 annual 
account maintenance fee. 

The organization also recommends a 
professional get at least two years of 
practical experience in disaster recovery 
or business resumption planning before 
seeking certification. — Joe Panepinto 
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EDP System Analyst - 
Five years experience 
with CICS under MVS/XA 
and DOS/VSE, COBOL 
and DB2. 
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SOFTWARE 
PROGRAMMER 


Four years in OS/MVS or 
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SDSF, ACF/VTAM, JCL, 
GEN and PTF’s. 


DATA 
COMMUNICATION 
SPECIALIST 
Five years in H/Software 
applications including 
Network Analysis, Struc- 
tured Line Protocol, with 
CICS/VS, NETVIEW, AS- 

SEMBLY and JCL. 


EXCELLENT BENEFITS 
PACKAGE. US Citizenship 
required. 


Rush resume to: SOMC 
CONUS OFFICE, c/o AC 
CwO207, 301 Wiscon: 
, scon- 
on oa sin Ave., Suite 210, 
Washington, DC 20015. 

FAX (202) 364-1569. 








Live and Work in the 
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We've been —— America’s country 
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may have seen our catalog. Join us in 
Conway, New Hampshire. 


Senior Programmer Analysts (2) 
AS/400 


Work with such applications as BPCS 
Manufacturing, Lawson Financials, and an 
internally developed Order Processing System 
based on AS/SET. We require a degree, three 
years AS/400 experience, and knowledge of 
RPG/400 and AS/400 applications. The ideal 
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reimbursement, life and disability insurance, 
tuition reimbursement, a 401K plan, 
employee discount, and the beauty of rural 
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site managers, project leaders, programmers, analysts, system 
administrators and software engineers 


* Smalltalk 80, C, Unix/X-Windows, Unix Adminstration 

* Powerbuilder, Sybase, Pachase, Oracle, 
SOL Forms, Oracle case tools 

+ DB2, IDMS/ADSO, McCormack & Dodge, Huron, Teradata, 
CICS/Cobol 
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Warm up to a Florida career. Turn to Computerpeople, Dept. 533 
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201 S. Orange Ave., Suite 1020 
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Jacksonville, FL 32256 
800-700-3945 * FAX 904-464-0290 
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LAN situations 


By Julie Hart 


Computerworld asked a few network managers to share 
their most recent difficulties and how they solved 


them. 


Challenge: Expand network to a sec- 
ond building quickly. 

Solution: Install third-party communi- 
cations hardware. 

Recently, Allied Signal, Inc. in Phoenix 
faced a reorganization that required the 
expansion of one of its networks to a sec- 
ond building. 

“We had limited fiber capability and a 
lot of data to pump,” says Paul Chalker, 
network manager. In fact, the company 
had only one fiber-optic cable connected 
to the second building, which was 1,000 
feet away, and it needed to move eight 
subnetworks. 

“We could have had seven more cables 
put in,” Chalker says, “but it would have 
taken weeks to find a contractor and or- 
der materials.” Chalker estimates that 
this solution would have cost at least 
$10,000 to $20,000. ‘Plus, there are al- 
ways alot of hidden challenges that drive 
up the cost,” he says. 

Instead, Allied Signal discovered the 
Dragon Switch, a module from Unger- 
mann-Bass, Inc. that takes eight 10M-bit 


Ethernet segments, and through com- 
pression, puts them on one Fiber Distrib- 
uted Data Interface pair. As a result, Al- 
lied Signal was able to use its existing 
fiber. 

“We expanded our fiber capacity with- 
out degradation for about $15,000,” 
Chalker says. “What would have taken 
weeks or more took only a couple of days. 
The Dragon Switch practically plugged 
and played.” 

So far, the network uses only six of the 
available segments. Ifa subnetwork goes 
down, Allied Signal has the flexibility to 
use an open segment. “Not only was the 
price right, but we have room to grow,” 
Chalker says. 


Challenge: Isolate network cabling 
problems to maintain performance. 
Solution: Separate divisions by using 
bridges. 

John Hawkins, senior engineer at An- 
alogic Corp. in Peabody, Mass., is respon- 
sible for a 500-person network. “We're an 
engineering company, so a lot of people 


think they know how to move hardware 
on the network,” Hawkins says. Howev- 
er, they often move it incorrectly. 

“T can’t count how many times users 
have plugged their systems into the 75- 
ohm video cable rather than the 50-ohm 
cable,” Hawkins says. “This isn’t so bad 
if only one computer is connected to the 
wrong cable. Once you have two or three 
incorrectly cabled, you’re looking at a 
bandwidth loss of 20% to 30%.” 

To prevent cabling problems from af- 
fecting the entire network, Hawkins in- 
stalled a bridge for each group. Because 
most of the company’s network traffic is 
within departments, the bridge localizes 
most cabling problems. 


Challenge: Add OS/2 to a Banyan Sys- 

tems, Inc. Vines network. 

Solution: Solicit help on the Internet. 
Recently, Kenneth Wenzel, network 

manager for the U.S. Marine Corps in 


Camp Pendleton, Calif., wanted to load 
Lotus Development Corp.’s Notes under 
OS/2 on a Vines-based network. Howev- 
er, he could not get OS/2 to run because of 
configuration conflicts. 

“T asked IBM for help, but they said 
they didn’t have OS/2 documentation 
specific to Banyan Vines,”’ Wenzel says. 
“They told me to look in my networking 
manuals. I struggled for over a week and 
then decided I needed more help.” 

Marine Corps policy prevented Wenzel 
from calling Banyan directly, so he post- 
ed a message on the Internet. Within 
days he received hundreds of responses, 
most providing a 35-step solution and di- 
rections on where to look in the Banyan 
manuals. Within three hours Wenzel was 
able to get OS/2 working on his network. 
He successfully loaded Notes and now 
200 users can share files. 





Hart is a free-lance writer in San Jose, Calif. 


Tips Label network toteapigtite intel: 


ligently. | 
Benefit: Isolate networking problems 
more quickly. 

When naming the nodes on your 
network, create a scheme that will as- 
sist in troubleshooting. Allied Signal, 
for example, designates a seven-digit 
name for each node. The first four 
characters are reserved for company 
division and workstation type. The 
last three indicate server, subnet and 
port number. With these three charac- 
ters, the network manager can go di- 
rectly to a problem without searching 
on-line for node information. 

— Paul Chalker, network manager, 
Allied Signal, Phoenix. 








Since 1982, FOSI has repre- 
sented professionals to the 


Tip: Arrange for aspare server ‘ 


could result in disaster, it has a spare 
server on call through its reseller. 
The spare is fully configured, includ- 
ing networking software, so a full 
reinstall of data can be performed 
and backed up within a day. Without 
this spare, the company may have to 
wait days fora replacement. 

— Tomas de Leon, network engineer, 
Carolina Power & Light Co., Raleigh, 
NC. 
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Technology Consulting, Inc. is a dynamic and 
rapidly growing Software Development Firm with 
challenging assignments. We are a leader in 
client-server systems integration and application 
outsourcing. Current client projects and our 
state-of-the-art regional development center 
require the following skills:. 

CLIENT SERVER - C, C++, SMALLTALK, VISUAL 
BASIC/C++, ORACLE, SYBASE, POWERBUILDER, 
LOTUS NOTES, GUPTA, SQL WINDOWS 
AS/400 - RPG/400, COBOL/400, SYNON 


MAINFRAME - CICS, IMS DB/OC, DBe, 
APS, TELON, NATURAL, CONSTRUCT, DOC- 
UMERGE, LIFECOM, ALC, EDI 


TC! offers competitive salaries, attractive bene- 
fits, and relocation assistance. For considera- 
tion, send resume or call: 1800 Meidinger 
Tower, Louisville, KY 40202, 502-589-3110. 


TG 


Member NACCB —FAX (704) 362-0068 


Controd Solutions is offering — consulting 
opportunities throughout the United States. Most positions 
poy between $80,000-$130,000 per year. 

— SYSTEMS/NETWORK ADMINISTRATION — 
@ SOLARIS = VMS @ NFS @ TCP/IP 

@ OSF/1 @ WINDOWSNT @DECNET SNA 
@ UNIX @MSWINDOWS @NOVELL X25 


————— UNIX DEVELOPERS —————- 
@ UNIXKERNAL @(++,00D © PORTING @ DRIVERS 
© SOCKETS/STREAMS @ SOLARIS APPS @ SW TEST @ OSF MOTIF 


ee 
@ SYBASE @ ORACLE @ INFORMIX © RDB 
@ PORTING @ APPLICATIONS @ PERFORMANCE @ DBAS 


PROGRAMMERS 
@ VISUALBASIC oC 
@ VISUALC++ COBOL 


TANDEM 
COBOL, PATHWAY, TAL, 
STRATUS 


CL ees e Oly LD. 


@C++ 
PERL 


@ SQL 
© RPG 


OMest cl 


603-893-6776 
Fax 603-893-4208 
1-800-998- CSi 1 (2741) 


STRATEM 
800-582-JOBS 
TEL (212)967-2910 
FAX (212)967-4205 


124 W. 30th St. Suite #302 
New York, N.Y.10001 











ANOTHER 

REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 


Computerworld gives you only 
qualified computer professionals. 


Unlike the readers of Sunday or 
daily newspapers, every Com- 
puterworld reader is an experi- 
enced computer professional. In 
fact, the majority of Computer- 
world’s audience has experience 
beyond three years. What’s 
more, some subscribers have 
been reading Computerworld 
ever since its first issue in 1967. 
Simply put, Computerworld deliv- 
ers far more than just job candi- 
dates - it delivers qualified job 
candidates. 


Years in Current Job Function 
Reported by Computerworld’s 
Audience of 
Over One Half Million 


| Morethandyears =| than 4 years 


} MorethanSyeare than 6 years 


| More than 9 years than 9 years 


SOURCE: Skill Survey of Compaterworid’s Audience, August 1993. 


To place your advertisement 
regionally or nationally, call 
John Corrigan, Vice President/ 
Classified Advertising, at 
800/343-6474 (in MA, 
508/879-0700). 


Where the qualified candidates look. 
Every week. 
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@ AGS @ AIC * AMGEN ¢ 
AT&T ¢@ Arizana Depart- 
mom of Transportation @ 
Abacus Consuifants © 
Ad cept @ Aerotek @ Aging © 


y Althus * f 

nal * Amdaht © American 
Management Systeme ©¢ 
American Airlines ¢ Arneri- 
can Cyenamid ® American 
Exprese # Americn Hoart 
Association & American 
ist Council @ American 
Red Crosea ® Ameritech in- 
formation Systeme @ Am- 
way © Anatec * Andersen 
Consuting @ Appie Com- 
puter * Atianta High Tech 
Career Falr ¢ Gall State 
University © Bank of Amer 
ica © Barmett Technologies 
® Baxter Healthcare * Belt 
South * Sentiay College 
Blue Crose/Blue Shieid « 
Booz Alien Hamilton * 
Srannon & Tully ¢ Bricige- 
stone Software © Brome. 


Partners @ Gomme 
Group ® Capricorn Systems 
* Career Fair Coordinators 
® Carclina Power & Light 
Cellular One © Central 
Muine Power © Charlee 
Schwab ¢ Chicago Board 
of Trade * Ciber # Circuit 
City * Citicorp © Cisremont 
Consuiting @ Coca-Cola ¢ 
Comdisce * Computer Ho- 
rizone ® Computerworid « 
Compuware * Coopers & 
Lybrand © Coors Brewing © 
Covia/United § Airtines ¢ 
Cray Research @ D&G Soft- 
ware ® DHL © Deloitte & 
Touche ® Digittl © Sow 
Jones @ Dun & Bradstreet 
% €-Systems @ EDS ¢ 
ESPN @ Eckerd Drug ® Ed- 
fi Bauer ° ina Lilly @ Em- 
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DP STAFFING SINCE 1969 
PERMANENT FL OPPTY'S 
Sun UNKX Sys Admin... $48K 
$65K 
. $65K 
P/As Powerbullder...... $60K 
DBA's UNIX & ORACLE..... $70K 
P/As DB2 IMS CICS. $42K 
P/As UNKX Client Server. $50K 
P/A C++ Windows SOK...... $50K 
P/A’s Sybase UNIX........ $45K 
P/AUNKC Informix... $44K 
P/ADBS © Series Gl... $45K 
P/As AS400 RPG400....... $45K 


AVAILABILITY, INC 
Dept. C.P.O. Box 25434 
Tampa, Florida 33622 
813/286-8800 
a) SRI s olor | 


Hare 
eisdedes 








PROGRAMMER / ANALYSTS 
& SYSTEMS PROGRAMMERS 


FOR CAROLINAS 
AND SOUTHEAST 
Numerous opportunities exist for on- 
line and data base applications P/A’s as 
well as systems programmers and 
OBA’s. Fee Paid. Please call or send 

resume to: 
Keith Reichie, CPC 
Systems Search, Inc. 

4 Pine Point Rd. 
Lake Wylie, SC 29710 
803/831-2129 
(Local to Charlotte, NC) 


eT eset ah 
UNITED 
ORS UR) 


We provide Fortune 500 compa- 
nies with consulting and program- 
ming services. We have immediate 
positions available for Programmer 
Analysts in ail regions of the 
United States. We are the 082 
Specialist! 


TELON = APS 
DB2 8 IMS = CICS 


Send resume or call: 
Computer Progress United 
12730 Townepark Way 
Louisville, KY 40243 
(502) 245-6533 


How to find 
the Midwest’s top 
computer talent. 


[ion seve 
1-800-343-6474 








CLIENT/SERVER 
SYSTEMS INTEGRATORS 


Our Systems Integration practice is 
expanding rapidly resulting in (15) 
immediate openings for professionals 
with strong analytical, technical and 
customer service skills. We are seeking 
designers and developers who have 
experience in client/server and object- 
oriented environments with a particular 
emphasis in one or more of the follow- 
ing areas: 
*RDBMS: SYBASE, ORACLE, 
INFORMIX 
*Languages: C, C++ 
*OS: UNIX, WINDOWS 


*GUI: POWERBUILDER, UNIFACE, 
GUPTA, ACCESS or equivalent 


SSI grew over 30% last year and has 
emerged as a computer consulting 
leader in the Midwest. We have imme- 
diate openings offering rewarding com- 
pensation and comprehensive benefits. 
Additional openings are also available 
in our Louisville, Cincinnati, Phoenix, 
and Kansas City branch offices. Please 
RUSH your resume to: 
f Richard Getch, H.R. 
Software Synergy, Inc. 
P.O. Box 509285 
Indianapolis, IN 46250 
FAX (317) 576-6931 
EOE 


CAREERS WITH A DIFFERENCE 


SSI 


Join Computer Consulting Group, one of the Southeast's most 
dynamic consulting firms, and watch your career soar. We are 
seeking talented and motivated programmer/analysts and have 
immediate staff openings through our offices in Richmond, VA; 
Raleigh and Charlotte, NC; Greenville and Columbia, SC. Our 
immediate and continuing needs are: 

* CICS/DB-2 * SMALLTALK/C++ 

* WANG/PACE * PC Support Specialist 

* POWERBUILDER “FOCUS 

*SAP R2/R3 MAPPER 

* ORACLE °IMS/COBOL 

* FoxPro/Windows * COBOL/CICS (Banking) 

* VISUAL BASIC 
CCG offers competitive salaries, attractive benefits, relocation 
assistance and MORE! For immediate consideration send 
resume or call NOW! 


Computer 
Consulting 
Group 


Contract Professional Services 


One Monckton Boulevard 
Columbia, SC 29206 
1-800-222-1273 « FAX (800)539-3339 
Member NACCB 








SHSSSSSSSSSHSSSSSSGS$ 
MIS SPECIALISTS 


Full time and contract consulting. High rates and high sal- 

. Several openings in the following areas: Carolinas, 
Atlanta, Virginia, Colorado and California. Experienced re- 
quired in the following: Oracle, Sybase, C, C++ AS/400, 
Natural/ADA/DB2, Hogan. Please call 800-590-0780 ask 
for Kim. Mail resume to: 


Software Resources, Inc. 
Welton 
Suite 300 
Denver, CO 80202 
FAX 303-892-5628 
EOE 


SR. SYSTEMS ANALYST/ 
PROGRAMMER 
TEMPLE, TEXAS 
SCOTT AND WHITE, a major medical center located in cones 

Texas is recruiting for an individual with 


gree in Scloras OF high schacl education ond 6 
years pee ag ne ene me ng 


experience 
Segond ve sprain stan, Po 
wpe ange ae 


So ieee nea is! 3ist o ‘can 
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MIS PROFESSIONALS 


Signet is a regional commercial bank, with $12 billion in assets, at 
the forefront of business innovation utilizing advanced technologies. 
Our in-house Marketing & Analysis Team, located at our headquar- 
ters in Richmond, VA, offers immediate opportunities to achievement 
oriented team players who can make key contributions to our infor- 
mation-based decision making strategies. 


We seek MIS professionals with recent “hands on” system develop- 
ment experience in an IBM mainframe and PC-based relational data- 
base environment. Consulting background and experience with 
Novell Network/LAN, SQL and SAS are preferred for the following 


positions: 
MIS Manager 


Direct the activities of a 4-5 member technical staff involved with PC 
based database development/management/support; production 
reporting; user information queries; mainframe relational databases; 
LAN network administration; hardware, software and user support. 
Bachelor's Degree (advanced degree preferred) and minimum 5-7 
years of team leader experience required. Impressive ability to 
understand/communicate business requirements, develop technical 
solutions and manage simultaneous projects also essential. 


MIS Analyst 


Develop, maintain and ensure integrity of database and reporting 
systems; analyze/research data issues; assist users to define infor- 
mation needs; analyze/design/implement user information requests; 
and perform documentation. Minimum 2-4 years experience devel- 
oping/implementing PC-based database management/reporting sys- 
tems, or strong academic training in information systems required. 
Audit experience a plus. 


If you are a talented team player with a strong commitment to quality 
and customer service, send your resume with salary history in confi- 
dence to: Signet Bank, Management Recruitment Dept. 939095, 
P.O. Box 25970, Richmond, VA 23260 


SIGNET 


We are an equal opportunity employer and 
encourage women and minorities to apply. 
We promote a drug-free workplace. 





—— | 


SENIOR FINANCIAL 
SYSTEMS ANALYST 


We're a highly progressive, $4+ billion pharmaceutical corporation, 
known worldwide for our innovative research and development. Currently, 
we seek a Senior Financial Systems Analyst for our Madison, NJ corporate 
headquarters 

The successful candidate will be responsible for the design and 
development of financial system software in both a mainframe and PC 
environment including: enhancement and support of a critical Company- 
wide mainframe Cobol/CICS financial reporting system; management of the 
installation of new software releases from our vendor, American Manage- 
ment Systems; development of PC to mainframe communication solutions; 





Midwest 


HADCO Corporation dedicates itself to 
the highest standard of excellence. As 
one of the nation’s leading independent 
printed circuit board manufacturers, we 
also provide high quality opportunities. 


Information Resources 
Manager 


We are currently seeking a seasoned 
systems professional to fill an exciting posi- 
tion in our information systems department. 
In this position, you will be responsible for 
developing and implementing automated 
information systems for the business unit, 
as well as directing a staff of programmers, 
analysts and support personnel in a manner 
that will maximize the efficiency of the 
department. Also, you will be evaluating, 
recommending, and installing hardware 
and software systems to meet user 
requirements. 


Qualified candidates will have a Bachelor's 
degree in Computer Sciences, Information 
Sciences, Engineering or Business 
Administration, and 7+ years of directly 
related work experience including 3+ years 
of managerial experience. Master's degree 
is a plus. Comparable combinations of edu- 
cation and experience will be considered. 
Demonstrated ability to manage the design, 
development, implementation, and support 
of information systems (hardware and 
software), preferably in a manufacturing 
environment. Computer Integrated 
Manufacturing (CIM) software/hardware 
experience desirable. Advanced technical 
knowledge in information technologies 
including MRP II (QAD/MFGPRO preferred), 
UNIX operating systems, fourth generation 
languages (progress preferred), distributed 
RDBMS development, implementation and 
administration, client/server applications, 
application development control and distrib- 
ution, business and technical applications 
development, networking and end-user 
applications integration is necessary. 


HADCO offers highly competitive compensa- 
tion and benefits as well as the advantages 
of a highly dynamic and results-oriented 
environment. Please send your resume to: 
HADCO Corporation, 1200 Taylor Road, 
Owego, NY 13827. Principals only, please. 
An Equal Opportunity/Affirmative Action 
Employer M/F/H/V promoting a smoke 
free/drug free work place. 














SYSTEMS 
SECURITY 
ADMINISTRATOR 


GEICO, a Fortune 500 property/casualty insurance 
industry leader, is seeking an aggressive, self-motivated 
individual to work directly with the Senior Vice President 
and Chief Information Officer at our Corporate 
Headquarters in Chevy Chase, Maryland. 

As the Systems Security Administrator, you will direct 
activities related to the implementation, maintenance, and 
enhancement of data security safeguards for corporate- 
wide automated information systems including LANs and 
host-to-host transmissions. You will also be responsible 
for coordinating the implementation of security software 
releases, and recommending appropriate policies, 
standards and procedures for safeguarding sensitive 
corporate data. 

The qualified candidate must have 2+ years experience 
dealing with systems software specifically RACF. Strong 
knowledge of audit and security control procedures. A 
data communications and systems software background 
is required. Knowledge in mainframe/PC connectivity, 
good verbal/written communication skills, and college 
degree (or actively pursuing) are required. 

In retum for your expertise and commitment, GEICO 
offers a compensation package that includes medical/ife 
insurance, stock ownership plan, profit sharing and tuition 
reimbursement. Salary range: $40-62K. To apply, submit 
your resume and salary history to: GEICO, One GEICO 
Plaza, Washington, D.C. 20076 - Attn: Human 
Resources-SSA. EOE m/f. 


GEICO 








Join Computer Consulting Group, one of the Southeast’s most 
dynamic consulting firms, and watch your career soar. We are 
seeking talented and motivated programmer/analysts and have 


immediate staff openings through our offices in Richmond, VA; 
Raleigh and Charlotte, NC; Greenville and Columbia, SC. Our 
immediate and continuing needs are: 

*CICS/DB-2 * SMALLTALK/C++ 

¢ WANG/PACE * PC Support Specialist 

* POWERBUILDER * FOCUS 

* SAP R2/R3 *MAPPER 

* ORACLE *IMS/COBOL 

* FoxPro/Windows * COBOL/CICS (Banking) 

* VISUAL BASIC 
CCG offers competitive salaries, attractive benefits, relocation 
assistance and MORE! For immediate consideration send 
resume or call NOW! 


Computer 
Consulting 
Group 


Contract Professional Services 


One Monckton Boulevard 
Columbia, SC 29206 
1-800-222-1273 ¢ FAX (800) 539-3339 
Member NACCB 
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communication and coordination with financial system end users and data 
center personnel; development and support of sophisticated JCL for end user 
report submission and financial system jobstreams. Solid management skills 
in developing work plans, monitoring progress and meeting reasonable 
deadlines are essential 


SO FA lal: 
CONSULTING 


The Application Consulting Group, Inc. is a leader 
in the development of custom PC and mainframe 
sales, marketing and financial applications for For- 
tune 100. companies. Out continucd growth and suc- 
cess has created an immediate full time opportu- 
nity at our Morristown, NJ headquarters. 


We are looking for an individual with a BS/BA de- 
gree and 3 to 4 years of windows programming cx- 
perience. Expertise in C/C++ is required as well as 
Visual Basic experience. The candidate. must have 
experience with a complete project life-cycle of de- 
sign, development, and implementation. 


We offer an excellent base salary, bonus and profit 
sharing plan as well as a gencrous company paid 
benefits package. Please send resume with salary 
requirement in confidence to: Ms. Tina Wray, 
Application Consulting Group, Inc., 121 Headquar- 
ters Plaza, North Tower, 2nd Floor, Morristown, 
NJ 07960. EOE M/F. No agencics, please. 


i 
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This position requires a BS degree in Computer Science, Accounting, 
Mathematics or Business Administration and a minimum of six years’ in- 
depth experience in systems design, programming (Cobol, DB2 and 4GLs), 
testing and OS/JCL in an IBM mainframe environment. Working knowl- 
edge of IBM PC DOS/Windows environment, PC to mainframe communica- 
tions, spreadsheet software and a thorough understanding of accounting 
concepts are also required. Experience with American Management Systems ; design data 
CORE application development tools is highiy desirable. relational Gatabese eye 

We offer an outstanding compensation and benefits package. Please Pe FOO, Coane Sore ‘and 
forward your resume with salary history and requirements to: Schering- working software and 
Plough, Manager, Human Resources Operations, One Giralda Farms, 
Madison, NJ 07940-1000. If there is an interest in your candidacy, we will 
contact you. An equal opportunity employer, M/F/D/V. 


Sp Schering-Plough 
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TECHNOLOGY 


ON THE MOVE 


~~, At PacTel Cellular, we’re 
“changing the future of cellular 


communications. From wireless 
comriunications to cable television, 
our people are exploring new 
markets and new technologies. 

As a subsidiary of the Pacific Telesis 
Group, we have the resources to 
make it happen. 


Database 
Specialist 

Now you can be part of our ongoing 
efforts to enhance our own internal 
technologies. You'll design, develop, 
and maintain database structures; 
manage integration between multi- 
ple applications and sources of data; 
and evaluate and recommend soft- 
ware solutions. You’ll need a BA/BS 
in CS/IS or equivalent experience, 
3+ years database modeling and 
development experience, in-depth 
knowledge of Oracle, RDBMS 
tools, UNIX and C, and working 
knowledge of CASE TOOLS, and 
PC applications software. 


We provide an excellent salary and 
benefits package. Send your resume 
to PacTel Cellular, Human 
Resources, Dept. DB3, 2150 
River Plaza Drive, #400, 
Sacramento, CA 95833. 

No phone calls please. EOE 


PACEATEL. 
CELLULAR 


TANDEM PROFESSIONALS 
COBOL * SCOBOL * ENSCRIBE * SQL 
PROJECT MANAGERS * 
PROGRAMMER/ANALYSTS*ANALYSTS 


Penn Center West Ii, Suite 430 C|scorp 


Robert -MS 0743 


CISCORP is a preferred service provider for Tandem 
solutions nationwide. Office locations: 
Pittsburgh, Pennsylvania * Sunnyvale, California 
* Atlanta, Georgia * Philadelphia, Pennsylvania 
Third party products mentioned herein are trademarks or 
registered trademarks of their respective companies. 


FIDELITY INVESTMENTS® 


n Unprecedente 
Commitment Io 
Applied Technology. 


At Fidelity Investments”, we take the best available 
technologies from the world’s leading companies, 
then integrate them into our open platforms. 


Within our Boston development organization, 
we work to define business initiatives, search 

for leading-edge solutions, then customize and 
integrate the technology to take our business 

to levels beyond our competition’s. Whether we 
are exploring new image processing or voice sys- 
tems, or defining innovative methods to store and 


retrieve data, Fidelity is committed to leading 
the industry in applied technology. 


Fidelity Investments is the largest privately 
held financial services organization in the 
country, with assets under management 
exceeding $200 billion. We are confident and 
successful. If you desire to explore the future 
of applied technology, invest your lime In 
Fidelity. It could be the smartest investment 
you've ever made. 


OPPORTUNITIES CURRENTLY EXIST IN THE 
ARCHITECTURE AND CLIENT SERVER DEVELOPMENT AREAS: 


Software Application Developers (C/C++) for 
PC-based Systems 


Object Oriented Analysis & Design 





MS Windows/Windows NT Development 


Network Management Architecture 





Client/Server/Connectivity Architecture 


Human Interface Designers/Usability Testing 


Graphical User Interface Development 


Interactive Customer Technologies 


Systems or Application Technical Architecture 


Electronic Customer Identification 
(PIN) Architecture 


RELEVANT TECHNICAL SKILLS: 
WINDOWS (NT), UNIX®,C, C++, OO A/OOD, RDBMS, TCP/IP 


FOR IMMEDIATE AND CONFIDENTIAL 
CONSIDERATION... 


We're interviewing NOW. So, if you have 
the skills and ambition to work with the best 
technologies and developers in the country, 
mail or fax your resume to: 

DICK McGINNIS, DEPT. CW- FI, 

C/O FIDELITY INVESTMENTS 

82 DEVONSHIRE STREET, MAIL ZONE P2B 
BOSTON, MA 02109 FAX: (617) 772-4398. 


Fidelity 


In keeping with our unprecedented commitment 
to applied technology, Fidelity offers outstanding 
medical and dental care options, work and family 
resource referral programs, a 100% matched 
401(k) plan, as well as pension and profit sharing 
plans that are company-paid. 


A FULL RELOCATION PACKAGE 
IS ALSO AVAILABLE. 


Investments’ 


Fidelity Investments is an equal opportunity employer 





CONSULTANTS 
* All Technologies 


« Nationwide Openings 
* Salaried or Project Basis 


© 2+ Years Experience 
Send/Fax resume with salary 
Tequirements to: 


Analysts International Corp. 
¥P.0.Box 39612 a 


Minneapolis, MN 55439 
Fax (612) $97-4544 


SYSTEMS 
ANALYST/ 
PROGRAMMER 


CONSULTANTS 
SHOULD CONSULT 





fee Br a sy 
RAC ee 
oe ee 
TTS ure ccc 
90 West St., Suite 1105, NYC 10006 
raat) 
a aaa atl) 


AS/400 


Client/Server 
Chicago-Wisconsin 


SEVCOR is a leader in the recruitment and search of Information 

Systems professionals. 

ee enhanc ieee K , 

<4 Systems Administrator, UNIX, C, HP a + (Chicago 

<4, C++; UNIX, OS/2, Windows, X-Windows 

< % ¢ UNIX, C 
PATHWAY, SQL, TAL, BASE 24 


aT 5 
1-800-959-3088 


Tandem-UNIX 


Nat’! Consulting 
& Contractifig 


SAP SPECIALIST 


Company in Houston, TX is looking for an SAP Specialist, 
with at ast three years of experience in the following: 


© SAP implementation / migration 

® RV, RF and RM components usage 

+ customizing (ATAB table modification) 
+ a 

© Screen Pai programming 

Good communication skills required. 


Qualified candidates please forward resume to the 


CW-124365, Computerworld 
Box 9171, Framingham, MA 01701-9171 
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ANOTHER 

| "3 722|| REASON WHY 

ANALYSTS sension | 2S || COMPUTERWORLD 

—— : RECRUITMENT 
ADVERTISING WORKS ... 


Opportunities in Florida 
For nearly three decades, CHC has 

Computerworld gives you only qualified 
computer professionals. 


bie 


5 
age 2 8 . 
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has maintained its position as one 

of the country’s leading providers 

of software services with annual 

revenues exceeding $121 million. 

Today, over 28 district offices support more than 1500 of the world’s 
most talented technical professionals in the nation’s most progres- 
sive software, systems integration and client server innovative envi- 
ronments. CHC has a commitment to building long- term relation- 
ships and career partnerships with our employees. 

Immediate long: term, major projects are now available in several 
Southern Florida cities. These positions open the door to an excep- 
tional professional and personal life in beautiful Southern Florida. 

It all begins when you join Computer Horizons Corp. in our South 
Florida District Office. We have opportunities for programmer/ ana- 
lysts and senior programmer/analysts with 3- 5 years experience in 
one of the following: 


* CICS and DL/1 ° 
* CICS and DB2 ° aoe, 


¢ SYBASE ° 
* POWERBUILDER ° a 


¢ AIX SYSTEMS ADMINISTRATOR 


Openings also exist for bi- lingual English/Spanish P/A’s. 


For the personal you, there’s the quality lifestyle of our sun- blessed Years an Current Job Function 
Florida community, with our miles of beaches, golf courses, and 


’ 
ic LU rses, and Reported by Computerworld’s 
exciting combination of modern urban/suburban amenities awaiting 5 : 
you and your family. ay : : Audience of 
CHC offers highly competitive compensation along with a benefits : Over One Half Million 
package that includes extensive opportunity for training; medical plan F 
which includes major medical, and health maintenance plans, dental, 
life and disability insurance, a deferred income savings — (401K) 
and tuition reimbursement. Hourly positions also available. ie ae ie Mae 
To find out more about our current and future opportunities and the 
financial and professional advantages CHC has to offer...call collect, 


fax/forward resume to: Ms. Rosalind Silk, 305- 592- 2610 or fax 305- oN OO ese Tie at More than 4 years 
594- 7596, COMPUTER HORIZONS CORP., 8125 N.W. 53rd St., Suite RATED CONSULTING FIRM IN 


114, Miami, Florida 33166. An Equal Opportunity Employer M/F THE VALLEY OF THE SUN. ela eh 
WE HAVE IMMEDIATE OPEN- 
INGS FOR PEOPLE WITH THE 
eee | nr FOLLOWING SKILLS: 
— COMPUTER— ee ’ More than 6 years 
—— HORIZONS— _—_—_—  RANSFORM 
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Unlike the readers of Sunday or daily newspa- 
pers, every Computerworld reader is an experi- 
enced computer professional. In fact, the major- 
ity of Computerworld’s audience has experience 
beyond three years. What’s more, some sub- 
scribers have been reading Computerworld ever 
since its first issue in 1967. Simply put, Com- 
puterworld delivers far more than just job candi- 
dates - it delivers qualified job candidates. 
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eS CORP.— 


me RA SO 
Tomorrow's Solutions Today 082/011 (D6 More than 9 years 
© TANDEM/PATHWAY /COBOL 
gras a 


WE OFFER GENEROUS 
SALARY AND BENEFITS 


SEND OR FAX RESUME TO: 
LAURIE ZINKER 
4747 N. 7TH ST STE. 424 


SYSTEMS ENGINEER re- or Fax (002) 278-1161 
quired. Design, develop & im- 2 ; - 
; fh 2 : OU else eles) 
; side ibhsaeiai Source: Skill Survey of Compaterwerid’s Audience, August 1993. 








More than 12 years 


THIS To place your advertisement regionally or na- 
SPACE tionally, call John Corrigan, Vice President/ 
FOR Classified Advertising, at 800/343-6474 





(in MA, 508/879-0700). 


i 


i 





HIRE 
Call today 


ae COMPUTERWORLD 
recruitment 


60605, Attention: Schatter. x Where the qualified candidates look. Every week. 
Sis memae rests | Advertisement. 


800-343-6474 


(in MA, 508/879-0700) 


; 


3 
ii; 


gggegat 











128 Computerworio Fesruary 7, 1994 





_ Computer Careers 





If you are up to the challenge of working with one of 
the industry's most prominent and exciting tool, 
\EF, Blue Cross and Blue Shield of Florida, Inc., 
may have an opportunity for you. An expanding 
provider of superior managed care services, we've 
extended our technical capabilities to encompass 
DB2 and CASE application development. 


IEF SR. SYSTEMS ANALYST 
(Position DCC-3176) 


You will gather information from all levels of our 
organization, translating the information into busi- 
ness requirements and using IEF CASE environ- 
ment, developing the solutions that will meet them. 
You must have a strong analytical background 
reinforced with technical expertise and the ability to 
communicate with both technical and non-technical 
staffs through developed materials and presenta- 
tions. ABS and 6 plus years of experience including 
3 plus years of CASE development required; a 
master's preferred. 


DATA BASE CONSULTANT 
(Position DCC-3213) 


Responsible for physical database management, 
= will plan, develop, design, implement and main- 
ain physical database structures, and ensure physi- 
cal dafabase backup, recovery, archiving, pertfor- 
mance tuning, space management, and change 
review. You must have a BS and at least six years 
of database administration experience, including 
three years with IMS, three years with DB2, and two 
years with CASE tools, preferably IEF. Experience 
with other relational databases such as Sybase or 
Informix and with third party database tools (prefer- 
ably Platinum) will help. Strong communication 
skills are required. 


Keep your career moving with a company that 
keeps moving forward. We offer a competitive 
salary, full benefits and opportunities for profes- 
sional development. Please submit resume in con- 
fidence or FAX to: BLUE CROSS AND BLUE 
SHIELD OF FLORIDA, INC., P. O. Box 44256, 
Jacksonville, FL32231-4256. FAX 904-363-4342. 
PLEASE REFER TO POSITION NUMBER WHEN 
REPLYING. Equal Opportunity Employer M/F/D/V 


Blue Cross 
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ATTENTION C, C++ and ASSEMBLER PROFESSIONALS 


If you enjoy the challenge of developing mission-critical software 
for use by leading-edge companies around the world, it is time to 
look into a Compuware career. The success of our family of 
programmer productivity software products is creating more 
opportunities every day. 

If you are the best at what you do, we would like to talk with you 
about the future. Today we have opportunities in the following areas: 

PROJECT MANAGERS-+to play a hands-on role managing the 
creation of new products and support of existing products. We are 
seeking candidates with three years prior project management and 
technical experience in any of the following areas: 

* CICS Internals—extensive CICS application support. 


¢ MVS, TSO/ISPF Internals-management experience with a 
software vendor or large commercial environment. 
e PC, UNIX or OS/2 Internals—C++ or C and management of large 
applications. 
¢ MULTI-PLATFORM, Mainframe-PC applications. Client/Server 
experience preferred. 
PRODUCT DEVELOPERS-to design new products, or enhance and 
maintain our current products. 
¢ OS/2, PC/DOS-~a thorough understanding of object-oriented 
programming, C++ or C required. 
¢ MULTI-PLATFORM Mainframe-PC applications. APPC with MVS 
and OS/2 preferred. 
¢ CICS/MVS Internals—experience should be in current levels 
of CICS. 
¢ UNIX, ORACLE, and Cooperative processing. C++ preferred. 
¢ DB2, MVS Internals-heavy Assembler required. 
PRODUCT SUPPORT REPRESENTATIVES-to provide the 
highest level of professional and technical assistance to Compuware’s 


customers and sales staff. We have opportunities for Systems 
Programmers with expertise in: 


¢ CICS and Assembler to support Compuware’s CICS based 
products. 


If you'd like to be part of our growing team, please send your 
resume and salary expectations to: 


Compuware Corporation, Dept. CW7, 31440 Northwestern 
Highway, Farmington Hills, Michigan 48334. Positions are in 
Michigan and California. Relocation required. 


€) COMPUWARE. 


AN EQUAL OPPORTUNITY EMPLOYER 





i 
i 


f 
i 
§ 
: 


| 
ti 


i 
i 


HOT OPENINGS 
IN TEXAS 


COMTRON 
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> . STRATUS 

> CLIENT/SERVER TOOLS 
> DBS E: & M: SERIES 

> DB2, IMS, |OMS 

» PC APPL., Lotus Notes 
Send or fax resume in 
confidence to: 


COMTRON 
co CW 2794 
E. Main Street 
Columbus, OH 43068 
(614) 868-7612 
‘ax: (614) 868-7613 (Fine Res) 


sais 


ROBERT HALF 
international 


Call Joe Cay 
= 1-800-531 or 


FAX resume to 
210-737-2417 No fees. 
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SAUDI ARABIA 
INFORMATION MANAGEMENT 


“Distributed 
Systems 
Management is 
today’s biggest 
challenge for 
running mission- 
critical, commercial 
applications in 
client/server 

data centers.” 


— John Williams, 
Executive Director — Client/Server Products 


Our Client, a leading organization for construction, oper- 
ation and maintenance of diverse moijor facilities seeks 
candidates for head of department responsible for infor- 
mation management, and for head of application systems 
development and management, a key subunit. 


Current emphasis, as driven by business-oriented plan- 
ning and process re-engineering, is on strategy and mi- 
gration planning for improved information management 
cost-effectiveness, by identifying and exploiting practica- 
ble opportunities offered by new and proven technolo- 
gies and methodologies. 


Senior Manager personal qualities, skills and extensive 
pertinent experience, including contract management, 
are critical qualifications. 


Interviews will be conducted in North Americo in mid- 
March. Candidates should expedite their resumes prefer- 
ably by Fax to: Al-Khalee] H.R.D., P.O. Box 5062, 
Al-Khobar 31952, Saudi Arabia, Fax: (966) 
3-894-6032 
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Located in the 
Research Triangle 
Park area of North 

Carolina, UNC 

Hospitals is a 

665-bed tertiary 
care, teaching and 
research facility 


that receives 26,500 


A Tradition 
of Innovation 


xcelience. 


Information services ure provided to 
nine remote locations for over 4,000 
employees. Current technology 
includes ES/9021-500 PR/SM (MVS, 
DB2, COBOL Il, CA, CICS, NETVIEW, 
SNA, APPN, ACF/VTAM), Stratus, 
RS/6000, Data General, TCP/IP, 


50+ TokenRing Local Area Networks, 


PS/2s, Windows, OS/2, EASEL, 


Dun & Bradstreet, SMS, Megasource, 


CHC, and Softmed. 

Career opportunities are currently 
available in the following areas: 
Financial Systems 
Development 

Technical Services 

End User Computing 

End User Training 


Clinical Systems 
Development 


Network Services 
Computer Operations 


N ® AT&T @ Arizona Department of Transportation ® Abacus Cc 
etek @ Aetna @ Alamo Rent-A-Car @ Alaska Airlines © Aica Health Ser 23 © Aidus 
ai @ Amddah! ¢ American Management Systems @ American Airlines @ Ar ran Cy 
ierican Express @ Americn Heart Association ¢ American List Council ® American 
& Ar temas information Systems @ Amway ® Anatec * Andersen Consulting @ Appie 
Atlas h Tech Career Fair * Bat! State University © Bank of America © Barnett 

ealthcare @ Beli South © Benticy College © Biue Cross/Blue Shieid * 
nnon & Tully * Bridgestone Software © Broadway & Seymour * Brown 
i Furniture ® CAP Gemini America @ CPU ® CSC Partners @ Computer 
Sroup @% Capricom ystems @ Career Fair Coordinators * Carolina Power & Light @ Ceilular 
Gne ® Central Maine Power ¢ Charlies Schwab * Chicago Board of Trade ® Ciber @ Circuit City * 
Citicorp @ Claremant nsu ting * Coca-Cola © Comdisco © Computer Horizons © Computer- 
worl ‘ pers & Lybrand @ Coors Brewing ¢ Covia/United Airlines @ Cray Re- 
» @ DHL @ Deisitte & Touche ¢ Digital ¢ Dow Jones * Dun & Bradstreet @ 
kerd Drug * Eddie Bauer © Eli Lity © Emery Worldwide ® Equifax 
is @ Executive L ife * Federal Express ® Federal Reserve Bank ® 
igo * Floride Power & Light ¢ G Heilieman Brewing # GE Co 
nery * Gartner Group 6 General Mills 6 Guifstream Aerospace 
cntetpailie ® Heidrick & Struggles @ Hewlett-Packard © Hill é 
chnical Center @ IBM © informix @ ingres @ inte! © Interactive 
{ f @ internet @ intuit © Johnson Controia @ Keiser Per 
i — * Logica ® Lotus @ MIT ® 
wiion Bank @ Memorex @ ee 
° Nationsbenk e National Compu 
ae @ rae * Nike ® Nissan @ Norther 
t Systems ® Powersoft ¢ Price Waterh 
Consuiting * & tacal f Miiga ® Reader's D 
$ * Riya adway co a 
fogy Services 
0G @ — AG ® Sony eS soutive ast Air- 
% Sun Microsystems ¢ Sunkist Grow 
Systemhouse TASC * TRW © Tandem ¢@ The Limited © 
try ® Tonbortend @ Toshiba @ Toyote ® Tufts Health Plans @ 
S Robotics ® USAA @ United Airlines @ United Parcel Service 
® Ving nia Lottery ® Walt Disney World @ Wang Laboratories ¢ 
nt @ Wells Fargo Bank ¢ WordPerfect © AGS @ AiC @ AMGEN ® 
Transportato on % Abacus Consultants ¢ Adept ¢ Aerotek © Aetna 
Ait dying ces @ Aidus @ Allied Signal © Amdahi ¢ 


stants © 


aphics @ Softwa 
ing — e @ St 


ae Cyenamid Ameri 

We offer a competitive salary and 2 te ae American Red Cross @ Ameri 

benefits package. For prompt attention, ¥st 7 a An son Cars ane e — Computer @ Ata ic 

please contact: UNC Hospitals Employment ot : f America ¢ Barn -s Technologies © > Baxter 

Office, 101 Manning Drive, Chapel Hill, NC Blue  cienaaies: Shieid ® Booz Allen Hamilton * 

27514; or call (919) 966-5224. An Equal r Groadway & Seymour ® Srown Brothers Harriman @ 

Opportunity/Affirmative Action PU & CSC Partners © Computer Task Group @ Capri- 

Employer. & Light ¢ Cellular One ® Centea! 
Trade @ Ciker ® Circuit City © Citicarp  Cia- 

puter Morizons ® Computerwarid @ Compu- 


America’ 's Leading Corporations Advertise Their IS Positions in Computerworld. 
Shouldn’t You? 


inpatient and 
350,000 outpatient 


visits per year. 


b ® Chicago Hoare 


Caca-Cela @ Camdiseo @ C 





North Carolina Memorial Hospital 
North Carolina Children's Hospital 
North Carolina Women's Hospital 
North Carolina Neuropsychiatric Hospital 





CAREER SURVEY: Chemicals 


USTRY HIRING 


OVERALL GROWTH RATE 


errr Se 
5% 
-———__—. Grow nc at 
LESS THAN 25% 


76.3% 


GROWING AT 
MORE THAN 25% 


B= 3.0% 3.0% 55% 91% 


SHRINKING 


1.6% 1.5% 1.5% 1.3% 42% 





SURVEY BASE: 559 TECHNOLOGY FIRMS 
INVOLVED IN ARTIFICIAL INTELLIGENCE 


SURVEY CONDUCTED BETWEEN OCTOBER AND DECEMBER 1993 
CORPTECH, A DIRECTORY PUBLISHER IN WOBURN, MASS., TRACKS THE 
COUNTRY’S 35,000 TECHNOLOGY MANUFACTURERS. THIS SURVEY RELATES 


© Copyright 1993, Corporate Technology Information Services, Inc., Woburn, Mass. TO THE TRACKED FIRMS WITH FEWER THAN 1,000 EMPLOYEES. 


bias 
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CONSIDER US 1ST 
IN PHOENIX 


if you are seeking an opportunity 
to be part of a dynamic Ing 
consulting company, is the 
answer. We offer excellent sala- 
ries and competitive benefits. We 
have immediate openings for the 
following skilis: 

@ ORACLE/CICS/OB2 
®COBOL/CICS ¢PL/1 

@ IMS DB/DC eDL/I 
®POWERBLOR © ORACLE 

® UNIX/CICS ® DATACOM 


PBS Systems, Inc. 
‘ jay #285 
0B 


Tempe, Arizona 85282 


800-558-5110 
602-894-5110 
Fax 602-894-5542 


CONSULTING 
& FULL TIME 
POSITIONS 


DICE is a FREE online job 
search service, providing 
detailed information about 
current contract and full- 
time positions across the 
USA. Use your computer 
and modem to access the 
latest job openings. It's a 
confidential, easy to use, no 
cost way to search for a 
new job. 


D ATAPROCESSING 
1 NDEPENDENT 
C ONSULTANT'S 
E XCHANGE 


ONLINE Number: 
515-280-3423 


Contact DICE via 1200/14400 
baud Modem 8-N-1 
A service of D&L Online, Inc 


515-280-1144 





DIRECTOR OF 
COMPUTER SYSTEMS 
& SERVICES 


92% 


Southwestern 
College 


mate . contact: 
WESTERN COLLEGE, Per- 
sonnel Services Office, 900 
Otay Lakes Road, 

Vista, CA 91910. (619) 482- 
6395. ition ‘ 


March 11, 1994. College 
closed 2/18-21/94. Equal Op- 
portunity Employer 


SOFTWARE 
UL Ls) 


OCU i aL LL ey 
me Cee SS 
PU ee Ce) 
Me MM Ca 
eC ae 


Seis eel aa TVS $80K + 
AS/400,S/38 P/A 
gar le 3 


MVS OR VM INTERNALS $ OPEN 
mea eg 

COBOL/CICS 

SLs Le) 


ies TO 
COBOL/DB2 OR IMS piek 1:)3 


a) 
OVERSEAS JOBS 


ROBERT SHIELDS & 
ASSOCIATES 
OM DELP E RT Lee 
Houston, TX 77289-0723 
713/488-7961 
AIC) 








DATA PROCESSING 


SIEMENS 


Siemens Energy & Automation, Inc., a major manufacturer and designer of 
electrical and electronic products, currently has the following positions avail- 
able at its corporate headquarters in suburban Atlanta: 


Sr. Systems Analyst - 3 openings 


Successful candidate will possess the following experience: 

minimum of 7 years of system development with heavy system design, 
heavy user interface and hands-on coding in a Cobol, MVS, CICS and DB2 
environment. Must also have experience in leading others throughout an 
entire project life cycle and be very experienced with life cycle metnodolo- 
gies. Must also have a 4 year degree and experience in developing order 
entry or manufacturing systems. Also, RAD/JAD experience highly preferred. 


Sr. Programmer Analyst - 2 openings 


Successful candidate will possess the following experience: 
5 years experience in developing order entry or manufacturing systems in a 
Cobol, MVS, CICS and DB2 environment. Prefer experience in structured 


development methodologies and some knowledge of O-O technologies. Must 
have a 4 year degree. 


Selected individuals will participate in a critical application development pro- 
ject with high visibility developing a system in a new rule-based, object-ori- 
ented, rapid application prototyping development environment (Sapiens). All 
positions are newly created due to long-term development expansion. 


We offer highly competitive salaries and an excellent benefits package. 
Qualified applicants should send their resumes, along with salary history, to: 


Siemens Energy 

& Automation, Inc. 
Corporate Personnel 

First Floor 

3333 State Bridge Road 
Alpharetta, Georgia 30202 
EEO M/F/H/V 





Cities of Fortune 


If you're looking for a great place to work, you can’t do 
better than CTG. Not only are we one of the nation’s 
largest integrated professional software services and 
information technology consulting firms, we also have 
openings in most of Fortune magazine's Top Ten Cities for 
Knowledge Workers. All told, we have 65 offices in 7 coun- 
tries and count among our clients, 85 of the Fortune 100. 


Apply for one of our current nationwide openings for: 
Programmer Analysts, Systems Programmers, Software 
Engineers/Consultants, Telecommunications/Database 
Specialists and Technical Telemarketers. Technical 
positions require expertise in one or more of the following 
skill sets: 


APS, AS400, C, C++, CICS, Client/Server, COBOL, 
CSP, DB2, DL1, IDMS, IMS, IMS DB/DC, Interleaf, 
Model 204, MVS, Novell CNE, Oracle, OS/2, 
Powerbuilder, REXX, RPG3, SAP, SMS, software 
testing, SQL, Sybase, UNIX, VAX, VMS, VAX/C/RDB, 
VM, Windows. 


See how fortune can favor you. Send your resume to 
CTG, 800 Delaware Ave., Dept. JHICW0207, Buffalo, NY 


14209. Or FAX to 716/887-7436. Equal Opportunity 
Employer M/F/D/V. We are not an employment agency. 
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Be Where 
Technolog 
And Leadership; 
Meet America's 


Opportunities in Richmond, VA. with 
a national pacesetter 


FIRST HEALTH Services Corporation is a leader in providing key services 
to America’s largest industry: healthcare. Our approach incorporates the latest 
information technology in delivering advanced claims processing and on-line man- 
aged services to government agencies and providers nationwide. 

As the healthcare industry continues to change and grow, its need for 
solutions continues to widen. FIRST HEALTH has been providing those solutions for 
over 25 years. Through an exceptional commitment to technology, people and 
dynamic market expansion, we have excellent opportunities at our corporate 
headquarters for those who wish to leave routine challenge behind. 


ise tiiometrlh ice 
Senior Programmer Analysts 
SSL ee eA el 


Requirements include COBOL programming experience in an IBM mainframe envi- 
ronment. Ideal skills include TSO, ROSCOE, JCL and CICS. Previous 
experience involving healthcare claims processing desired. PC experience and 
knowledge of relational DBMS concepts desirable as well. 


We offer attractive salary, benefits, and ideal living in Virginia's capital, rated one of 
America’s best places to live. For consideration please send your resume with salary 
history to: FIRST HEALTH Services Corporation, MOD Division, Section CW-JT, 


FIRST HEALTH 


WW SERVICES CORPORATION 


EEO/AA/M/F We promote a drug free work place. 
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SALT LAKE CITY 
DP Consultants & Project Managers 


PRODATA/PRO-STAR, a Western U.S. leader in System inte- 
tion & MIS i it and 
Didly expand- 


ing Fortune 1000 and Government clients. We . 


© SR CONSULTANTS: @.9. for Project Management, 
ae Integration & Conversions, Outsourcing, Account 
lanagement. Also, hands-on in platforms such as... 
© CLIENT SERVER: Powerbuilder, Visual Basic, Oracie, 
$ , Access, Windows, Gupta, C++ 
© CASE: BAA/BSD, including Knowledgeware, T.!., LBMS 
®@ AS400: RPG & SYNON 
© 30XX: ADABAS/NATURAL, DB2 


Salaried positions with excellent 3 & growth opportunities. 
Please contact: PRO-STAR Neo E 6600 S., Suite 200, Salt 


Lake City, Utah 84121. 801-266-6138; FAX 801-266-0069. 
ee 


CONTRACTORS 


ALL TECHNICAL SKILLS 
NATIONWIDE REQUIREMENTS 


3 
58s 


gag 
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We mail your resume to brokers 
nationwide at no cost to you. 
Send your resume to: 


JKL Enterprises, inc. 
500 North College, Suite 108 
Charlotte, NC 28202 


1377 K Street NW, Suite 167 
Washington, DC 20005 
1-800-257-0845 
(202) 543-1930 
FAX: (202) 543-2230 
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PU SOFTWARE 


SUPPORT sax 


By Joe Panepinto 





When free-support holdout WordPerfect 
Corp. recently announced it would join 
the growing ranks of companies that of- 
fer fee-for-service PC software support, 
many users realized that when it comes 
to support, you get only what you pay for. 

“I was really sorry to read that Word- 
Perfect was getting rid of freebie techni- 
cal support,” says Jon Jaffe, manager of 
information systems at Roberts & 
Schaefer Co. in Chicago. “It really marks 
the passing of an era.” 

This announcement is yet another un- 
welcome reminder that IS managers 
need to stretch already-constricted bud- 
gets to cover tiered service offerings. 
These range from 900-number phone 
support at roughly $2.95 per minute to 
high-end packages of unlimited 24-hour, 
seven-day coverage at flat rates of more 
than $10,000 per year. Consequently, 
companies would be wise to think about 
ways to minimize support costs. Advice 
from experts includes the following tips: 


Signing a three- or six- 
month contract for ex- 
tended vendor support 
after installation can 


help limit costs in a number of ways. 
First, analysts and users agree that the 
majority of service calls are made imme- 
diately after a product is installed. For 
example, according to “Soft Letter,” an 
industry newsletter published in Water- 
town, Mass., 66% of service calls on aver- 
age are made within three months of pur- 
chase; 83% are made within six months. 
Second, because service is becoming an 
important market for vendors as well as 
third-party support companies, users 
can expect service prices to fall and qual- 
ity to improve. 
TRACK SERVE Even if a company does 
not have an internal help 
desk, a database of ser- 


RESPONSES vice calls made to ven- 
dors and a summary of 


responses can limit the number of repeat 
calls. Central lists of frequently asked 
questions are also a plus. 


SE 
INTERRAL 


Most companies block 
outgoing 900-number 
calls, but few set up a 
procedure for calling 
vendors for support. This 


is a costly oversight because most ven- 
dors base charges on the number of us- 
ers with access.“If you limit the people 
who have direct access to a service pro- 
vider, you can generally limit the cost,” 
says Jeff Kaplan, director of subscrip- 
tion research at Dataquest Worldwide 
Services Group in Framingham, Mass. 


St Outside information ser- 

OTR vices such as those on 

CompuServe or the Inter- 

FORUMS net are a gold mine of 

technical support infor- 

mation. Many vendors assign engineers 
to answer on-line questions. 

Jaffe is a CompuServe veteran and re- 
stricts access to his account. “If I had 
users going in there, they'd probably 
spend more time on-line than I'd like,” he 
says. Instead, he uses the company’s in- 
ternal electronic-mail system to distrib- 
ute answers to support questions and 
bug fixes. 

WYESTIOATE The average number of 

THD PUTY applications on a net- 

worked PC is steadily in- 
PROVIDERS creasing and getting PC 
support for every pack- 
age and user is often prohibitive. By 
using a third-party service provider com- 
panies not only get access to a wider 
range of applications but may alse mini- 
mize “paid finger-pointing” by vendors. 
A glitch between, say, Windows and 
WordPerfect would be addressed with- 
out a dispute as to whose fault it is. 
REVISIT Many systems adminis- 
trators inherit support 
CONTRACTS contracts with their sys- 
REGULARLY tems. Kaplan says com- 
panies can save money 
simply by knowing which software is still 
in use and which is not. This means reg- 
ular meetings with users and vendors to 
gauge the level of use and satisfaction 
with support. 


Panepinto is a free-lance writer in Amherst, 
Mass. 





| Po printer wie and you're 
Travel tempoet se 


Special 
anger =| 


Mobile Disk 120/240MB* 


“Double disk capacity is based on use of DOS 6.0 
dota compression utility. 


Call for other disk capacities. 


FAX (408) 945-0946 


Puc 1-800-873-VALU 
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Compact, Plug N’ 
itt any Pet 
Mobile Disk packs up to 680MB* 


into a compact, portable unit. 
—ear into any portable or 


Great Backup! 

Simply use DOS or Windows co} ote 
commands to do backup onto 

Mobile Disk. It's easy, much faste! 

than tape and your backed up data 

is inetanty’ a accessible with no 

messy restore. Plus if your internal 

Grive fails, Mobile Disk fills in as your 

primary disk. 

& ! 

It's — weer fut an paces 


Disk ican oe it away stun Bing it 


off-site and you're uae 


Windows Internetworking 


LSOUHIELP 


ouldn’t it be nice to call for 
technical support and have 
an expert in at least 10 PC 
software packages pick up 
the phone? There are a 
number of third-party support 
companies that promise just that. 

For roughly the same price as 
vendor support for a single prod- 
uct, Software Support, Inc., a2- 
year-old company in Heathrow, 
Fla., claims to offer support for 
roughly 125 of the leading PC and 
Macintosh software packages. 

When calling for help, users en- 
ter a personal identification num- 
ber and an assigned 11-digit num- 
ber. The technician at the other end 
is then given information about the 
customer and the system. “When 
our technicians get you on the 
phone, they know who you are and 
the configuration of your system,” 
says Jerry Humiec, industry rela- 
tions manager at Software Sup- 
port. 

Like other support organiza- 
tions, Software Support has a vari- 
ety of pricing plans: 900-number 
calls ($2.95 per minute), 90-day un- 
limited support ($69.95), one-year 
unlimited support ($199.95) and 
800-number calls and per-call sup- 
port ($22.50 per call). Per-call and 
toll-call service is also available in 
larger discounted blocks. 

Companies offering similiar 
services include Corporate Soft- 
ware, Inc. in Canton, Mass., 900- 
Support in Lake Oswego, Ore., and 
Sykes Enterprises, Inc. in Sterling, 
Colo. 





—Joe Panepinto 


Lal IP for Windows 





= Up to 128 simultaneous sessions 


Applications: 


| Developer Tools: 





= Works concumenty with NetWare, LAN Y Manager Vines, etc. 


TELNET (VT100, VT220), TN3270, FTP, TFTP, SMTP/Mail, News Reader, 
POP, SNMP, Ping, Bind, Finger, Whois, Statistics, and Custom 


Windows Socket API, Berkeley 4.3 Socket API, ONC RPC/XDR, WinSNMP API 


100% DLL implementation 

Requires only 6KB of base memory 
Installs in 5 minutes 

All applications are both client & server 


For overnight delivery call: 


(€) NETMANAGE” 


(408) 973-7171 


20823 Stevens Creek Bivd., Cupertino, 
CA95014 USA Fax (408) 257-6405 
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Data General 


Buy Sell Lease 


HP 9000 
Data General 
RS/6000 


Data Products 


Computer Products 


MV and AVIION Systems and All Peripherals 
ID Disk Systems by HiPerStor 


ves 522-ICSC 


Fax (612) 935-2580 


COMPUTING SYSTEMS CORPORATION 


If Outsourcing is your objective... 


You can maximize your information technology investment by 
outsourcing part — or all — of your IS operation. Whether it’s a 
transitional or long-term total services partnership, American 
Software’s the right place to rightsize. 


Even software developers enjoy the cost and time-saving benefits 
of outsourcing with us. Call today and we'll tell you why. 


°The Outsourcing Group 


A Unit of American Software USA 


470 E. Paces Ferry Road 
Atlanta, GA 30305 
404-264-5770 


A 


Outsourcing 








Successful Advertisers Have 
One Important Thing in Common: 
Computerworld Marketplace 


“,..We experience a higher rate of 


“...Proven results are our first and 
foremost reason for advertising in 


Every week.” 


_ ith Computerworld Marketplace 
week, quality leads and 

bottom line results can spelt 

advertising success for you. too. So 

Call today - and be sure to ask about 

our four color charter rates! 


COMPUTERWORLD 
Marketplace 


1-800-343-6474, ext 744 


Buy Sell Lease 


AABN INAAGA 


Executive Infosource! 


Eee | ee 


LARGE INVENTORY INCLUDING: 
mm 9221/120 +m 9221 /150 
8 9271/130 mame 9221/170 
We Extensive stock of features 
Call us for your 9370/9221 needs. 
Executive Infosource 
Offering full service technical support. 


1548 Barclay Blvd. 708 215-9370 


Buffalo Grove, IL 60089 
CDA Ed) Fax: 708 215-9992 


ae od eee | 


‘Mea It VK 230MB hard dive, dmb RAM, 
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‘Mec Quadra 700, }6048 bord deve dob RAM, 
std keyboard (MSPZS3LL/A) "1999 


PS/2 Model S02 286/10, 30§8 hard drive 
308 floppy, 1MB RAM (8550-031)... 329 
PS/2 Medel 80 386DX/16, 448 hord 
dive, 34° floppy, 1B RAM (8580-081)".."429 
5/2 Model 80 386DX/16, 244M8 drives 


drive, 334° floppy, 4B RAM (8590-0LF).'2209 


rive, 
700T Pea’ floppy, 2onb RAM (500777-021) HEW.... 479 


‘2-1Omb SSF: 


Compoter Tablet Bmb RAH, 
FXlonodem (2521-002) 599 


‘3865L/20 Bb drive, 
‘34 floppy, 2b RAM (129800-008)...."1349 
UTE Lite 386S1/25 80eb dive, 
a79 2 nr 
LTE Ue 386S1/25 120m 
"9 9 hg tt a (senaeh__‘1009 


TOSHIBA 

‘44005KC Color 4B6SX/25 80m dive, 4400SXC Color 4865%/25 120nh drive, 

34 floppy, Amb (PC24-PATOZUX).....°2399 33 floppy, dnb (PC24-PATIOQUN)...'2599 
CALL FOR FREE CATALOG OR FAX US AT 201-284-1550 


682 Passaic Wve, Nutley 1. 201-254-1200 


Ps sie ee ie a Management sare: ibe ght 6 mite Ne prota ios 
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Bright color. 


1/50 
floppy, seb UM SOLE) 
Brave 4860X/33 3%" floppy, “a 
RAM (500944-008) 999 
Bravo 4860X2/66 34" floppy, 2mb 
RA (SOTT6-O01) 4 ee 
Brave 4860X2/66 31" App, mb 
BAK (SO1T16-001) EWE aba 
Bravo LC 486/660 }20mb drive, 334° 
floppy, 4am RAM (SO1116-007) 4 "9 
Brave 4860XK/66 21 0mb drive, 34” 
oppy, dmb RAM ($01116-009) + 1599 


‘Agple Color w/ occ kit (M90026/A-N) HEW!."499 
Apple LsrWrtr310 (B184UL/ANINEW! "699 
Conon Appm Loser Toner (18P45X) NEW! 


me SI 
hoc Van 73 ybd/Mewse SI3SON/ SHOWN SS 
dro 950 Bn, 400m Ext Ky/ Ms, = swam 5 
Galan 
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Premio 306sx/33,2m,320m — S8D9E/ S7IOR 
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OP 386/25E Ae 170m SHU / SSR 

OF 386/201 4 170 Soom ssven S300 
OF 486/331 de 37 Sinn /SiowR 


Bright price. 


¢ 


The BOXLIGHT 1280 ColorShow Special. 


The BOXLIGHT 1280 
True Color Projection 
Panel. At $300 off, it's an 
unbeatable value. 

¢ Brightest image 

¢ Compact & portable 

& Mac 

¢ FREE remote & cable 


#PC 


Computer Products 


Roppy. 

Vomb RAM, ESA (500888-001) + "1699 
SE Server fxganson Unt (500889-003) + 499 
SE Server Exponsion Unit, 2-200mb | 
eves (600075-008) 4 
Mes il oerHtn— 

UDE harddrive (WDACZ340-s18).. 

‘330MB IDE Drive 

(S00747-390) WEE 


(50071-4661) WOW 
(O60MB SCSI 514" Drive 





18M Propeinter XL (4202-002) 
10M Portable (5253) NEW! a 
19M Proprinter i (4201-002). 


OF 486/331 4m 650m S40e STOR 
TEL SOMSLIS Mk Ayn SSR /SAPAR S80 
UTE Ue SBASL2S bk Aen 120m SHAPE /STSPOR 9 
om 


0590. OUF 4id2/50 Aen 40m 5 
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intent liete The Remarketing Group 
701-206.1348 
Reesor rs Wanted uy ued Rie 

dealer pricing. Jom oor network and offer corpo. 
cneben menbaens systems and parts ond 
or 5% reterral fee. 


Computer Presentations 
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¢ The pe 
panel specialists 


¢ More than 50 
models in stock 

¢ Instant availability 

¢ Overnight shipping 

¢ 30-day guarantee 

¢ Technical support 
hotline 





% 


BOXLIGHT: Your direct source for all 
answers. 


No one else offers the one-stop shopping...the selection... 
the value...the immediate delivery...and the knowledgeable 
oe and support you get from the projection pane’ 


BOXLIGHT . 


7771 beeen tesa ee ene 7981 
(OD ad 


the bright 








Computer Training 


Paden 


Why use one method to train your 
staff on Windows, DOS, Macintosh, 
UNIX or any other 
ey software 
oat application? 
Our catalog 
includes 
hundreds of 
videos, 
software 
tutorials, 


courseware products... guaranteed 
to appeal to every type of learner. 


Choose from more than 3000 
products that will save you money 


_ Marketplace 


Computerworld’s 
Upcoming February 
Editorial Features 


February 14: 
Management Tools for 
Large Networks 
Bonus Distribution: 
Networks Expo 


February 21: 
Windows and OS/2 








Outsourcing/Time Sharing 


ALIGOMP, INC. 


The “Boutique” of the Computer isha World 


Outsourcing Timesharing 


VM, MVS, VSE 
Remote and On Site 


Two State of the Art Locations: 


20,000 sq. ft. Manhattan complex 105,000 sq. ft. Secaucus, NJ complex 


“Our Platform is Excellence” 


Serving Clients Since 1980 
(212) 886-3600 © (800) 274-5556 


Time & Services 


Most Vendors 


on end user and systems training. 


No personal or dealer inquiries 


Imaging Software 


February 28: 
Work Flow Software 
Bonus Distribution: 
Groupware ‘94 


Call Elin today and see how 
we can help you maximize 
your training dollars. 


800-363-5611 


Elin Computer Resources, Inc. 
100 Walnut Street, Champlain, NY 12919 
514-483-1754 Int'l’: 514-483-4641 











Let a company with 26 years of 
experience help you make the 
right outsourcing decisions! 


We are a nationwide consultant 
who will guide your assessment, 
and vendor selection. 

We support ALL platforms. 


Call Don Seiden at: 


COMPUTER RESERVES, INC. 
800 882-0988 (201) 882-9700 


PLAUSELUT | 


Large Systems 


Dempsey: Where IBM® Quality 
Is Second Nature! 


* RS/6000 
¢ AS/400 
¢ ES/9000 
¢ PS/2, VP & IND. PC 
.-. and more! 


Dempsey 


BUSINESS SYSTEMS 


18377 Beach Biva., Suite 323 * Hungtington Beach, CA 92648 
(714) 847-8486 » FAX (71.4) 847-3149 


Sales & Rentals 
¢ Processors 

* Peripherals 

* Upgrades 


Authorized 
“integrator 


Call Today for Pretested Equipment, 
Technical Assistance & Overnight Shipping! 


800) 888-2000 
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have well-equipped data centers... 





They have large systems with the software you need, plenty of MIPS, and 


UPS systems. 


ONLY ONE WILL EXCEED Your EXPECTATIONS! 

> Only one runs your work as its own. 

> Only one minimizes your risk and 
maximizes your cash flow. 


> Only one will get the job done totally. 


CSC CompuSource — dedicated to 
outsourcing since 1980. 


You’RE IN CONTROL WHEN YOU PUT US 
In ConTROL! 


Time & Services 


ere 
wt 


CompuSource 
A Unit of Computer Sciences Corporation 


110 MacKenan Drive 
Cary, North Carolina 27511 
919.481.9341 





QUTSOURCIN 


REMOTE 


COMPUTING 


Extensive Software Library 
Telenet Tymnet 
Searsnet IBM Information Network 


Extraordinary Customer Service 
Migration Management 


FANEUIL 
SYSTEMS 


815 Commerce Drive, Oak Brook, IL 60521 


4-3636 


“57. 
New Englan nd 617-595-8000 


Your best choice for ances oomeine services. 


“Computer Site Technologies, Inc. 


Sa 


PR SSsSSSS 


EEE EZRA 


STAT iterey £0 Preowned, Reconditioned And Surplus 


Computer Room Environmental 


Systems. 


¢ Uninterruptible Power Systems + Mainframe Chillers 


* Standby Generators 
+» Frequency Converters 


« Access Flooring 
+ Fire Suppression 


¢ Computer Room Air Conditioning 


Save Thousands of Dollars on Current Model Used Systems 
Call Now For Our Listing of Currently Available High Quality Equipment 


800-226-0784 


©:262 S, 


Military Trail, Deerfield Beach, FL 


305-425-0638 


. 33442 ¢ 





Marketplace 








Large Systems Computers & Peripherals 
amedanhi 
t Dem @renar) 


New & Used 


Get Instant Access 
to - Computerworld 


Introducing .... 
CW Online 


Computerworld introduces CW Online, a 
comprehensive, fully searchable library of 
Computerworld articles. With CW Online, you can 
search the three most recent years of 
Computerworld issues. And the service is 
updated weekly, so you can access new 
information every week. Research has never been 
so easy, SO complete or so economical. Right 
from your personal computer. 


| Bret 
td ditt 


& Sun 
ee 


(714) 970-7000 (714) 970-7095) 


Anaheim Corporate Center 
5101 E. La Palma Ave., Second Floor 
Anaheim, CA 92807 


UNISYS 
XEROX 


The Online start-up kit costs just $25.00 and 
includes everything you need to start using CW 
Online including easy-to-use communications 
software. After that, you'll be charged for access 
time along with a $5.00 monthly account service 
fee. You can even set your account up for us to 
bill your credit card or invoice your company on a 
monthly basis. 


COMPUTERWORLD’s 
“5th Wave’ Cartoon Mouse Pad 


COMPUTERWORLD brings humor to a 
mouse pad featuring a cartoon from 
“The 5th Wave” series by Rich Tennant. 


Not available in stores, this colorful Call today to enter your subscription to CW 


foam-backed pad will keep your mouse 
clean and protect your desktop. 
Best of all, it's only $4.99*. Send 
your name, address and check or money order to COMPUTERWORLD, 
P.O. Box 9171, Framingham, MA 01701, Attn: Product Fulfillment. 


For credit card orders, call 1-800-343-6474. 


*In U.S., for each unit ordered, add $1.25 for postage and handling; orders outside U.S. add $2.50 each. 
Residents of MA, CA, GA, NJ, and DC add applicable sales tax. Canada residents add G.S.T. 


IN THE WORLD OF 


PRODUCT 


MARKETING 
CCNA CIT aE 


BLACK 


Successful Advertisers Have 
One Important Thing in 
Common: Computerworld 
Marketplace 


1-800-343-6474, ext 744 


___Used Equipment 


Used Equipment 


Motorola is _ 


_ selling... 


| 
TANDEM CYCLONE SYS- | 


| TEMS incl 4 Processors 
| 32MB ea, cabinets, batter- 
| ies, power. I/O incl Comm 

Cntir, 4-line Sync w/RS- 
232, w/V.35, 16-line Async 
and more. 2 Systems for 

sale available in Chicago 

and Arlington, VA. 
Call Dick Kampa at 

Motorola 708-576-2476 


METROPOLITAN TRANSPORTATION 
AUTHORITY NOTICE OF SALE 


is hereby given that the Authority will 
receive sealed bids for the sale of the 
items listed below, on which date 
they will be opened at the indicated 
time at the Authority's offices at 347 
Madison Ave, NY, NY 10017. Bids 
must be submitted on the Inquiry 
form provided by the Authority 
Copies of such forms and the terms 
and conditions of the sale may be 

| secured from Ms. Angie Phifer, 
Executive Secretary, Department of 
Procurement Services, Metropolitan 
Transportation Authority, 347 

| Madison Ave., NY, NY 10017 or by 
callin (212) 878-7298 
INQUIRY: 4-01-94023-0 


DATE/TIME: 3/8/94, 4pm 


FOR: Sale of the following IBM mainframe 

computer equipment 

2540-001, 2821-001, 3151-088, 3178- 

C20, 3179-100, 3179-G10, 3180-145, 

3262-003, 3262-013, 3276-002, 3278-002 

3287-002, 3290-220, 3299-003, 3420-008 
| 3727-700, 3803-002, 3814-A02, 3814- 
| C02, 3865-001, 3880-003 and 7427-001 


Bid & Proposals 


Online and to receive your CW Online start-up 
kit with valuable communication software. 


Oo 


LEN E Electronic access to a library of Computerworld articles 


For more information or to order call 800-643-4668 today. 


MS CENTRAL DATA 
PROCESSING AUTHORITY 


Sealed proposals will be received by 
CDPA, 301 N. Lamar St., 301 Bidg, 
Suite 508, Jackson, MS 39201 for 
the following 

RFP 2541 due Thursday, March 3, 
1994 @ 3:30 P.M. for the acquisition 
of an upgrade for an IBM System/36 
for Northwest Mississippi 


| Community College. No Charge 


RFP 2552 due Tuesday, March 1, 
1994 at 3:30 p.m. for the acquisition 
of an existing software package or 
for the development and implemen- 
tation of a PC-based FOXPRO devel- 
oped Tidelands Management System 
for the Lands Division of the Office 
of the Mississippi Secretary of 
State. No Charge 

RFP 2551 due Tuesday, February 22 
1994 @ 3:30 P.M. for the acquisition 
and implementation of packaged 
software to furnish an automated 
Trauma Registry System for the 
Mississippi State Department of 
Health, Division of Emergency 
Medical Services. No Charge 

RFP 2542 due Tuesday, February 22 
1994 @ 3:30 P.M. for the acquisition 
of 200 micro-computer systems to 
establish a standard for the 
Mississippi State Department of 
Health. No Charge 

For No charge RFP's, call Linda 
Watkins @ 601-359-2604. CDPA 
reserves the right to reject any/all 
bids and to waive informalities. 


Distribution 
Issues: 


February 14: 
Networks Expo 


February 28: 
Groupware ‘94 


Bid & Proposals 


Bid & Proposals 


NEW YORK CITY 
TRANSIT AUTHORITY 
REQUEST FOR EXPRESSION 
OF INTEREST 
94RFIGO1 


The New York City Transit Authority is seeking expressions of interest in order to 
identify firms (Consultant) who have engaged in the design and upgrade of 


| interactive/multimedia videodisc based products and training programs addressing 


health, safety and environmental issues associated with Right-to-Know and Chemical 
Safety Training Programs. The Authority has a need for a Consultant to develop and 
furnish upgrades to the Authority's “Chemical Safety Training Program” software, 
courseware and other materials. The Consultant’s software shall comply with OSHA 
standard 29CFR 1910.1200, New York State Chapter 551, Article 28, Section 878 of 
the Right-to-Know Law which requires that all employees who work or come into 
contact with chemicals receive annual training as well as compliance with all 
applicable New York State Department of Labor, Federal Transportation Administration 
and EPA rules and regulations. The Consultant shall furnish and deliver the software 
for the utilization of approximately 21,000 employees per year at four (4) designated 
Authority locations and two (2) mobile training sites within the City of New York. 

The Consultant shall develop and furnish upgrades to the Authority's “Chemical 
Safety Training Program" software, courseware and other materials including software 
upgrades and/or conversion to the current industry standards for interactive video 
programs. The software for the current safety training program was developed by 
Interactive Media Communications, 204 Second Avenue, Waltham, Ma. 02154, 
who has exclusive rights to all software, courseware and other materials associated 
with the program. As part of the upcoming solicitation, the Authority will require that 
as part of the Consultant's services, the Consultant shall allow the Authority the right 
to purchase additional copies of the program software, courseware and other materials 
as well as furnish the Authority with the capability to implement future software 
customizations without the Consultant's involvement. The Consultant’s services shall 
include but not be limited to: PLATFORM CONVERSION, LICENSE TO CUSTOMIZE 
AND UPGRADE, VIDEODISC MASTERING AND REPLICATION, and DELIVERY 
AND INSTALLATION. 

Written responses should include product literature, design features, firm's capability 
to perform the functions listed above, time to do tasks and any other relevant 
information that may be needed for this project 

Replies should be submitted to the address below no later than February 23, 1994 


New York City Transit Authority 
130 Livingston Street, Room 6020A 
Brooklyn, N.Y. 11201 
Attention: Robert P. Gilbert/94RFIGO1 
Telephone # 718-694-4080 


Bid & Proposals 


NEW YORK CITY 
TRANSIT AUTHORITY 
NOTICE OF SOLICITATION 
CONTRACT # CM-886 
OPENING DATE: Friday, April 1, 1994 at 2 PM local time. 
TITLE: Develop, Furnish, Deliver and Install Rail Network Simulation System. 

A pre-bid conference has been scheduled for Tuesday, March 1, 1994 12:00 
noon at 1350 6th Avenue in Manhattan, 17th floor conference room. A site tour 
has also been scheduled immediately following the pre-bid conference. 
Prospective bidders who desire to attend shall notify the Procurement Specialist 
no later than noon on February 28, 1994. Procurement Specialist Basil 
Ramnarace (718) 694-4229. 

Sealed bids will be received by the NYCTA at 130 Livingston St., B’klyn, N.Y. 11201 
at the Bid Solicitation Counter until the bid opening time and date. Bidders will be fully 
responsible for the delivery of their bids in a timely manner. Reliance upon the U.S 
Mail or other carriers is at the bidders risk. Late bids will not be considered 

Bid solicitation documents may be obtained at the Solicitation Counter at the afore- 
mentioned address from 9:00 A.M. to 5:00 P.M. Monday-Friday except holidays. Req- 
uests can be made in writing, in person or by calling: Senior Procurement 
Specialist, Basil Ramnarace (718) 694-4229. 
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Solutions Directory 








401(k) ADMINISTRATION 


Delta Data Services, Inc. Complete 401(k) 
Admin Software Columbus, Ga (800) 451-9188 


4GL 


CompuSolve Associates 


River Edge, NJ (800) 847-6583 


ACCTG SOFTWARE/SERVICES 


Management Information Consulting, Inc. 
Falls Church, VA (703) 845-5800 


OPEN SYSTEMS® Accounting Software 
Open Systems Holdings Corp. . (800) 328-2276 


APPLICATIONS DEVELOPMENT 


CompuSolve Associates 
River Edge, NJ (800) 847-6583 


PC/LAN Database Application Development 
Envision Development 508) 443-0829 


Impact Solutions, Inc., PC or Mac, Nationwide 
Foxpro, Omnis, 4D Server ... .(800) 858-8330 


Information T. Inc. (IT) (800) 296-4600 
Client Server, & GUI Development 


Micro Focus COBOL/CICS/XDB 
SilverStone Systems, inc. NY . . 


Software Sou: Compa 
Atanta,Georgas 


SYNTEL, Inc. 
NATIONWIDE (313) 828-3290 


Planet Data/Paradox Windows a. 
Moriches, New York (516) 878-6603 


CABLING SERVICES 


Nationwide, 250+ Local Service Locations 
Premises One LAN SERV .. . .(800) LAN-SERV 


PC/LAN Database Application Development 
Envision Development (508) 443-0829 


Information T Inc. (IT) (800) 296-4600 
Client Server, tions & GUI Development 


NetLinks Technology, Inc.:CORBA,OOAD, 
C++, client/server apps . .(603) 891-4177 


(212) 786-4079 


(404) 898-7900 


NIIT - Software Division .. . .(404) 804-6446 
Developers of client server applications us- 
ing Sybase and Oracle. Option for offshore 
software development available. For more 
information, contact us at 400 Perimeter 
Center Terrace, Suite 900, Atlanta, GA 
30346. Fax: (404) 804-6445. 


SOFTWORLD® Corporation (407) 995-8436 
OS/2 Software Development & Consulting Svcs 


SYNTEL, Inc. 
NATIONWIDE 


Zeitech, Inc. 
Stamford, CT 


(313) 828-3290 


(203) 359-9807 


CONSULTANTS 


ADW & IEF & PowerBuilder 
Bridgton Consulting 


Analyses & Design 
(404) 933-8992 
CONTRACT PROGRAMMING 


INFORMIX/ORACLE/SYBASE/UNIX 
ACJ & Associates (800) 264-6686 


MS Windows/C/C++ experts! 
Eureka Springs, AR (501) 253-8087 


Oracle/C/Cobol/Unix/Forte/OO - |.S. Consultants 
Minneapolis, MN (612) 851-9544 


Cheat Server Applcatons © Oi qm inuen 296-4600 


wes RISC 6000, SERIES 1 


L.S.J. Consulting, Inc. ......... (214) 215-1837 


Micro Focus COBOL/CICS/XDB 
SilverStone Systems, Inc. NY 


Software Sourcing Company 


136 CompuTerworip FEBRUARY 7, 1994 


CORPORATE/GOVERNMENT BBS 


Summit Software Services, Inc. 
Camarillo, CA 


COMPRESSION/CROSS PLATFORM 


Adilersparre & Associates Consultit 


ing, Inc. 
MVS, VM, PC DOS, OS/2, UNIX, AS/400 (413) 296-0252 


DATA CONVERSION 


Data Conversion, Inc. 


Minneapolis, MN (800) 927-0677 


DBMS 


Advanced Data Management 
Document DATABASE Tool for the 


have VAR and Dist. available 
Main St. Kingston, NJ 6538. 


CompuSolve Associate: 


River Edge, NJ (800) 847-6583 


DISASTER RECOVERY 


Remote SHADOW® for OpenVMS 
Advanced Systems Concepts, Inc. ..... (800) 229-2724 


CHI/COR Information Management, Inc. 
312) 322-0150 

lecovery Planning Made Easy. PC software tools 
guide network, data center, and business unit 
planning. Includes complete methodology to 
teach novices recovery planning concepts and 
relational database for easy planning. MS-Win- 
dows and LAN compatible. 


Raymond Professional Management, Inc. 
Roswell, GA (404) 587-4090 


Recovery Management, Inc. 
REXSYS® Software 


Strohl Systems 
LDRPS Software 


(800) RMI-8866 
(800) 634-2016 


DISTRIBUTED OBJECT COMPUTING 


NetLinks Technology, Inc:CORBA,OOAD, 
C++,client/server apps (603) 891-4177 


DOCUMENTATION 


Eden Communications, Inc. 


New York, NY (212) 489-2450 


EDUCATION & TRAINING 


IS Training Services (508) 635-9819 
Specializing in technical and non-technical training solu- 
tions and educational consulting services 
the entire IS function -- 
maa of experience! Cont 
ae Old Meadow Lane, Acton, MA OTTO 


Skil | Dynamics, An IBM M Company 


training company that specializes in techni- 
a and ames outsourcing and 


customized offerings. Call 1800 TEACh for a free 
catalog. 


Information T: Inc. (ITH (800) 296-4600 
Client Server, Appi tions e UI Development 


LEARN C++ ONLINE: instructor-led! Experien- 
+. Participants 


jtanding and interact in teams to produce an auto- 
mated libri ae 1-800-441-81M, Box 470640, 
Aurora, CO 


LAKEVIEW TECHNOLOGY INC. 
Instructor-led AS/400 education 
MIS Training Institute 


) 
) 879-7999 
Audit & Security 


Fax(508) 872-1153 


Sybase, SQL Server Training 


Larson Software (800) 394-7966 


NIIT - Training Division (404) 804-6446 
Developers of custom Computer Based 
Training (CBT), Multimedia, and Perfor- 
mance Support Systems. Development 
site is ISO-9001 certified. For more informa- 
tion, contact us at 400 Perimeter Center 
Terrace, Suite 900, Atlanta, GA 30346. Fax 
(404) 804-6445. 


Scene Services, Inc. 
insville, i: (609) 259-0601 


ELECTRONIC DATA INTERCHANGE 


impact Int'l Technologies, Inc. 
Princeton, NJ (609) 734-7411 


EXECUTIVE INFORMATION SYSTEMS 


XENOS Corporation 
Dallas, TX (214) 869-9860 


FAX-ON-DEMAND 


ae THE POWER OF 
-ON-DEMAND 
INDEPENDENT feuse EXPERTS DISCUSS HOW TO 
SAVE AS MUCH AS 90% OF LITERATURE 
PULFLMENT COSTS CALL 408-2490 2275 FOR 
INFORMATION BY FAX. ASK FOR DOCUMENT 210. 
ABConsultants (800) 982-3715 


FOCUS 


FOCAL SYSTEMS, INC.: Focus Consulting 
Seattle, WA 206) 788-4467 


GEOGRAPHIC INFORMATION SYSTEMS 
(617) 527-4700 
GOV’T/MUNICIPALITIES 


MMA Consulting Group, Inc. 


Boston, MA (617) 426-8049 


GROUP WARE/E-MAIL 


Information T Inc. (ITI (800) 296-4600 
Client Server, s & GUI Development 


HUMAN RESOURCE SOFTWARE 


SPECTRUM Human Resource Seo oe 80 
Denver, CO 334-5660 


HUMAN RESOURCE SYSTEMS 


Ceridian Employer Services 
Repertoire and HR-1 HRIS . (800) 729-7655 


IMAGING 


Document Mgt, Workflow for AS/400 
Acknowledge Inc. (800) 533-1776 


ISO 9000 Doc. Mgmt. Systems 


OXKO Corporation (410) 224-3314 


MANUFACTURING SOFTWARE 


ROI Systems, Inc.-MANAGE 2000 Product 
Minneapolis, MN 55426 (800) 544-7849 


Intrepid Software, Inc 
Burlington, MA (617) 273-2920 


PowerCerv (PowerBuilder/Sybase application) 
Tampa, FL (813) 226-2378 


Silverline Industries, Inc. 


Oakbrook, IL (ORACLE VAR) . .(708) 571-5555 


MARKETING INFORMATION SYSTEMS 


Advanced Marketing Solutions, Inc. 
Shelton, CT (203) 925-3038 


MICROFILM/FICHE REPLACEMENT 


COLD, Direct Attach for AS/400 


Acknowledge Inc (800) 533-1776 


NEWTON CONSULTING 


Avalon Engineering (617) 247-7668 
Custom Newton Products and Solutions 


OBJECT ORIENTED DEV 


OOA/OOD Forte trained OO Development 
|.S. Consultants (612) 851-9544 


SYNTEL, Inc. 

NATIONWIDE (313) 828-3290 
R eh Inc., California —_— 631-1503 
“Quality Softwa re Developed in SAVE $$Sil! 
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Avous Corp. AND 4TH DIMENSION SOFTWARE, INC. SUFFERED FOR FALLING SHORT OF ANALYSTS’ 
EXPECTATIONS IN EARNINGS REPORTS. 


Midrange muddle 


The midrange systems market is a dicey investment these 
days. Analysts placed a number of Buy recommendations 
in the sector but disagreed on which companies are the best 
bets. 

“The volatility of these stocks will remain,” Smith Barney 
Shearson analyst Shao Wang wrote in alate January report. 
“We remain very specific in our recommendations and over- 
all suggest being underweighted in the sector.” This means 
smart investors should keep the bulk of their portfolios else- 
where. 

Digital Equipment Corp. (DEC) exemplifies the uncer- 
tainty. Digital fell short of earnings expectations in the most 
recent quarter. Wang rated the company a speculative Buy 
in his report, which he opened with the quote, “He was a 
bold man that first ate an oyster.” 

Salomon Brothers, Inc. analyst John B. Jones Jr. was less 
bold and more Hold in rating Digital’s turnaround pros- 
pects. 

However, the two analysts switched places in considering 
Hewlett-Packard Co. (HWP). Jones said HP is “the best of 
the group,” noting that the company has continued to grow 
its profits despite the intense margin pressure that has 
plagued the whole midrange sector. Wang, on the other 
hand, said HP is overly dependent on its low-margin printer 
business for revenue and profit growth and rated the stock 
Neutral. Wang said HP’s gross margin trends remain “wor- 
risome.” 

HP is due to report quarterly results next week. 

— Derek Slater 





STATE OF CONFUSION 


Top Wall Street firms apparently have agreed to disagree on 
midrange prospects 
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Overview 

















IF MICROSOFT’S LIFE WERE A MOVIE, 
WHAT WOULD BE ITS TITLE? 
OUR READERS SUGGEST THE FOLLOWING: 


TEETER EER EE | 


the 
Windows 


_— 


B 
STUART 
WHITMORE 


‘Heavens, 
(Orley 


20h 


FOR WHEN YOU'RE TALKING 
ON THE INFO HIGHWAY 


ASLEEP AT THE KEYBOARD 


DIRECTOR, INTERNATIONAL 
TELECOMMUNICATIONS 
CARGILL, INC., MINNEAPOLIS 


BYE BYE 


“I went to service a user’s machine 
once [and needed to open] the case. 
The user panicked: ‘No, if you open the 
top, the data is going to get out!’ The 
user actually thought data was floating 
inside the case and when the computer 
needed it, it somehow grabbed it out of 
the air. I then proceeded to explain to 
the user how data was stored!” 


BRAIN OFF, ZONED OUT 


SEE YOU LATER 


FALLING ASLEEP AT 
THE KEYBOARD 


HAVING A PAROXYSM 
OF LAUGHTER 


‘ DAVID BoTT, DIRECTOR, DP, 


TOWN OF - GATES, ROCHESTER, N.Y. TALK TO YOU LATER 


Was ROSS PEROT’S PRESIDENTIAL BID A GLIMPSE OF THINGS TO COME? WHAT TEAM OF COMPUTER INDUSTRY PEOPLE DO YOU 
THINK SHOULD RUN FOR PRESIDENT AND VICE PRESIDENT, AND WHY? LET US KNOW WHAT YOU THINK (PREFERABLY HUMOROUSLY). 
CONTACT Lory Dix AT 1-800-343-6474 x236 OR ComPUSERVE 76537,2413. IF WE USE YOUR IDEA, WE'LL SEND YOU A GIFT 
(BUT PLEASE LEAVE A CONTACT NUMBER). 





The 5th Wave by Rich Tennant 
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Inside Lines 


A falling out 

Mark T. Wasilko, senior vice president in charge of marketing at 
Computer Associates, has left the Islandia, N.Y., software giant, a 
CA spokesman confirmed. Sources close to and inside CA said Wa- 
silko was miffed over Sanjay Kumar’s recent promotion to presi- 
dent and chief operating officer, even though Kumar had effective- 
ly been handling chief operating officer duties since Anthony Wang 
retired as CA’s president and chief operating officer in April 1992 
[CW, Jan. 24, 1992]. Sources said Wasilko is heading for Legent, 
which is said to be looking for a senior marketing executive. 
Spokespeople for both companies declined to comment; Wasilko 
could not be reached for comment. 


From the hip 

A breach of contract jury trial between CA and Reliability Re- 
search, Inc. that was scheduled to begin last week was postponed 
indefinitely after the judge assigned to the case, US. District Judge 
John R. Bartels, fell and broke his hip. The parties will reconvene 
Feb. 28 to determine when Bartels will be ready to hear the case. 
Reliability Research sued CA after the software behemoth alleged- 
ly breached an agreement between Reliability Research and Uni- 
versity Computing Co., which CA bought in 1987. 


The halls have ears 

It appears as if Compaq is seriously considering getting tight with 
a hub vendor, according to internal sources. It’s not clear, however, 
whether Compaq wants to buy a hub maker or is just trolling for a 
partnership. Analysts and users said that there could be some 
merit to Compaq aligning with a hub vendor. “If I do installations 
of hardware and software, hubs — being the interconnectivity me- 
dium — would be a very, very good selection” for a relationship, 
said John Dunkle, an analyst at WorkGroup Technologies. - 


Fast Ethernet gets analyzed 

Companies deploying 100M bit/sec. Ethernet will soon have a bet- 
ter way of discovering problems than waiting for a crash. Network 
General and Grand Junction Networks are working on the first 
100M bit/sec. Ethernet network analyzer for use with Grand Junc- 
tion’s adapters and hubs. The companies plan to demonstrate a 
prototype “fast” Ethernet version of Network General's Sniffer 
product at the Networks Expo 94 conference in Boston next week. 
The product is slated for delivery in late 1994 for roughly $18,000. 


Da Vinci meets Mac 

Novell partner Da Vinci Systems will announce this week that it 
will begin shippinga Macintosh version ofits Da Vinci E-mail client 
on Feb. 18. Da Vinci is tightly coupled with Novell’s Message Han- 
dling Service (MHS), a back-end messaging transport. The Macin- 
tosh client gives Da Vinci a multiplatform offering. In turn, that 
could help Novell, which doesn’t have its own end-user E-mail soft- 
ware, sell its MHS strategy. 


You’lLhave papers on them 

IBM’s AS/400 division is working up a “Dear Customer” letter that 
will put into writing its pledge to treat as regular upgrades — rath- 
er than as newsystem purchases— moves from current AS/400s to 
the models due out later this year and in 1995. Users will have to 
replace existing AS/400 boxes to move to the upcoming machines, 
due to the cabinet changes that IBM will make as it moves the mid- 
range line to its PowerPC architecture [CW, Jan. 10]. Buell Duncan, 
U.S. midrange systems marketing director at IBM, said the letter 
should arrive within the next few weeks. 


Talk about the plummeting worth of PC hardware! Last month 
the Department of Health and Hospitals for the city and county 
of Denver reported that a newly delivered Compaq 486-based 
computer, which had been left in its shipping boz out ina hali- 
way, was aiscovered on the floor. Someone had snatched the 
box. Phone, fax or CompuServe News Editor Alan Alper with 
news tips at (800) 343-6474, (508) 875-8931 or 76537,2413, respec- 
tively. Or try Computerworld’s 24-hour voice-mail tip line at 
(508) 820-8555. 





Cross-platform productivity: 


Unlocking the potential. 


Okay, you've heard about all the benefits, but how do you open the door 
to client/server-based, open systems computing? The best way is with 
SAP's R/3 System. That's because R/3 is the fully integrated software 
solution that turns hardware obstacles into hardware assets. And that's 
key to improving productivity. 

The unique R/3 client/server architecture is designed for today’s 
open, UNIX-based or Windows NT environments. And because it runs 
on the leading hardware platforms, R/3 helps leverage your current in- 
vestment while making future growth more affordable. What's more, R/3 
is the only client/server solution that integrates a// your core business 
functions—from finance to manufacturing, sales to human resources. 

With that kind of potential, it's no wonder 
Information Week named R/3 one of the top ten new 
products of 1992. But find out for yourself. Call 
1-800-USA-1SAP to enter a world where the best plat- 
form for productivity is whatever platform you have. 





Upsizing to client/server? 


Companies need to harness the vast amount of information on their PCs into a secure, reliable, corporate resource. 


e e ° ° ° ~ DATABASE 
network applications into client/server and workgroup solutions. & Greater than & es re & SERVERS 


That’s why more and more companies are looking te Borland to help them “upsize” their PC and PC 
50% of the data stored in PC databases worldwide is already managed by = 


TaVMA TAGGIN 


Borland software. Products like Paradox,® dBASE,® and Borland® C++ are client 


° ~ AND 
tools that users already know. And they are built to connect to popular SQL CLIENTS 
servers like Borland InterBase,” Oracle, and Sybase/MS. Best of all, upsizing 
to client/server with Borland products enables seamless interoperability without extensive application rewriting or 


new hardware investments. To find out more about Borland’s client/server solutions, (EUAN! Ss74 B74 WA) Red 


Borland 


Power made easy” 
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